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“Eight -in-One” House Plan 
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Shows Ingenuity of Wyoming Dealer 
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The variety in treatment of floor plan shown in the center of the above layout indicates the elasticity 
of a house plan when a retailer gives it some thought and uses natural and practical ingenuity. These 
houses have a $3,800 price tag, which includes a garage, full basement, and plastered and painted walls 


CASPER, Wy0., Feb. 6.—Getting an inch and tak- 
ing a mile doesn’t mean any business, but building 
eight houses of different exterior appearance from 
the same basic floor plan is sound retail merchan- 
dising. That is exactly what the Rohlff Lumber & 
Supply Co. in this city of 16,000 persons did as part 
of its new building in 1938 which totaled twenty- 
eight residences, an apartment house, and numer- 
ous remodeling jobs that in some instances 
amounted practically to new construction. 

As may be seen in the illustrative layout of eight 


dwellings grouped around a floor plan, the various 
outside designs were achieved in several ways. In 
some cases the plan was merely reversed, while in 
others the bay window was eliminated, the porch 
left roofless, different materials used on the ex- 
terior, windows rearranged or dressed up with 
shutters. No two of the group are exactly alike; 
in fact, no one would realize their similarity if it 
was not pointed out to him. The slight alterations 
are practical examples of retailing cleverness that 
saves a company money. (Continued on Page 34) 



























February 1:, 193% 


















AS building construction takes on a faster stride, it’s well to know 
that always you can depend on the big resourceful Winton or- 
ganization to take care of all your softwood lumber needs. You can 
be sure of surpassing quality, outstanding values, unfailing service. 
Winton choice timber and Winton modern manufacturing are your 
assurances of a steady, dependable source of supply. Winton stocks 
are complete and well assorted. The BEST in Idaho White Pine, 
Ponderosa, Sugar Pine, White Spruce, Douglas Fir, Western Hemlock, 
Red Cedar Siding and Shingles. For 53 years Winton has been meet- 
ing the needs of lumber buyers. If you haven’t been using Winton 


Service, now is a good time to start. Write today. 


G 0 0 D L U M 8 E an F 0 be OV E ad 5 2 ' £ R a 5 WHITE PINE MILLS: Winton Lumber Co., Gibbs, 


WINTON LUMBER SALES CO. 


MINNEAPOLIS 


FOSHAY TOWER 


Idaho. 


SPRUCE MILLS: The Pas Lumber Co., Ltd., The 
Pas, Manitoba. 


PONDEROSA PINE MILLS: Somers Lumber Co, 
Somers, Montana.—Crater Lake Box & Lumber Co., 
Klamath District, Oregon.—Craig Mountain Lum- 
ber Co., Winchester, Idaho. 





To be sure that your customers 
get millwork thoroughly protected 
against damage by... 


ROT & TERMITES 


ask your mill to supply you with 
materials treated with 


PAR-TOX 


—the product of a concer that 
has been serving the millwork in- 
dustry for 75 years. 


Remember these facts! 


Par-Tox penetrates deeply into the 
wood without need of applying 
under pressure. 


Par-Tox does NOT affect the finish- 
ing qualities of the wood nor the 
firm bonding of putty. 





Good NEWS sreercn. 


MODEL 


FOR LUMBERME 


No other low priced , 
woodworker offers so = 
many patented fea- 
tures as this new 
type GN DeWalt. The 
same Pages tem ag —~— 
DeWalt principles, " se aa 

in a smaller economi- a q — ~ : 
cal machine. There is : 
a reason why the up- 
to-the-minute lumber- 
men of the country 
are using DeWalt 
Machines. The tre- 
mendous savings 
have surprised most 
critical lumbermen. 
Mr. Horace Sides 
writes, “I don’t see 
how anyone in the 
Lumber Business can 
afford to get along 
without a DeWalt.” 


















Par-Tox has the approval of Amer- 6 Ee : a AC®) ™ 
ica’s leading authorities as one of va 0) | Qi ri yw FE 7 

the most efficient toxics for the pre- a4 > cs a 
vention of rot, decay and termite , nen — nme mT TS aed W 
damage. 6 opeiations of the many that con be m ade on the flexible DE WALT 

We will gladly send dealers a list of er bad — is a low priced model you can buy on Easy 

mills using Par-Tox and to mills free | Bryan! “SM, , "7, hat al, the, Hexblity and aecuracy_ ot “heavier 
samples, prices and data on methods MAKE A DATE NOW AND LEARN HOW = 








of application. 


IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 


A Concentrated Toxie for 

the Preservation of Wood 

Against Fungus and Ter- 
mite Attack 








America’s leading Lumber- 


men are SAVING DOLLARS 

EVERY DAY THE DEWALT E AL e 
WAY. We’ll show you how 

right in your yard, no obli- 550 FOUNTAIN AVE. 
gation. Write today. LANCASTER, PENNA. 
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Lumber Dealers and Manufacturers Co- 
operate in Progressive Steps 


the retail lumber and building ma- 

terial dealers are poor merchants 
and that the lumber industry has suf- 
fered as a result of this lack of modern, 
constructive merchandising on the part 
of the distributors, but the AMERICAN 
LUMBERMAN is rather firmly convinced 
that this charge is not altogether well 
founded and that, in fact, greater im- 
provement has been shown in retail mer- 
chandising of lumber within the past few 
years than the manufacturing end can 
boast over a long period of time. One 
who has had opportunity for personal ob- 
servation of what the dealers are doing, 
or who has read with some care the 
stories that have appeared in this publi- 
cation during recent years, of how enter- 
prising dealers are reducing selling to a 
fine art, and are successfully and satis- 
factorily serving their communities, can 
not fail to be impressed with the fact that 
merchandising in the retail yards is on a 
higher plane than ever before, and com- 
pares favorably with selling methods in 
almost any other line; certainly that it 
will not suffer by comparison with mer- 
chandising methods of the average lum- 
ber manufacturer. As a rule, though, 
best results are obtained where there is 
close co-operation between the manufac- 
turers and the dealers, working together 
to serve the best interests of the public 
as well as to develop more profitable 
business. Two outstanding examples of 
this kind of friendly and helpful co-op- 
eration and modern merchandising have 
come under the notice of this editorial 
writer in recent weeks and are demon- 
strating that the public will respond 
gladly to programs of merchandising that 
can assure better construction and better 
values in housing. 


At Dallas, Texas, a group of twenty 
dealers is engaged in a co-operative pro- 
gram, assisted by the Southern Pine As- 
sociation, that definitely is improving con- 
struction standards in that city and 
assuring home builders that good lumber 
is going into their houses. In this pro- 
gram the dealers also have the encourage- 
ment and co-operation of the FHA and 
the financial institutions who are lending 
money for building. Because of its prox- 
imity to sources of supply from small 
mills Dallas had become known as a 
market for lumber that did not always 
come up to the requirements of good 
construction, either in manufacturing, in 
quality of timber, or in seasoning, its 
principal claim for consideration being 
the low price at which it was sold. As 
in many other cities, there were unscrup- 
ulous contractors who would undertake 
the building of homes at a low price and 
then would “gyp” the innocent home 


T HE CHARGE often is made that 


owner by using green or inferior lumber, 
the home owner himself thinking that he 
was getting material of the proper qual- 
ity. Buyers of homes, too, often found 
these homes, which were quite attractive 
looking when purchased, rapidly deterio- 
rating, necessitating heavy expenditures 
for repairs and upkeep, resulting too 
often in giving the public the impression 
that the only way in which they could 
be assured of good homes would be to 
use some other material than lumber. 
Some time ago a goodly number of 
Dallas lumber dealers decided to make an 
effort to correct this situation by ac- 
quainting the public, through extensive 
advertising, that good lumber could be 
had and good construction assured, and 
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then by backing up these claims with ac- 
tual performance. They began to tell 
the people about grade marked lumber, 
manufactured and graded under the rules 
of the Southern Pine Association and to 
advise them to demand grade marked 
lumber in the homes they built or the 
ones they bought. The Southern Pine 
Association has co-operated by making 
available the services of a competent in- 
spector, available on call at any time to 
inspect lumber about which there might 
be any doubt as to its grade or its dry- 
ness. It was not an easy task to put 
over a program of this kind, but these 
dealers have persisted and have been able 
to report progress, month by month, and 
now it is reported that at least 70 percent 
of the homes being built in Dallas are 
constructed with grade marked lumber. 

This campaign does not stop at simply 
advising the people to protect themselves 
by buying grade marked lumber. They 


(Continued on Page 35) 


Put New Life in NHA; 
Do Your Part Now! 


among those most interested in the 

continuation of Title 1 of the Na- 
tional Housing Act and the continuation 
of the “25-year insuring clause” under 
Title II of the Act, should do everything 
in their power to see that the present 
Congress makes it a first order of busi- 
ness to approve legislation which will 
bring this about. Letters should be ad- 
dressed to senators and representatives 
at once, requesting their support of legis- 
lation designed to extend Title I and the 
25-year clause of Title II beyond their 
expiration date of .July 1, 1939. 

Representative Henry B. Steagall of 
Alabama, chairman of the House commit- 
tee on banking and currency, introduced 
H. R. 3232 on January 25, which, if 
passed, would continue the 25-year clause 
and give authority to insure mortgages 
up to a total of $6,000,000,000. The 
original limit was $2,000,000,000, with 
authority placed in the President’s hands 
to increase the total to $3,000,000,000, 
which he recently did. Senator Bank- 
head has introduced a companion bill in 
the Senate. 

It is doubtful if the Steagall-Bankhead 
Bill, which does not specifically provide 
for the extension of Title I, will get very 
far before Title I is included. The FHA 
will not object to the extension of Title 
I, but it is understood that it does not 
favor the $2500 new house provision on 
the grounds that most anyone wishing 
to build a $2500 home can come in under 
Title II and amortize it over the full 25 
years at a lower rate of interest instead 
of being required to pay out the obliga- 
tion within seven years. It is the opin- 
ion of the FHA that this encourages the 


PR" among LUMBER dealers, being 


building of summer cottages and the like 
but interferes somewhat with the general 
program of encouraging small home 
building and ownership. The total 
amount of FHA approved loans under 
Title I since the act was amended Feb. 
1, 1938, was $171,718,626 for a total of 
374,976 loans. It is estimated that over 
25 percent of all loans under Title II 
came under the 25-year clause, as they 
were written for amortization over pe- 
riods of 21 years up to 25 years. 

In 1935 the FHA-accepted mortgages 
for insurance reached a total of $170,- 
594,864. The following year the total 
was $438,449,153. In 1937 the total rose 
to $447,519,716, and last year it jumped 
to $647,949,074. The value of new home 
mortgages represents 56 percent in 1937 
and 70 percent in 1938. Applications for 
mortgage insurance on small homes in- 
creased 150 percent in the first few weeks 
of 1939 as compared to the same period 
a year ago. More than 4,000 homes to be 
built under FHA inspection went under 
construction during the first two weeks 
in the year. 

Losses on insured loans have been neg- 
ligible both under Title I and Title II. 
Income from the FHA mutual mortgage 
insurance system will be sufficient to pay 
its operating expense and leave a sub- 
stantial surplus to be added to the insur- 
ance reserve funds. 

No other legislation during the present 
administration has been so directly bene- 
ficial to the retail lumber dealer and the 
public at large as the National Housing 
Act. Sponsored from the very first by 
the dealer and his interests, it has been 
of untold value and deserves the support 
needed for its continuance. 
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Lone Star State Is Busy Developing 
Industries and Building New Homes 


--Writes Roving Editor After a Trip Across It from West to East 


The past fortnight has been spent by the wandering editor 
within the purlieus of the Lone Star State, a Commonwealth 
so diversified in soil, climate and natural resources that the 
claim freely is made that Texas can produce any article that 
can be grown in any other State in the Union. After traveling 
across the State from its extreme western boundary to its east- 
ern boundary line, as this editor has done on this pilgrimage, 
no further proof of this statement need be asked. The arid 
regions of west Texas need only the vitalizing influence of irri- 
gation to make the soft, loamy soil produce in abundance; then 
there are the rich black lands of north Texas; the productive 
red lands of east Texas; the sandy soil of southeast Texas; 
each producing its full quota of farm products, fruits and vege- 
tables, while countless thousands of white faced cattle roam 
the western plains and help to add to the wealth of this State 
so richly endowed by Nature. In almost every section of the 
State oil is being produced, the sulphur mines of its coastal 
plains are equal to the best in the world, and to its great lumber 
industry now is being added the production of paper from its 
fast growing forests. The importance of the Texas citrus and 
vegetable industries may be noted in statistics showing ship- 
ments from the famed Rio Grande Valley and some other sec- 
tions. On the first of February shipments of produce from 
the Rio Grande Valley for this season were approaching the 
establishment of a new record. Already nearly a thousand 
cars ahead of last year’s shipments, it is confidently believed 
that the shipping period of 1938-1939 will see the record break- 
ing mark of close to 38,000 cars shipped out of the Valley. A 
larger proportion of the citrus fruit crop is being shipped out 
this season than was the case last year when, up to Feb. 1, 
1,684,737 boxes of Texas grapefruit had been used in by-prod- 
ucts plants. Up to same date this year, only 700,000 boxes 
have been used for this purpose. One small town in west 
Texas, Eagle Pass, up to Jan. 27 had shipped out 624 cars of 
spinach, 


One Marvels at Amount of Building 


And what about the outlook for the coming season? A lum- 
ber dealer in El Paso told the inquiring editor that he recently 
had made a rather extensive trip through the western part of 
the State, which had not had a good growing season for five 
years. He found the entire country west of the Canadian 
River had been visited by seasonable rains, the people were feel- 
ing optimistic and happy over the outlook for crops, and al- 
ready were beginning to forget about the previous dry years 
and, with their faces set resolutely forward, are thinking of the 
good crops they expect to harvest during the coming season. 
Significant of improved conditions throughout the State are fig- 
ures recently compiled showing retail sales making a distinct 
advance. These figures, covering 1171 independent stores in 
Texas, showed that sales were 35 percent better in dollar vol- 
ume in December than they were in the previous month. And 
how is the lumber industry being affected by these various 
factors? Well, one can not do other than marvel at the amount 
of building that is in progress in many sections. New homes 
are going up in large numbers, while there is a substantial 
amount of business construction under way in many towns and 
cities. Of course, it would be out of the question to expect to 
see this situation existing in every community, and there are 
spots where building is lagging and where business is dull, 
but by and large the picture is one that should give comfort to 
€very one connected in any way with the building industry. 


Most Dealers Think This a Good Time to Buy 


Too, there is lack of unanimity among dealers as to the out- 
look and as to the probable trend of the lumber market. For 
example, a dealer in a north Texas city, noted as a successful 
merchant and a keen buyer, remarked that he was buying lum- 
ber now and filling in his stocks because he felt sure that lum- 
ber prices were going to advance. Filling in his stocks meant 
the purchase of about two million feet of lumber. In another 
city, a comparatively short distance away, another equally suc- 
cessful dealer told the editor that he was letting his stock run 
down, rather than building it up just at this time, as he could 
see no reason for expecting higher prices. In fact, believed 
he might buy at a somewhat lower price by waiting. Well, 
there you are. You can pay your money and take your choice. 

Judging by what is going on, though, the preponderance of 
opinion among dealers is that this is a good time to buy, for 
they are placing orders, and practically every mill sales office 
visited has been going at top speed in an effort to take care 
of the business being placed. Even here there are exceptions, 
however, as there always are, as an occasional sales office has 
reported a slowing down of buying. This can be accounted for 
in most cases, though, by weather conditions in the territories 
from which much of the business comes to these concerns. No- 
where, though, was there a pessimistic note sounded as to the 
outlook. Sales managers, without exception, believe that this 
year is going to record a marked increase in both volume and 
prices, this situation applying both to softwoods and hardwoods. 

And just here, by way of parenthesis, it might be remarked 
that any person who has an idea that hardwoods are not sold 
through retail lumber yards, would have his eyes opened if he 
could visit a Texas retail lumber yard seen by this editor, where 
a normal stock of approximately two million feet of rough hard- 
woods is carried. This is not a hardwood yard, but a retail 
yard equipped to supply the needs of the builders of its com- 
munity in anything they want, either in softwoods or hard- 
woods, the owners believing firmly that real service means 
having stocks available for any possible need of their trade. 


Beaumont Prepares for Texas Retailers Gathering 

At Beaumont, local lumbermen are actively preparing for 
the entertainment of the annual convention of the Lumbermen’s 
Association of Texas. Home of the president of the associa- 
tion, Carle Locke, the Chamber of Commerce and other civic 
bodies, as well as lumber manufacturers and dealers, are join- 
ing forces wholeheartedly to make this one of the outstanding 
annual meetings in the long and interesting history of the asso- 
ciation, and to convince the members that no mistake was made 
in selecting this prosperous southeast Texas city as the con- 
vention meeting place for 1939. Many of the lumbermen, 
among the older dealers especially, will recall with pleasure con- 
ventions held here in the earlier days of the association. 

Among the steadily growing industrial concerns of Beaumont 
is the Burruss Lumber Co. E. A. Burruss, head of that con- 
cern, firmly believes in the future of the lumber business and is 
demonstrating his faith by improving his plant and increasing 
its capacity, so as to be in position to offer adequate service to 
the constantly growing number of buyers and users of Burruss 
trade-marked lumber. The improvement progam now in prog: 
ress includes installation of a band resaw, an additional boiler, 
additional trimmers, enlarged shed room etc., all of which will 
serve to make this one of the outstanding average-sized yellow 
pine operations in the South. The Burruss plant no doubt 

(Continued on Page 62) 
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Company Controls Job 
From Sale to Finish 


(Continued from front page) 

The designing and drawing of plans is done by M. G. Davis 
in the office. He has studied drafting, and couples the learn- 
ing with sound sense to produce sketches to suit the individual's 
desires and requirements. According to Mr. Davis, nearly all 
of the houses sold are designed in the office, and the specifica- 
tions likewise written there. A further step has been taken 
by the publication of a booklet of plans for eight homes to- 
gether with a list of materials and structural features of each. 





English influence in this cottage gives it popular charm. The 

bay window dinette is a homey feature which makes a cheery 

meeting place for the family at mealtime. It will be noted 
that the plan provides ample closet space throughout 





These plans, also, were drawn in the office of the company. No 
space is wasted in the dwellings, which are comfortable and 
thoroughly livable. 


CONTROLS JOBS SOLD THROUGHOUT 


The company does not do contracting, but controls every 
job it sells and supplies everything that goes into it with the 
exception of the heating plant. It is an exponent of “pack- 


aged selling,” and does it successfully. The contractor signs 
the contract with the individual, who is having a home built 
or one remodeled, but the Rohlff Lumber & Supply Co. super- 
If the buyer has a preference as to build- 


vises construction. 
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ers, the company makes arrangements with that contractor, lets 
him figure his cost, and checks with him so as to be sure the 
price is right both for him and the customer. In cases where 
the buyer has no choice as to who does the job, the lumber 
firm furnishes plans and specifications to several contractors, 
and requests that the bids be at the office at a certain time. The 
low bidder is given the contract, providing the price is satis- 
factory to the customer. Mr. Davis says that the latter method 
is the more general procedure in new construction. 

In most of the remodeling jobs sold by the retail lumber 
concern, the work is handled through one builder and is not 
open to bidders. If the project is sizable, however, figures 





This modern American design is flavored with the French 
love of convenience and considerable style. Of attractive 
lines and handy layout, the house has heating equipment, 
laundry, and space for a future recreation room in the 
basement. The fireplace is equipped with a Heatilator 





are asked of more than one contractor. As in new building, 
plans for remodeling or modernizing an existing house are 
drawn in the office, specifications written there, and assistance 
given the customer in obtaining a loan if one is needed. In 
connection with the financing angle, Mr. Davis states that 
nearly all of the new houses have been built with loans insured 
by the FHA, although a number of remodeling jobs and a few 
new residences have been financed through a local building and 
loan. 

Every house which the company has sold during the past 
two and a half years has been insulated with balsam, mineral, 
or rock wool inside the walls and ceilings, and only one or 
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two have not had their windows weatherstripped. Other typi- 
cal structural features depicting the quality building insisted 
upon by the concern are: fully waterproofed basements, 
weatherstripped casement windows, sufficient roomy closets, 
oak flooring, modernly designed hardware, plumbing and light- 
ing fixtures, kitchen cabinets, and cedar or composition shingle 


Amemecan fiumherman 





This is an example of one of the larger and more expensive 
houses sold by the Rohlff Lumber & Supply Co. The stone 
entrance is a feature of its good appearance 





roofing. 


air evenly over the whole room. 


The Rohlff Lumber & Supply Co. is doing a most commend- 
able job of packaged selling, and is supplying real service for 


customers in Casper. 


If a customer desires a house with an utility room 
instead of a basement, such designs are available to him. Most 
of the living rooms in the book of plans have fireplaces which 
are frequently equipped with Heatilators to distribute the warm 








Dealers and Manufacturers Co-operate in Progressive Steps 


(Continued from Page 32) 

are advised to buy properly seasoned 
lumber; they are told about the details 
of good construction ; they are offered as- 
sistance in planning the home, in financ- 
ing it, and in how to assure themselves 
of good construction. In short, these 
Dallas dealers are doing a bang-up job 
of merchandising that is placing lumber 
construction on a higher plane, giving 
Dallas citizens better and more attractive 
homes and, without extra cost to the 
home builder, making him a satisfied 
buyer; and all this without sacrifice of a 
reasonable profit to the dealer. This 
Dallas plan is being carefully studied by 
dealers in other cities and it is not un- 
likely that the movement soon will begin 
to spread, and that many other commu- 
nities will be availing themselves of the 
same opportunity that has been grasped 
by these enterprising dealers of the North 
Texas metropolis. 

Out in California a similar program, 
described elsewhere in this issue of the 


AMERICAN LUMBERMAN, is. being suc- 
cessfully carried on by Los Angeles deal- 
ers and the West Coast Lumbermen’s 
Association. The use of good lumber, as- 
sured through association grade marking 
and inspection, has become pretty firmly 
established in that section and now the 
dealers, in conjunction with the manufac- 
turers’ association, are taking another ad- 
vanced step in good merchandising, 
through encouraging the use of precut 
framing in the building, particularly, of 
groups of houses, and also in individual 
home construction. Through this plan, 
the contractor is assured a definite saving 
in labor costs by having all framing 
members pre-cut and delivered on the 
job ready for installation without fur- 
ther cutting or sawing, the owner is as- 
sured of the use of good lumber, and the 
dealer is able to convert low grade lum- 
ber into higher grades by cutting’ out 
knots and other defects. So far, this pro- 
gram has been in the experimental stage, 
but it has progressed far enough to dem- 


onstrate its practicability to both dealers 
and contractors. 

Now that it has been demonstrated that 
pre-cut framing is both economical and 
desirable, a problem to be solved is 
whether or not the preparation of this 
framing should be done at the saw mill 
or in the dealer’s yard or planing mill. 
Without going into a lengthy discussion 
of why this is so, this writer is inclined 
to believe that it will be to the advantage 
of the dealer to do this pre-cutting in his 
own yard, rather than depend upon the 
saw mill to supply the pre-cut framing. 
However, there are arguments on both 
sides. Any way, these Los Angeles deal- 
ers, through their Lumber & Allied 
Products Institute, and the co-operating 
West Coast Lumbermen’s Association 
and Building Contractors’ Association of 
California, are to be congratulated upon 
this advanced step in modern lumber 
merchandising. They have set a high 
mark for other communities and other 
organizations to shoot at. 





Preferences Gave British Colum- 
bia Lion's Share of Exports 


Vancouver, D. C., Feb. 4.—British Colum- 
bia’s total lumber export overseas last year 
was 1,036,377,562 feet, compared with 998,- 
701,000 feet in 1937, and the record-breaking 
1,042,954,000 feet in 1936. Exports came within 
half a dozen million feet of beating the record 
for all markets, despite the fact that Japan 
and China were virtually eliminated by war 
conditions. British Columbia’s lumber indus- 
try toppled over another record last year, with 
an all-time high export to the United King- 
dom. This Province shipped to British mar- 
ket a total of 741,000,000 feet, compared with 
648,000,000 in 1936. Provincial exports com- 
Pare with only 153,059,872 feet shipped from 
Washington, and 131,519,311 feet from Ore- 
gon, the competing Douglas fir and cedar areas. 
The two Northwest States were unable to 
overcome the important tariff advantage given 
to British Columbia by the Empire preference. 


B. C. Reports 1938 Scale 


The British Columbia Provincial log scale 
figures showed a decline in production for 1938 
of approximately 15 percent, as compared with 


the year previous, according to statistics is- 
sued by the government. The total scale of 
ordinary lumber was 2,581,278,615 board feet 
in 1938. Large stocks carried over from the 
previous year, and which have been substan- 
tially reduced during the 1938 operations, were 
partially responsibe for the decline. Although 
overseas exports showed an increase, the 
Prairie Provinces and United States rail mar- 
kets were less active. Poles and piling pro- 
duced fell from 22,116,128 to 16,549,381 lineal 
feet. Cordwood production was up, with a 
total cut of 170,632 cords, compared with 
155,494. 





May Pulp Douglas Fir 


Vancouver, B. C., Feb. 4.—Western hem- 
lock, long the world’s leading source for the 
raw material for rayon, may soon have a west- 
ern rival in Douglas fir. Experimental work 
at the University of Washington, Seattle, in- 
dicates that Douglas fir can be pulped eco- 
nomically, and has satisfactory qualities for 
use as a dissolving pulp, said Dr. Henry K. 
Benson, director of the department of chemi- 
cal engineering. This prediction is based on 
the low bleachability and on the vicosity de- 
terminations of Douglas fir pulp, he explained. 


Roofing Company Builds New 
Plant in Georgia 


Port WENTWoRTH, GA., Feb. 6—The Texas 
Co., manufacturer of Texaco “Short Line” 
roofings has announced the opening of its new 
plant here. According to the company, the new 
plant was made necessary by the existing de- 
mand in the area which it will serve—including 
the States of Georgia, Florida, Alabama and 
South Carolina. Texaco roofing dealers in 
these States will have the obvious benefits of 
quicker deliveries and more flexible service, 
made possible by the nearer manufacturing 
sources. Other Texas Co. plants are located 
at Port Neches, Tex., Lockport, IIl., and Edge 
Moor, Del. District offices are maintained at 
Atlanta, Buffalo, Chicago, Dallas, Denver, 
Houston, Minneapolis, New Orleans, New 
York, Norfolk and Indianapolis. 





LoursviL_e, Ky., Feb. 6—The Indiana su- 
preme court Wednesday held constitutional that 
State’s 1937 truck weight tax law, which pro- 
vides for fees based on tire sizes, number of 
wheels per axle, load per axle and carrying 
capacity. 
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Teamwork By “Building-Loan” and Dealer 


Here’s a splendid example of a Build- 
ing and Loan association not only work- 
ing hand-in-hand with local lumber deal- 
ers to promote building of homes, but 
freely offering its facilities, in office and 
show windows, for the display of mate- 
rial and merchandise used in construc- 
tion or repairing of buildings. We in- 
vestigated this incident, to learn the facts, 
and upon request, J. E. Sheppard, of the 
Washington Lumber Co., located at 
Washington Court House, Ohio, told the 
AMERICAN LUMBERMAN about its prac- 
tical application of the principle of co- 
operating in a common objective, as fol- 
lows : 

“Leonard Korn, the secretary of our 


local Building and Loan Association, 
conceived the idea of having the various 
local retail lines of business identified 
with furnishing any materials or furnish- 
ings for the construction of new homes, 
take turns, each having a week, in which 
they might set up an exhibit of the ma- 
terials they handle, showing same advan- 
tageously in the front window of our lo- 
cal building and loan office. Mr. Korn’s 
idea about this matter was that it might 
help to stimulate the construction of new 
homes in this community. 

“As you suggest, it was a very co-op- 
erative gesture on the part of the First 
Building & Loan Co., of this city, and 
we, of course, took advantage of its offer 





with paint cans. 





Timely Tia for Dealers 


In the beautiful, modern office and display rooms of the Home Lumber 
Yard, operated by A. E. Schmoldt in Beardstown, IIl., builders’ hardware, 
paint and glass are arranged attractively in cabinets, and on shelves and 
racks, along a fifty-foot wall at the rear. An equally attractive island dis- 
play containing paint breaks an otherwise monotonous expanse of floor 
between the bookkeeper’s space and the wall displays. 
glass rack shown here is at the extreme right of the wall. 





board not only provides space for glass panes of varying sizes, but also 
makes it possible to store the glass in practically upright position. Above 
each bin the size of the glass it contains is neatly lettered on a card thumb- 
tacked to the horizontal and sloping members of the rack. The counter 
in front of the paint shelves and glass rack has an open, shelved front filled 


The home-made 
The sloping 








to make a display of our products and 
goods in its front window. 

“The various firms engaged in han- 
dling lines of building materials each in 
turn put on a display in the building and 
loan association’s window on Friday or 
Saturday, and it is left there through the 
week end.” 

In the foregoing, we have given the 
facts as to one very practical way in 
which a building and loan association is 
helping the local lumbermen. Of course 
there are other ways in which this is be- 
ing done by the building and loan folks, 
notably by their being always in readi- 
ness to finance the building of homes for 
worthy, responsible persons. 

Now let’s try the shoe on the other 
foot, and have some stories of. what lum- 
ber dealers are doing to help their local 
building and loan associations—perhaps 
by subscribing for stock, by serving on 
official boards, by recommending the lend- 
ing facilities of the institution to desir- 
able prospects or in any other way. Who 
will be the first to send us something 
from that angle? 





How Growing Vines Help 


Dealer Sell Trellis-work 


Trellis-work covered with living vines, 
forming wall borders for a customers’ 
waiting room, serves as an effective re- 
minder of trellis needs to customers of 
the Arvada Lumber Co., Arvada, Colo. 
This waiting room in itself is a real asset. 
A sort of alcove facing the large front 
window, it is comfortably furnished with 
the most modern appointments. Here 
women, customers or not, are always 
welcome to wait while their husbands buy 
merchandise or to meet friends here. 

While seated here they can’t help but 
notice the vine-covered trellis-work and 
be reminded of what they could do to im- 
prove their own homes through use of 
this material. The living vines, which 
are grown in large pots at the bases of 
the trellis-work, add a great deal to the 
effectiveness of the display. They not 
only attract attention but also provoke 
comment, since it isn’t often that long 
vines of this type are raised indoors. And, 
too, the vines make the trellis-work more 
attractive than would otherwise be pos- 
sible, indicating to customers about how 
it would look in actual use in their own 
homes. 

Personally commenting on this layout 
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to the AMERICAN LUMBERMAN, Alfred 
E. Peterson, who is connected with the 
above concern, said: 

“The front section of our office, which 
is approximately 25x15, is used to give 
a comfortable waiting room for custom- 
ers. At the same time they see what can 
be done with actual English ivy vines 
growing on sets of trellises which are 
arched in a very decorative manner. The 
ceiling and sidewalls are of an intricate 
design cut by our mill man from ordi- 


Amemcanfiumberman 

“There is no reason why Texas cannot 
grow the feedstuffs necessary for fatten- 
ing the cattle that we grow,” Col. Hol- 
land has said repeatedly. “The practice 
of sending range cattle into the Middle 
West for fattening is just the same as 
sending out other raw products, to be 
processed in the North and East. The 
profit lies in the processing of any raw 
material When we do that with our 


cattle, we'll have real prosperity.” 
J. P. Holland, Jr., a nephew of 





Built along modern lines, the building of the Arvada Lumber Co. expresses the business 
ideals of today 


nary insulation board, showing just what 
can be done with such material plus a 
little handiwork. 

“A large percentage of our customers 
are women and they naturally admire this 
effort to brighten the interior of our sales- 
room. At the same time, it gives ideas 
to the customer as to what can be done 
in the way of garden trellis and decora- 
tions for the ‘den.’ 

“The picture (see above) shows the 
exterior of our office, which we think 
typifies the modern way in which we are 
trying to do business today. It is the 
policy of this firm to stress service, rather 
than price, which principle, we think, if 
applied to the lumber business as a whole, 
would benefit the industry greatly.” 





Lumbermen of Texas Join in 


Feeder-Breeder Campaign 


A news story in the Houston (Tex.) 
Press says that the Lumbermen’s Asso- 
ciation of Texas has joined with other 
State-wide organizations in mailing let- 
ters urging support of the Texas Feeder- 
Breeder Association. 

It was estimated that at least 50,000 
letters were mailed throughout Texas in 
a single day recently, urging co-operation 
in the campaign for diversified farming 
in the State, and in the movement to “fin- 
ish Texas cattle in Texas.” 

Col. Frank P. Holland, editor of Farm 
and Ranch, and a prominent Texas stock- 
man, for years has preached the gospel 
of finishing cattle in Texas. He has 
pointed out that the State loses millions 
of dollars yearly by shipping cattle into 
middle western States, there to be fat- 
tened for the market. 


Colonel Holland, was in Houston re- 
cently to confer with W. O. Cox, man- 
ager of the agricultural department of the 
Chamber of Commerce, and was pledged 
the support of the chamber in the feeder- 
breeder campaign. 





Lumberman Stainproofs a Hotel 
Dining Room 

The Stone Lumber Co., Jackson, Mich., re- 
cently provided an interesting and effective 
solution for a problem that bothered the man- 
agement of the Hayes Hotel in that city. Many 
of the tables in the hotel dining room are placed 
along the wall with diners seated in such a 
manner that their clothing often rubs along the 
wall. Every few months black smudges from 
clothing rubbing against the wall made it neces- 
sary to re-decorate the entime room. The Stone 
Lumber Co. was called in and asked if it could 
do something to eliminate the need for such 
frequent redecorating. Mr. R. M. Stone sug- 
gested the treatment which has solved the 
hotel’s problem. This is it: Around the entire 
room a strip of Marlite was placed just above 
table height. The strip is about a foot high, 
and is edged with snap-on moulding. It is not 
only effective, but also provides a decorative 
feature which is very pleasing. 





Retail Lumber Firm Is Host to 
Master Painters 


The John Burgbacher Lumber Co., Woods- 
field, Ohio, recently was host to the master 
painters of Monroe County, at its place of 
business. C. Judd Holt, of Pittsburgh, repre- 
senting the Pittsburgh Plate Glass Co., put on 
an interesting and instructive picture show and 
talk, covering the manufacture and use of 
paint. Following the meeting a lunch was 
served to the entire assemblage. There is no 
doubt that meetings of this kind have an edu- 
cational and very beneficial influence. 
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Miniature Models as Tokens 
Representing Real Gifts 


A merchandising idea that can be 
adapted to any season or occasion is em- 
bodied in the unusual store display 
seen below, which is our reason for re- 
producing it notwithstanding the holiday 
season is past. The picture has just been 
received from a news correspondent, so 
could not have been presented earlier. 
Forward-looking dealers may wish to clip 
it out and file as a suggestion for use 
next December. However, as stated, it 
has a universal appeal, and can be adapted 
for any time, as the gift of a home, or 
modernized kitchen, new bathroom or 
other home improvement, is always in 
order. Such gifts are especially appro- 
priate to commemorate wedding anniver- 
saries, or other notable family events, or 
when some small financial windfall makes 
possible a home improvement that may 
have been long contemplated. 

The store display here shown was de- 
signed and built by the Barr Lumber 
Co., Santa Ana, Calif. It is sufficiently 
explained by the script on the scroll, 
which reads: 

“We will reproduce the new home, 
modernized kitchen or bathroom or any 
remodeling you want—in exact minia- 
ture—especially for you. 

“Built by Barr’s master craftsmen, the 
miniature will show the finished work 
exactly as you plan it—exactly as it is to 
appear. 

“What a thrill this gift-token, beauti- 
fully wrapped and packaged, will give 
your whole family when it is found under 





Lumber store display featuring miniature 

models of complete homes and home im- 

provements, as tokens symbolizing actual 
structures for gift purposes 
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the Christmas tree. Then, what a fasci- 
nating toy for the kids!” 

Below the scroll are shown miniature 
models of new homes; also of a modernly 
equipped bathroom, and an uptodate kit- 
chen. These miniatures, and others, 
showing various home improvements, are 
available for customers contemplating 
real home improvements as gifts to their 
families. 

Wilbur Barr, of the lumber firm, con- 
ceived the idea of symbolizing the presen- 
tation of home improvements as holiday 
gifts by miniatures of this sort, and so 
the company launched a real merchan- 
dising campaign, of which the accom- 
panying display was the central feature. 
Representatives with an array of sample 
models followed up the leads developed 
by newspapers, direct mail and advertis- 
ing displays. The idea “clicked,” in spot- 
cash business; and, more than that, it has 
accentuated the home building and re- 
modeling impulse, and created many defi- 
nite prospects for future sales. 


Forestry Students Offered First 
Two Years Curriculum 


STATE COLLEGE, Muiss., Feb. 6—A_ lower 
Division Forest school will be opened by Missis- 
sippi State College in 1939, in which students 
may take the first two years work; then 
transfer to any of the twenty forest schools in 
the country, this forestry curriculum being pro- 
vided for Mississippi students desiring pro- 
fessional training in forestry. 
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Treated Lumber For Huge Dry Dock 


PoRTLAND, ORE., Feb. 4.—The dry dock at 
the Port of Portland, built originally in 1920 
of untreated Douglas fir, is to be replaced by 
1,250,000 ft. of Wolmanized Douglas fir, fully 
prefabricated before it is given vacuum-pres- 
sure preservative treatment. The specifications 
for the 10 towers, 90 ft. long x 38 ft. high, 
10 ft. wide at the top and 17 ft. wide at the 





bottom, also call 
and shear-plate Teco timber connectors. 
Wolmanized lumber was specified for this 
huge dry dock, which is immersed about 90 
times per year, because of less fire hazard, less 


for 13,000 4-in. split ring 


inconvenience to workmen, and because the 
outside surfaces can be easily painted. The 
lumber will be cut by Clark & Wilson Lumber 


Co., Eastern & Western Lumber Co., Inman- 
Poulsen Lumber Co., Kingsley Lumber Co., 
Portland Lumber Mills, and S. E.. Portland 
Lumber Co. The untreated lumber will be 
barged to the saw mill of Crossett Western 
Co., Wauna, Ore., for complete fabrication in 
advance of ‘Wolmanizing in the Wauna plant 
of the American Lumber & Treating Co. The 





At the left is seen a 
laminated deck of Wol. 
manized Douglas fir at 
Municipal Terminal No. |, 
Portland, Ore., harbor, 
The Wolmanized deck 
rests on a creosoted joist 
supported by 90-Ft. piling. 
The open area in the fore- 
ground is for a railroad 
track to be supported on 
8 in. x 10 in. Wolmanized 
ties 





finished treated product will then be barged to 
Portland for erection. 





IN ONLY two years—1933 and 1932—-since the 
compilation of carloading reports started in 
1918, has the volume of freight traffic been less 
than it was in 1938, 


Los Angeles Dealers Join West Coast Producers 
to Effect Savings for Home Builders 


Los ANGELES, CALIF., Feb. 4.—Never content 
to rest upon its laurels, or to feel that there is 
nothing more to be accomplished in the way of 
improving merchandising methods or helping 
the cause of good construction, the Lumber & 
Allied Products Institute, of this city, under the 
direction of. its alert and active secretary, Ken- 
neth Smith, is now engaged in an experimental 
program that should go far to assure good con- 
struction and at the same time enlarge the use 
of low-grade lumber (through converting it 
into a higher grade) that under ordinary con- 
struction methods is not suitable for house 
framing and which, in fact, largely through the 
efforts of this same organization, no longer is 
permitted to be used for that purpose in this 
area. 

There has been much discussion in recent 
years of prefabricated houses and of the use of 
material for building that was pre-cut and pre- 
pared jor use before being sent to the job, but 
it has remained for a Los Angeles builder to 
originate a plan which on paper showed a defi- 
nite economy in building, and for the Los Ange- 
les dealers and the West Coast Lumbermen’s 
Association to demonstrate that this plan was 
practicable and usable in everyday construction. 

Before going to the public with the plan it 
was decided to make a thorough study and 
trial of the method in order to determine that 
it was practicable and that a definite saving 
could be effected—a saving in which all con- 
cerned would share, from the saw mill to the 
ultimate home owner. For this demonstration, 
the plan was made available to contractors who 
had under contract or under construction build- 
ings that. would require from 30,000 to 40,000 
board feet of lumber and who were -assured 


that the pre-cut framing would be supplied to 
them on the job at no extra cost above what 
they would ordinarily pay their dealers for reg- 
ular stock lengths. The plan involved supply- 
ing all of the wall and partition materials, ex- 
cept the plates, cut to exact length, marked and 
bundled, ready for immediate erection in place, 
there being no cost to the contractor for listing, 
pre-cutting, marking or bundling. 

This plan was first tried out on a 22-unit one- 
story building project that was built under an 
FHA-insured loan. Careful time studies were 
made on this and other building operations, the 
results showing an indicated saving in con- 
struction costs of more than $10 per thousand 
board feet of wall and partition framing, or 
approximately $30 per house, not taking into 
account reduced overhead. ‘The total savings 
were figured to amount to about $50 per house. 
Secretary Smith, of the Institute, has been sup- 
plied with a fund of detailed information, show- 
ing the results of the studies made and how 
these figures were arrived at, and with these he 
has been able to convince both dealers and con- 
tractors that distinct savings can be effected 
through the use of this pre-cut framing. This 
material was used in the project above referred 
to and also in the model house built in Los 
Angeles under the sponsorship of Life maga- 
zine, the savings in both cases being the same 
per thousand feet of material, thus indicating 
that the plan is as economical in individual home 
construction as in large-scale housing projects. 
These studies on the building job indicated a 
saving of more than ten man-hours per 1000 
board feet of framing material used. Thus, 
from the standpoint of the contractor and the 
home owner, there is a distinct saving made 


through the use of pre-cut framing. 

So far, in this experimental stage, this pre-cut 
framing ‘has been supplied at no advance in the 
cost of regular stock lengths and Mr. Smith is 
of the opinion that it is to the advantage of the 
dealer to supply the pre-cut material this way, 
although further experiments may show that 
the dealer may have to add a small cost for this 
work, but at the same time offering a distinct 
saving to the contractor. It is believed that the 
dealer can supply the pre-cut material at the 
same price at stock lengths and find it prof- 
itable through being able to sell the better parts 
of No. 3 common lumber at a higher price in 
the No. 2 grade. Certainly it will afford an 
outlet for a larger quantity of No. 3 common 
lumber—a matter of great importance both to 
manufacturers and dealers. To get actual re- 
sults to the dealer, figures were compiled on one 
job covering the cutting of 7500 board feet of 
No. 3 common Douglas fir. A complete list of 
exact dimension finished pieces required was 
supplied to the sawyer, who was instructed to 
cut No. 2 common and better grade lengths 
from the 20-foot No. 3 common Douglas fir 
supplied to him. The average piece length 
secured was 2 feet 8 inches. The material was 
all cut, grade marked, bundled and stencilled at 
a cost of $4.55 per thousand board feet. 

This demonstration has attracted the keen in- 
terest of contractors and home builders, as well 
as of lumber manufacturers and dealers and it 
is believed that this will prove to be the most 
progressive step yet taken by members of the 
Los Angeles Lumber & Allied Products Institute 
and the West Coast Lumbermen’s Association in 
modern merchandising and. service to the pub- 
lice and to the industry. 
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REALM of the 
RETAILER 


Small Modern Yard Has 
Several Unique Features 


Grade-marked lumber trade-marked with the retailer’s own 
name may not be a new idea, but in our travels through the 
country we never saw it until we visited the Mission Lumber 
Co. at Overland Park, Kan. This attractive new yard, thor- 


oughly modern in every respect, was illustrated and described 
in the AMERICAN LUMBERMAN several months ago, shortly 
after the yard was opened. We stopped at the yard one morn- 
ing on our way through Kansas, and were greeted by Reginald 
Moore, the manager, and Chester Furnish, the bookkeeper, who 
also dresses the windows. One of the first things that attracted 
our attention was a neat and colorful rack outside the entrance. 





Grade marked lumber trade marked with the dealer's name is 
here shown piled in shed of Mission Lumber Co. 


It contained an assortment of garden tools made by the Union 
Fork & Hoe Co., Columbus, Ohio. The rack, furnished by 
the manufacturer, affords an excellent means for displaying the 
merchandise at its best. 

In the storage bins we were struck immediately by the 
appearance of lumber trade-marked “Mission.” Mr. Moore 
stated that it was an idea of their own which they had decided 





Assortment of garden tools in attractive rack 


Amemcanfiimberman 39 





Attractive window display of builders’ tools on colored back- 
ground brings equipment to customers’ attention and helps sales 


to try out, and which the manufacturer from whom they pur- 
chase their lumber had agreed to readily. Customers notice it, 
and there have been many favorable comments. One of the 
advantages it is expected to result in is that an observer, seeing 
the lumber on a job, will not have to ask questions about where 
he can get the same stock. He will immediately associate the 
lumber with the retailer whose name it bears. 

Better grades of lumber are all kept in closed sheds, while 
the cheaper grades are stored in covered bins with one open 
side. In the display room a small but complete hardware stock 
is being built up, many of the smaller items being displayed 
on islands, of which there are three. The one nearest the door 
contains chisels, trowels, hatchets, drills, files, hammers, sash 
cord, tape, planes and steel rules. The second island carries 
copper and rubber tank balls, liquid solder, coping saws blades, 
wrenches, chisel handles, pliers, linoleum knives, hose bibbs, sill 
faucets, wire brushes and hack saw blades. The last island 
contains toggle switches, plugs, outlet boxes, flash light bat- 
teries, chain and key sockets, wall plates and flashlights. Near 
the last island is a wire rack containing an assortment of electric 
light bulbs. 

Islands and shelves on the other side of the store accommo- 
date a complete and neatly displayed stock of paint. Included 
in this department is a Red Devil agitator. Windows are 
lighted at night by overhead flood lights located inside the store. 

“The small ftems on the tables sell very well,’ said Mr. 
Moore, “and the reason is that they are out in plain view. 

“Business is very active. August was particularly good, with 
one contractor having twelve houses. Thus far this year we 
have sold 13 houses ranging in price from $5,950 to $6,950. 
The average of all houses being built is about $6,000.” 
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Paint department in modern store of Mission Lumber: Co.. 
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Government Names Advisory Groups; 
Industry Pushes Its Low-Cost Housing 


[By AMERICAN LUMBERMAN Staff Correspondent] 


WasuHincTon, D. C., Feb. 7.—All indications 
point to expanded activity in the home-building 
field in early spring. The National Small 
Homes Demonstration, originated by the Na- 
tional Lumber Manufacturers Association in co- 
operation with the National Retail Lumber 
Dealers Association and participated in by more 
than thirty groups of prominent building manu- 
facturers, is all set and ready to go. 

Bills have been introduced in the House and 
Senate to extend and expand the authority of 
the Federal Housing Administration to insure 
home mortgages, giving it authority, to insure 
mortgages up to six billion dollars. Its orig- 
inal limit was two billions, with authority 
lodged in the President to increase the total to 
three billions, which he recently did. The bills 
do not specifically provide for the extension of 
Title I beyond the end of the current fiscal year, 
but the consensus here is that, before the bill 
gets very far, Title I will be in it. 

The National Small Homes Demonstration is 
sending to ‘building material manufacturers and 
dealers an attractive broadcast in three colors 
well designed to challenge attention and to in- 
spire co-operation in the 1939 small homes pro- 
gram. The broadcast quotes a letter from Don 
A. Campbell, president of the National Retail 
Lumber Dealers Association, to James G. Mc- 
Nary, head of the National Lumber Manufac- 
turers Association, commending the latter as- 
sociation for having initiated the original Small 
Homes program—an assault on the “lower-cost” 
home market. President McNary is quoted as 
saying that the building industry has an oppor- 
tunity at hand ready to be grasped by all in- 
terested in promoting home building. The 
“broadside” lists the sales helps that are ready 
for all co-operators in the Small Homes Dem- 
onstration, tells what the associations are pre- 
pared to do and what builders and dealers 
should do in order to make the 1939 program 
click in a big way. 


SAYS PRIVATE ENTERPRISE IS ANSWER 
TO BETTER HOUSING 


Wasuincton, D. C., Feb. 6—Private enter- 
prise is capable of providing better housing for 
more people at lower cost, than is any public 
building program, Wilson Compton, secretary 
and manager of the National Lumber Manufac- 
turers’ Association, told the eighth annual Na- 
tional Public Housing Conference, meeting at 
the Hotel Commodore in New York City, 
Feb. 28. 

Progress in providing it will not be acci- 
dental, but will have to be reached by intelli- 
gent co-operation of the building material and 
equipment industries, distributors, and builders, 
financing institutions and appropriate public 
agencies, said Mr. Compton. “An activity 
among the major home building industries 
whose sole objective is to develop decent hous- 
ing for more people at lower costs is the Na- 
tional Small Homes Demonstration. It includes 
over thirty of the principal national industries 
including my own—the lumber industry—pro- 
ducing building materials and equipment. The 
National Small Homes Demonstration seeks 
to encourage a spirit of determination to under- 
take collectively the manufacture, distribution 
and installation of the materials and equipment 
of modern, safe, comfortable and convenient 
homes at costs compatible with the incomes of 
these millions of families which need and want 
more but can afford less. 

“It is being done. At this very moment four 
of these latest Small Homes, of two stories, five 


rooms, with a porch or a built-in garage, well 
insulated, with modern equipment, are being 
built at a construction cost, including builder’s 
profit, of a little less than $2500; and two four- 
room, one-story at a construction cost of $1800. 

“The greatest handicap to low-cost small 
home building today, whether private or pub- 
lic,” he continued, “is due partly to differences 
in costs of building materials and equipment 
and of building trades labor; partly to arbitrary 
and often excessive building code requirements 
and public charges for utility connections; 
partly in many places to restrictive union rules 
as to which the builder, if he builds, has no 
choice. 

“Except for the families of extremely low 
and insecure income, I see more likelihood of 
progress teward decent housing through pri- 
vate-enterprise building at $500, $600, and $700 
a room, than through public building at $1,000 
or $1,200 a room.” 


APPOINTED ADVISERS TO COMMERCE 
DEPARTMENT 


Wasurncton, D. C., Feb. 6.—Acting upon 
the authorization of the board of directors of 
the National Lumber Manufacturers Associa- 
tion, President James G. McNary has appointed 

C. Winton, Corydon Wagner and E. L. 
Kurth members of the newly formed Lumber 
Advisory Committee to the Forest Products 
Division of the Bureau of Foreign and Do- 
mestic Commerce. The committee is recom- 
mended by Phillips A. Hayward, chief of the 
Forest Products Division. In appointing the 
committee, the industry seeks a greater degree 
of correlation in various Government activities 
dealing with domestic and export lumber trade. 

All three committeemen are members of the 
National Lumber Manufacturers Association 
board of directors. Mr. Winton of the Winton 
Lumber Co., Minneapolis, representative of the 
Northern Pine Association on the board, is 
chairman of the publicity committee and a 
member of the executive committee; Mr. Wag- 
ner, of the St. Paul & Tacoma Lumber Co., 
Tacoma, representing the West Coast Lumber- 
men’s Association, is a member of the executive 
and trade promotion committees, while Mr. 
Kurth, Southern Pine Association representative 
on the board and president of the Angelina 
County Lumber Co., Keltys, Texas, is affiliated 
with the publicity, building code and trade 
promotion committees. Mr. Kurth is also active 
in Southern Hardwood Producers (Inc.) and 
is one of the initiators of the Southwest Paper 
Mills, first makers of newsprint from southern 
pine. 


TO ADVISE ON PUBLIC WORKS 


Wasuincton, D. C., Feb. 6—In order to 
bring together Federal officials concerned with 
Public Works, and citizens especially qualified 
to advise on the economics and timing of pub- 
lic construction activities, the National Re- 
sources Committee announced today the ap- 
pointment of a Technical Public Works Com- 
mittee. Col. Henry M. Waite was named 
chairman, and Frank W. Herring, of the 
American Public Works Association, vice 
chairman. This group has been asked to as- 
sist the National Resources Committee in con- 
tinuing its preparation of 6-year programs of 
Federal public works, and in stimulating the 
preparation of such capital budget programs 
by States and cities. In addition, the new 
committee will undertake studies to determine 
the most effective utilization of State and local 


public works for stabilizing the construction 
industry, and to analyze the plan of public con- 
struction activities in providing employment 
and increasing the national income. This work 
will continue work carried on by the National 
Resources Committee since the abolition of 
the Federal Stabilization Board. 


SHINGLE INDUSTRY URGES ACTION 


OtympiA, WASH., Feb. 4.—President Roose- 
velt is petitioned to grant a hearing to Wash- 
ington red cedar shingle manufacturers regarding 
the recent reciprocal trade agreement between 
the United States and Canada, under a joint 
memorial introduced in the lower house of the 
State legislature, now in session here, by. three 
Grays Harbor County Democrats. The spon- 
sors of the measure are Representatives George 
Twidwell, John Pearsall and A. A. Mackie, the 
last named a prominent Grays Harbor shingle 
manufacturer. They point out that the loss of 
import restrictions means disastrous production 
curtailment and unemployment. 


CCC VITAL TO CONSERVATION 


San Francisco, Cauir., Feb. 4.—Regional 
Forester S. B. Show, directing the adminis- 
tration of the eighteen national forests in Cali- 
fornia and western Nevada, believes that the 
value of the CCC to conservation and forest 
protection in the West can not be overesti- 
mated. He said: “We need many more CCC 
camps in California. We have only started 
to win our battle against the three horsemen 
of forest destruction—fire, insects and dis- 
ease. Fire still rides over our major water- 
sheds, insect infestations continually threaten 
the forests, blister rust is advancing on valu- 
able sugar pine stands because funds and man- 
power have been insufficient to fight the blight.” 
“Forests Protected by the CCC” and “Forest 


Improvements by the CCC,” two pamphlets - 


of a series giving a general picture of its work 
rogram, are available free from Forest Serv- 
ice headquarters in San Francisco. 


REVIEWS ACTIVITIES CONCERNING 
WAGE-HOUR LAW 


New Or eans, La., Feb. 6.—In a recent bul- 
letin the Southern Pine Industry Committee 
notes the following recent activities in connec- 
tion with the Wage-Hour Law: 

Progress is reported by the National Lumber 
Manufacturers Association in appointment of a 
special committee on the Wage-Hour Law, au- 
thorized by the National’s board of directors 
in Chicago last November. The complete com- 
mittee has not as yet been selected, but C. C. 
Sheppard, Clarks, La., has been appointed to 
represent the Southern Pine industry. It is ex- 
pected that the Wage-Hour committee will not 
be exclusively an association committee, but will 
be representative of the entire industry—mem- 
bers and non-members of regional associations. 
The committee’s function is primarily to be 
forehanded in matters expected to arise upon 
the eventual appointment of an official “Indus- 
try Committee” for the lumber industry by the 
Administrator. 

State Laws—The Southern Pine Industry 
Committee will meet in New Orleans on Feb. 
14 to discuss the administration and effect of 
the Wage-and-Hour Law to date, as well as 
the campaign being conducted by the U. S. 
Department of Labor and others to enact State 
Wage and Hour Laws. During a meeting in 
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Washington Jan. 18 to 21, of the General As- 
sembly of the Council of State Governments, 
one morning was devoted to discussion of State 
wage-hour laws. Its consensus was that action 
on State wage-hour legislation should be taken 
slowly and largely moulded by public opinion. 
Southern Government and State officials and 
leaders in journalism and education, at a con- 
ference in Atlanta, Ga., Jan. 16, adopted a six 
point program for raising the economic stand- 
ards of the South. The group asked the Fed- 
eral Government, among other things, to con- 
tinue the national labor program, and urged 
State legislatures among other things, to adopt 
labor laws such as the wage-hour measure. 


Enforcement—It is understood investiga- 
tions are being conducted in the lumber indus- 
try in Virginia and South Carolina and likely 
will be extended to other States, to line up an 
“air-tight” case against a violator of the law. 
Elmer F. Andrews, Administrator, testifying 
before a House appropriations sub-committee 
Jan. 16, stated that at that time there were 
forty inspectors in the field, with fifty addi- 
tional undergoing training. His present plan 
contemplates having four hundred inspectors in 
the field by the end of 1939. Intensive field in- 
spections and enforcement activities can be ex- 
pected to commence in the near future. It ap- 
pears that any violators whe have been count- 
ing on lax enforcement are merely postponing 
their liabilities under the Act. 
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Farm Lumbering—It is reported in Wash- 
ington that the Wage and Hour Division’s In- 
terpretative Bulletin on Farmer Lumber Opera- 
tions soon will be released, and that it will set 
forth definite qualifications to meet in getting 
exemption from the Act as a farmer. 


Seasonal Exemptions—Hearing on appli- 
cations of the Northeastern Lumber Manufac- 
turers Association and the Timber Producers 
Association of Minnesota for seasonal exemp- 
tions, was held in Washington, Jan. 16. Wit- 
nesses emphasized the extreme difficulty in log- 
ging and hauling in the North and Northeast 
except in fall and winter periods. The chief 
witness asked for three seasonal periods of ex- 
emption—one for logging, which takes place 
from Oct. 1 to Jan. 1; one for hauling, which 
generally is done between Dec. 15 and March 
15, and a third for sawmilling, which in the 
case of hardwoods, must be completed before 
July 1. No request for seasonal exemptions was 
presented by the West and South. The chair- 
man stated that action respecting seasonal ex- 
emption in those regions would be taken if and 
when application is made. 


Company Stores—A report current in 
Washington is that bituminous coal interests 
will present to the Wage and Hour Division a 
petition giving reasons why stores operated by 
coal interest should be exempt from recent in- 
terpretations, especially with reference to “Pay- 
ment of Wages and Deductions.” 


4\ 
LOGGERS PROTEST OIL FUEL TAX 


SEATTLE, WASH., Feb. 6.—Passage of Federal 
and Washington State bills which would in- 
crease the cost of fuel oil, is being opposed by 
the Pacific Northwest Loggers Association and 
conservation groups. To reduce forest fire 
hazard, oil has been substituted for wood in 
logging, but a prohibitive price on oil would 
result in many camps reverting to wood. The 
State bill proposed an excise tax on every dis- 
tributor at the rate of 1% cents a gallon, in- 
stead of the 4% cent tax now in force. One 
Federal House bill calls for a tax of 3 cents 
per gallon on fuel oil, another a 3-cent tax on 
oil used to generate heat or power, but not on 
fuel for internal combustion engines. 


PURCHASE OF 290,203 ACRES AP- 
PROVED BY RESERVATION 
COMMISSION 


Wasuincton, D. C., Feb. 6—The purchase 
of 290,203 acres within forty-nine national for- 
ests and purchase units, was approved today by 
the National Forest Reservation Commission. 
The tracts are in twenty-four States and Puerto 
Rico and will be administered by the Forest 
Service. The acquisition, involving a total 
cost of $1,415,568, includes 70,623 acres in the 
Appalachian area, 37,379 acres in the Southern 
region, and 153,626 acres in the Central and 
Lake States. 





Invites Co-operation in Study of 


Temperature Measurement 


New York, Feb. 6.—“Temperature and Its 
Measurement in Science and Industry” is to be 
the subject of a symposium, to be held probably 
next fall, under the auspices of the American 
Institute of Physics, here. Among its primary 
purposes will be coordination of the treatment of 
the subject in the sciences and branches of en- 
gineering, a review of principles, and a bring- 
ing up to date of the record of recent work. 
The Institute confidently expects that a stimu- 
lating, valuable and unified program will be 
arranged, an aim which will require the help 
of many contributors. Those who are inter- 
ested in taking part in this symposium should 
communicate with the American Institute of 
Physics, 175 Fifth Avenue, New York, at an 
early date, giving information regarding their 
field of work and the subject of the contribu- 
tion they wish to make. Such contributions will 
be coordinated with the subjects of a group of 
invited papers, and assignments and divisions 
made. A representative steering committee has 
been formed consisting of: 

C. O. Fairchild, director of research C. J. 
Tagliabue Manufacturing Co., chairman; Dr. 
E. F. DuBois, medical director Russell Sage 
Institute of Pathology and professor of medi- 
cine Cornell University Medical College; Dr. 
Gustav Egloff, director of research Universal 
Oil Products Co.; Dr. John Johnston, director 
of research U. S. Steel Corp.; Dr. Walter G. 
Whitman, head of department of chemical 
engineering, Massachusetts Institute of Tech- 
nology; and Dr. H. A. Barton, director Ameri- 
can Institute of Physics, 





Insulation to Be Subject of Tech- 
nical Group 


_ CoLumsus, Onto, Feb. 6.—Thermal insulat- 
ing materials will be the subject of a technical 
symposium on the afternoon of Wednesday, 
March 8, during the Committee Week meetings 
of the American Society for Testing Materials 
to be held March 6 to 10 at the Deshler-Wallick 
Hotel here. The standing committee in charge 
of this symposium will have a group session to 
review research and standardization programs, 
and take action affecting the standards and tenta- 
tive standards in its charge, and on new specifica- 
tions and tests which are being developed, on 
which final action will be taken at the Society’s 
annual meeting in June. At this session, the fol- 


lowing four very extensive technical papers will 
be presented, all by outstanding authorities in 
their fields, the first paper fundamental in char- 
acter and covering the theory of heat conduc- 
tivity from several important standpoints: 

Factors Influencing the Thermal Conductiv- 
ity of Non-Metallic Materials—J. B. Austin, 
Research Laboratory, U. S. Steel Corp. 

Methods of Testing the Physical Properties 
of Pre-Formed and Plastic Thermal Insulation 
—H. H. Rinehart, Johns-Manville Research 
Labs. 

One Consumer’s Problems in Selecting Heat 
Insulation—E. T. Cope and W. F. Kinney, De- 
troit Edison Co. 

The Effect of Solar Radiation on the Heat 
Transmission Through Walls—F. C. Houghten, 
director, Research Laboratory, American So- 
ciety of Heating & Ventilating Engineers; and 
also Carl Gutberlet, research assistant, and 
Albert A. Rosenberg, research engineer, re- 
spectively, ASHVE research laboratory. 


Among those who have developed the sym- 
posium are experts from National Bureau of 
Standards, Mellon Institute of Industrial Re- 
search, Battelle Memorial Institute and Johns- 
Manville Corp. Of the papers to be presented, 
there are being prepared abstracts, copies of 
which may be obtained, by those interested in 
submitting written or oral discussion, from the 
American Society for Testing Materials, 260 
South Broad Street, Philadelphia, Pa. 





Kansas Lumberman Forms 


Canadian Timber Service 


Vancouver, B. C., Feb. 4.—Ralph M. Rounds, 
vice president of Rounds & Porter Lumber Co., 
of Wichita, Kans., and widely known timber 
authority, has expanded his activities by form- 
ing the Rounds-Burchett Timber Service, here, 
with E. P. Burchett. Mr. Burchett was for five 
years a member of the British Columbia For- 
estry Service and has spent fourteen years in 
various phases of the lumber business, rang- 
ing from engineering and estimating to the 
more abstract phases of control and marketing. 

The new company will offer its services in 
estimating and valuation, purchase of timber, 
monthly market and statistical information, ad- 
vice on liquidation of timber holdings, analysis 
of logging costs, logging plans and engineer- 
ing, inspection of fire risks and hazard reports, 
estimates and reports on fire damage. Mr. 
Rounds plans to spend about one-third of his 
time in Wichita and the remainder here. 


New Florida Plant Speeds 
Service to Southeast 


The United States Gypsum Co., Chicago, an- 
nounced Feb. 6, that its modern, new plant in 
Jacksonville, Fla., had reached completion in 
record time and had started production oper- 
ations. Rapid distributing service of the USG 
line of building materials went into effect im- 
mediately from this plant to dealers throughout 
the Southeastern area. 

The new plant, embracing the most advanced 
developments in design, machinery and labora- 
tory equipment, has ideal water and rail trans- 
portation facilities. Raw material in the form 
of crude gypsum rock is unloaded at the docks 
of the new plant from USG ships sailing di- 
rectly from the company’s deposits in Nova 
Scotia. Finished products, ranging from plaster 
and plaster bases through a score of equally 
important materials for all kinds of construc- 
tion purposes, can reach even the farthest point 
in the South with practically overnight de- 
livery. 





Sales Arrangement Adds to 
Company's Production 


SHAMROCK, F1ia., Feb. 6—The Putnam 
Lumber Co., with main offices and pine and 
cypress mills here, recently announced the 
completion of plans whereby the company 
will market the entire output of the St. Joe 
Lumber & Export Co., Port St. Joe, Fla. The 
latter company operates a new band mill and 
resaw. 

According to the Putnam Lumber Co., the 
St. Joe Lumber & Export Co. has the largest 
stand of virgin longleaf pine in Florida. Coup- 
led with Putnam’s own timber holdings and its 
plants at Shamrock, the arrangement gives the 
company’s sales organization the backing of a 
combined productive capacity of approximately 
140 million feet a year. The company’s ex- 
port customers will especially welcome the op- 
portunity of being able to load on ships di- 
rectly from the mill at Port St. Joe. 

The plant of the St. Joe Lumber & Export 
Co., operating an eight-foot band and resaw, 
is completely and modernly equipped in every 
way, and its output will be of quality in keeping 
with the high standards always maintained at 
Shamrock in the manufacture of Suwanee River 
trade and grade-marked pine and cypress. 
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Hunter M. Gaines, secretary, and Frank H. Mather, 
president, shown after convention's adjournment 


GrANbD Rapips, Micu., Feb. 6.—It was 
O-Wash-Te-Nong in the days when Redmen 
fished in its waters and hunted its woods and 
a thousand years before Meccissinini’s bark 
canoe glided over what is now known as Grand 
River that the mound builders found peace and 
plenty where the tumbling rapids made their 
way to the open water. Ottawas found huge 
trees in the ancient forests and great groves of 
sugar maples flourished. Wild turkeys nested 
in the underbrush, deer nibbled on every side, 
beavers supplied rich fur for clothing and cere- 
monial dress. 

O-Wash-Te-Nong was a great place back in 
the days before there was a Michigan, even be- 
fore there was an America. But O-Wash-Te- 
Nong is still a great place, as will be testified 
to by nearly 1,200 men who attended the fiftieth 
anniversary convention of the Michigan Retail 
Lumber Dealers Association, Feb. 1-3. Yes, 
O-Wash-Te-Nong became Grand Rapids, furni- 
ture capital of the world, and birthplace in 1889 
of the State’s organization for lumber retailers. 
Thus it was fitting that the association should 
launch its second half century of history in the 
city of its origin. A record registration at- 
tended the significant event. 


Golden Jubilee Banquet Brilliant 


There is little question but that the memor- 
able feature of the meeting in later years for 
those present will be the Golden Jubilee banquet 
and ball on the evening preceding adjournment. 
It was suitable that Carroll F. Sweet, oldest 
living past president of the association, served 
as toastmaster of the program following the 
dinner. Mr. Sweet introduced C. C. Wescott, 
Ypsilanti, who did a splendid job of outlining 
the history of the lumbering industry of the 
State. Believing that there will be many who 
will be interested in a summarization of Mr. 
Wescott’s main points they are being listed. 


The first saw mill to cut white pine was built 
near Flint in 1830, and another in Saginaw four 
years later. They were supposed to cut 2,000 
feet in twelve hours. In 1836, Harvey Williams 
built a mill in East Saginaw and installed a 
steam engine. Ten years later his mill was pur- 
chased, becoming the Emerson mill with three 
upright saws installed. The first cargo of 
Michigan cork pine was shipped to Albany in 
1847, and its peculiar value attracted the atten- 
tion of buyers. Demand followed, and the Mich- 
igan lumber industry was definitely established 
in Saginaw. 

It did not take long for capital to come to 
Michigan, and in 1854 there were 29 saw mills 
in operation around Saginaw and nine others 


w hen 1,011,2 





Amemcanfimberman 


In 1847, the upright saw was re- 


Between 1851-1897, the Saginaw valley pro- 


duced 22,930,757,551 feet of lumber and 5,580,- 


535,000 shingles. The greatest year was 1882 
74,605 feet of lumber was manu- 
By 1897 most of the white pine of 


valley was manufactured, and mills 


factured. 
Saginaw 


gradually fell into disuse, or began cutting hard- 


woods. The heyday of the city as a lumber 
manufacturing center was past. The history 
of Muskegon, Alpena, Manistee, Cheboygan, 
Cadillac, Roscommon, Grayling, Oscoda, Tawas, 
St. Ignace, Escanaba, Seeney, Ontonagon, and 
Wisconsin and Minnesota was similar. 

As white pine was cut, hemlock and hard- 
wood came into their own and Michigan’s 
maple, beech, birch, elm, ash, oak, and bass- 
wood became world renowned for flooring and 
furniture manufacture, and for millwork fin- 
ishes. Grand Rapids became the furniture mak- 
ing center. 

Since 1904, 456,248 acres have been reforested 
with 339,308,000 trees, which may mean that 
some day the lumber manufacturing industry 
will be re-born in the State. 


Ex-Presidents Recognized 


After Mr. Wescott had presented his chron- 
ological history of the industry, the second high- 
light of the evening came with the presentation 
to all living ex-presidents of the association of 
framed membership scrolls. Those receiving 
them were: Mr. Sweet, 1907-1910; A. V. 
Wright, 1921-1922; Alton J. Hager, 1922- 1923 ; 
Ered C. Westover, 1925-1926; Fred A. McCaul, 
1926-1927 ; Charles we Weeks, 1927-1928; Hu- 
bert L. North, 1928-1930; Norman B. Cove, 
1930-1932; Edward J. Weeks, 1932-1933; Harry 
A. Brattin, 1933-1935; C. C. Wescott, 1935- 
1936, and Arthur Kleinpell, 1936-1938. 


Old Timers in Business Honored 


The program wouldn’t have been complete, 
of course, without honoring lumbermen of 
Michigan who had been in the retailing business 
for 50 years or longer. As the name of each 
old timer present was called by Mr. Sweet, he 


James H. Kimball, Hing- 
ham, Mass. “Let's 
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wife of Benton Harbor 


songstress of 
banquet 


retailer, 





February 11, 1939 


Michigan Association Off 


under construction with a capacity of 100,000,000 
feet annually. 
placed by the circular saw. 


went to the speaker’s platform and was pre- 
sented a gold button inscribed with his name 
and years in the trade. Those so honored and 
the years they entered the business follow: 
Edward Lindsley, Dowagiac, 1881; Charles 
L. Weeks, Detroit, 1882; Benjamin F. Edge, 
Grand Rapids, 1882; R. M. Schornstein, Grand 
Rapids, 1883; J. E. Curtice, Coleman, 1884; 
William C. Kurth, Detroit, 1885; Frank J, 
Weber, Detroit, 1886; Frank R. Cutting, La- 
peer, 1887; W. N. McLennan, Detroit, 1887; 
Cornelius Maring, Muskegon,, 1887; Robert H. 
Rayburn, Alpena, 1888; W. J. Merrick, Gay- 
lord, 1888; Louis D. Wallace, St. Joseph, 1889; 
W. P. Porter, East Jordan, 1889; William 
Lutz, Detroit, 1889; George L. Whitney, Bad 
Axe, 1889, and R. H. Grilley, Grant, 1889. 


At the conclusion of the above ceremonial, 
the following large group of retailers, who have 
been in the retailing business for from 40 to 
50 years, were given silver emblems likewise 
inscribed with their names and years in the 
industry. 


Harry H. Berger, Detroit, 1890; Irvin S. 
Corwin, Pontiac, 1890; Albert B. Lowrie, 
Dearborn, 1891; Allen J. Wilder, Albion, 1892; 
Charles Habermas, Detroit, 1892; Fred J. 
Robinson, Detroit, 1892; Rollo W. Reiser, 
Wayne, 1893; Lester P. Hoag, Springport, 
1893; Fred C. Westover, Bay City, 1893; 
George Lamb, Marshall, 1894; W. J. Blood, 
Owosso, 1894; Joseph Noorthoek, Grand 
Rapids, 1894; W. D. Baker, Battle Creek, 1895; 
Albert P. Ternes, Detroit, 1895; W. A. Martin, 
Brown City, 1895; Guy Forbes, Caro, 1896; 
J. S. Paganetti, Mt. Clemens, 1896; George 
Boyd, Saginaw, 1896; R. M. Boyd, Saginaw, 
1896; Emmett C. Godfrey, Albion, 1897; D. D. 
Noud, Manistee, 1897; C. H. Reiser, Carleton, 
1897; William Drew, Otsego; O. A. Slater, 
Pontiac; Henry C, Poole, Pontiac; George F. 
Reiser, Lake Odessa; W. A. Brown, Saginaw; 
Alton J. Hager, Lansing; W. D. DePree, Zee- 
land, and George McRae, Pelston, all 1899. 


In his remarks, Mr. Sweet related experi- 
ences during his three years as president. He 
urged the association to have its representatives 
protect the interests of the industry, and ad- 
vised its joining with other organizations and 
home owners in forcing the Government to cut 
operating expenses, 


Lumberman's Wife Sings 


During the dinner hour, Mrs. Lucille Doris 
Nowlen, who was attending the convention with 
her lumberman-husband from Benton Harbor, 
was asked to compliment the group with a vocal 
number but had to give four before the crowd 
had its fill of her charming voice. Mrs. Nowlen 
had established herself as a singer with the reg- 
ular conventioneers two years ago. 

Mrs. LeRoy M. Spears, chairman of hos- 
tesses, was presented with a bouquet of roses by 
President Frank H. Mather for her part in 
making the convention pleasant for the women. 

Preceding the program of addresses, which 
began the afternoon of the first day of the 
meeting, was a forenoon session consisting of 
the annual reports of the president, secretary 
and treasurer. In his remarks, President 
Mather expressed the belief that the lumber in- 
dustry will be better in the future than for the 
past ten years. He urged the members to use 
different methods in selling than formerly, and 
is confident that the Merchandising Institute’s 
Tested Selling Methods will provide needed 
training and prepare the industry’s salesmen to 
better compete for the public’s money. In clos- 
ing his remarks on this point Mr. Mather said: 

“IT ask you to investigate this and see if we 
cannot make our line of business one to be re- 
spected for its honesty and integrity. To create 
the desire for a new home is certainly one of 
the best things we can sell, for it makes good 
citizenship. I sincerely recommend this course, 
for I feel that we wall need to resort to other 
methods than price.” 

Regen to the officers and members for 
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Amemeanfiumberman 


To Second Half Century 


their co-operation during the year was ex- 
pressed by President Mather, and he wished 
each of them a prosperous year. 


Association Membership Gains 


Hunter M. Gaines, secretary, reported that 
the association had a net gain of twenty mem- 
bers in 1938, and that at least one meeting had 
been held in every district during the year. The 
work of his office in the year past was reviewed, 
and members were told that bills in the State 
legislature affecting their business were being 
watched. 

Mr. Gaines stressed, as had Mr. Mather, the 
importance of the Merchandising Institute’s 
eight-months’ selling course; mentioned the 
formation of the Producers’ Council in Wash- 
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ington; told of the Public Relations department 
of the National Retail Lumber Dealers Associa- 
tion, and said that the recently formed National 
Lumber Trade Conference ought to benefit the 
industry. He stated that all of these things 
show that the industry has awakened to the 
need for closer co-operation between all 
branches of lumbering. 

Clyde A. Fulton, Charlotte, gave the detailed 
treasurer’s report which was accepted by the 
members. 

The afternoon of the opening day was filled 
with three of the principal speeches of the con- 
vention. C. C. Sheppard, president of Louisi- 
ana Central Lumber Co., Clarks, La., was intro- 
duced as a manufacturer who mingles with re- 
tailers to better know the industry, and replied 
that it was a pleasure to be invited back for 
the fourth time to talk at a convention of the 
organization. Mr. Sheppard had two subjects, 
and talked with understanding upon each. 


FHA Grade-Mark Requirements 


The speaker reviewed the fact that in 1924 the 
Southern Pine Association adopted a policy of 
grade- and trade-marked lumber. Fifteen rea- 
sons were given as follows why lumber should 
be so marked, and received the close attention 
of those present: 

1. It encourages more careful and uniform 
grading. 

2. It improves the trimming and gives the 
lumber a better appearance. 


3. It identifies the grade from manufac- 
turer to ultimate consumer and is a potent 
factor in establishing confidence in all con- 
cerned. 

4. It distinguishes 
manufactured, properly 
fully graded. 

5. In case of official inspection or re- 
inspection, responsibility of manufacturer can 
readily be determined. 

6. It forms a sound basis for advertising 
and trade extension work. 

7. It is a guarantee of American lumber 
standards. 

8. It is a certificate of quality, assuring 
integrity of grade. 

9. It is a powerful weapon against sub- 
stitutes, 

10. It saves the dealer the expense of re- 
grading his stock. 

11. It educates the public that good lum- 
ber can still be obtained. 

12. It simplifies architect’s specifications 
and assures his getting what he specifies, 
thus extending the use of lumber. 

13. If dealers generally would handle trade- 
marked, grade-marked lumber, it would be 
a powerful influence to help stabilize their 
market and would lift their competition up 
to a higher plane of service. 

14. It would be a tremendous influence 
of better-built homes and buildings. 

15. It is the means by which the industry 
can avoid a “pure food law” by Congress or 
some of the legislatures. 

Mr. Sheppard stated that a program assuring 
better lumber is of first importance to dealers, 
and that grading rules in some regionals allow 
a wide spread in quality. It is to the interest 
of retailers that these qualities be narrowed, it 
was said. The trend toward thin lumber is 
another fault which should be stopped, accord- 
ing to Mr. Sheppard. 


Wage and Hour Act 


The fight which he and others in the industry 
waged in an effort to defeat the Wage-Hour 
Act was hurriedly related by Mr. Sheppard. It 
appears at present that the effect of the law upon 
the costs of southern lumber production will be 
an increase of from fifty cents to $5 per thou- 
sand. He stated that it is his belief that there 
is a wide disregard for the law. Mr. Sheppard 
fears that this type of legislation leads to price 
control, production control, in brief, socialized 
industry under State control. 


Lots of Business Faces Dealers 


Bruce A. Wilson of Structural Clay Products 
Institute, Washington, D. C., in his usual inter- 
esting style told the convention that the industry 
is “Hip Deep in Business Without Knowing 
It.” He prefaced his principal remarks as to 
why lumbermen are in for a good period by say- 
ing that “before the industry can stage a come- 
back or lift itself into prominence a certain set 
of facts must have established themselves.” In 
the construction industry, this sequence is ex- 
pressed by several conditions that make a come- 
back possible. 

1. Since 1934 rents have been increasing. 
Vacancies have decreased. 

8. Forclosures have declined for five years. 

4. The marriage rate is gaining. 

5. Rate of construction since 1930 has been 
less than structures demolished, abandoned, 
burned and otherwise destroyed. 

6. Population’s growth has been greater 
than building. 

7. There is a serious shortage of low priced 
houses. 

8. Real estate is paying increased return 
on investment, attracting capital. 

9. We are reaching the point WHERE IT 
IS CHEAPER TO BUILD OR BUY A HOME 
THAN IT IS TO RENT!. 


Mr. Witson believes that the building material 
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Left to right: Raymond Foley, State FHA director; 
Bruce Wilson, Washington; C. C. Sheppard, Clarks, 
‘ La., speakers 

dealer is in a position to profit most from the 
next few years of active building since the 
major proportion of materials going into houses 
form his stock. To get their share of business, 
dealers were urged to analyze local markets, 
adopt aggressive selling methods, educate their 
customers, and recognize community conditions. 


Officers Re-elected 


Before hearing the next speaker, the program 
was broken up by holding the annual election. 
Six directors were named to fill vacancies 
caused by expiration of terms, and the follow- 
ing officers re-elected: 

President—Frank H. Mather, Jackson. 

Vice President—Robert C. Restrick, De- 
troit. 

Secretary—Hunter M. Gaines, Lansing. 

Treasurer—Clyde A. Fulton, Charlotte. 

Directors—W. J. Merrick, Gaylord; Norton 
E. Gibbs, Ithaca; Ivan D. Smith, Wayland; 
Harry F. Stiles, Grand Rapids; T. H. Dudd, 
Marine City, and Robert C. Restrick, Detroit. 


Norman Cove was named chairman of the 
trust fund committee. 

Close attention was given to Paul E. Kendall, 
field director of the Merchandising Institute, 
when he explained the Tested Selling Methods 
course available to dealers. He told of the prep- 
aration which had gone into the selling study 
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course, which is geared for the lumber industry 
and mobilized for sales. It was briefly de- 
scribed as the “biggest and most constructive 
step that lumber dealers have yet taken toward 
better sales and better profits.’ Mr. Kendall 
said that retailers will learn how to turn a lot 
of “interest of customers into invoices.” 


Courses Are Explained 


For the benefit of those present who had not 
yet enrolled in the course, Mr. Kendall told 
the contents of the first section which has been 
received by enrollees, and cited comments from 
retailers who have already studied the initial 
book. The group heard what is done after 
each section is studied, and how company meet- 
ings should be conducted with the monthly 
Leader’s Guide. 

“The opportunity is waiting for you,” said 
Mr. Kendall. “No one can know too much 
about good selling, and it should be remembered 
that stagnation starts when study stops. An 
entire industry has mobilized to bring this 
opportunity to you.” 


Old Guard Holds Annual 


The annual Old Guard banquet was held the 
night of Feb. 1, with President P. A. Gordon 
presiding. The organization is composed of 
men who have been associated with the lum- 
ber industry at least 20 years. In his remarks 
during the program, Mr. Gordon said that it 
was 56 years ago that day that he started sell- 
ing lumber for Reno Brothers, Pulaski, Pa. 
The banquet attracted 138 men, second largest 
number ever to attend. 

Several persons were asked to make brief re- 
marks, there were vocal numbers by a few tal- 
ented members, and several clogs by Perry 
Allen, 80-year-old lumberjack from Shepherd. 
When he was only 75, Mr. Allen won the title 
of King of Cloggers in 39 States at the National 
Folk Festival in St. Louis. He started working 
in the woods at 16 for R. M. Steel in St. Johns, 
and saw service on all the rivers “from the 
Maple to the Tobacco.” 

Officers of the Old Guard are: 

President—P. A. Gordon. 

Vice President—Charles L. Weeks. 

Secretary-treasurer—J. V. Sharkey. 

Directors—Larry Smith, Carl W. Scott, A.C. 
Blixberg, and the three above officers. 


Mr. Sharkey read the names of ten new mem- 
bers added during the year, and said that six 
former Old Guarders had passed away. 


Value of Association Voiced 


Spencer D. Baldwin, president Baldwin Lum- 
ber-Junction Milling, Inc., Jersey City, spoke 
on the value of association membership and 
work in the opening address Feb. 2. He vig- 
orously declared that an industry which is the 
oldest next to agriculture and which is the third 
largest basic one in the nation is certainly 
worthy fighting for through associated effort. 

The speaker related many ways in which 
various State lumber associations and the Na- 
tional have aided their members in legislative 
and other matters. “I don’t care where you 
turn, all the tools that have been forged for 
the protection of the dealer have been the result 
of association activity,” Mr. Baldwin declared. 
He urged the non-members present to join the 
association, and work with its officers and other 
members. 

“The National Association’s Program for 
1939” was the subject of Don A. Campbell, 
president National Retail Lumber Dealers As- 
sociation. Like other leaders of the industry, 
the speaker feels that the year ahead will be 
a good building period. He reviewed the much- 
discussed Merchandising Institute, and said that 
the national association is not only interested in 
teaching dealers to do better selling but is con- 
cerned with teaching the public better buying 
through national publicity. 

Mr. Campbell termed the Federal housing 
projects failures since they did not help those 
needing shelter at a rental of $4 a room per 
month. He does not see any future for “as- 
sembly-line houses” and called them impractical. 


Amemcanfiimberman 
Told to Merge Building Trades 


The retailers were asked whether they had 
ever placed themselves in the position of a pros- 
pective home builder He said that it is up to 
dealers to merge the 38 building trades for a 
consumer, but that it is not necessary to enter 
the contracting field to control the work. Those 
present were told that 1939 would be a good 
year to clean their heads of old ideas which are 
a hazard to business. 

The second Easterner of the afternoon’s pro- 
gram appeared when James H. Kimball, treas- 
urer of George E. Kimball & Son Co., Hing- 
ham, Mass., spoke. He urged his listeners to 
remember that the man who sells the consumer 
controls the price, and that, if it isn’t right, 
he is at fault. Mr. Kimball believes in the 
budget method of selling, and stated that the 
lumberman is the logical one to do it. He told 
the audience that it could open up new fields, 
and be the main figures in the housing industry. 

A most pertinent statement was made by Mr. 
Kimball when he remarked: “We have been 








MARCH 1889 


(Editor’s Note: The follow- 
ing item appeared in _ the 
March 23, 1889 issue of the 
Northwestern Lumberman, 
which was consolidated with 
The Timberman in 1899 to 
form the American Lumber- 
man. The short story is of in- 
terest on the Golden Annivers- 
ary of the Michigan Retail 
Lumber Dealers Association.) 

The Michigan Retail Lumber Deal- 
ers’ Association is a new organization, 
the object of which is to protect its 
members by preventing manufactur- 
ers and wholesale dealers selling to 
consumers. It is not intended, how- 
ever, to interfere with wholesale deal- 
ers selling direct to railroad com- 
panies; nor to those who manufacture 
the lumber into articles to place upon 
the market; nor the selling of sash, 
doors and blinds to hardware mer- 
chants who keep a regular stock on 
hand. The constitution and by-laws 
adopted are substantially the same 
as those of the other retail associa- 
tions. The president of the new or- 
ganization is D. M. Baker, Adrian, 
and the secretary and treasurer Jo- 


seph B. Ware, Grand Rapids. 




















itching for business when we should have been 
scratching.” 

The final session of the convention consisted 
of several short talks. First on the platform 
was Charles W. Hestwood, editor of Kansas 
City, Mo., who discussed, “Distribution.” The 
problem of distribution was called the responsi- 
bility of all branches of the industry. 

The progress of the FHA was reviewed by 
Raymond M. Foley, State director. He re- 
ported that some dealers are unable to use in- 
sured FHA loans because they don’t under- 
stand the act, and are unable to get local financ- 
ing. However, he stated that money is avail- 
able for loans in nearly all of Michigan now, 
and a larger volume of business is anticipated 
in 1939. Only two houses have come back to 
the Michigan FHA, it was stated. 


Retailer Tells of Unit Selling 


Ray W. Hall, manager of Sturtevant & Blood 
Co., Owosso, told of his company’s experiences 
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in “Unit Selling,” and strongly recommended 
the practice for other yards. At the conclusion 
of his short talk, there was floor discussion by 
other retailers who have found the procedure 
practical and beneficial. 

Walter A. Hoffman, Detroit, talked on “Cred- 
its and Collections,” and advised the lumbermen 
to know if the prospective builder is financially 
able to handle the job he wants to buy. 

T. Woodfield, chairman of the resolutions 
committee, read the group’s report on the last 
morning. Sympathies of the association were 
expressed to the families of deceased members; 
the program of the Merchandising Institute was 
endorsed and members urged to enroll; opposi- 
tion recorded to a half billion dollar grant, or 
any other sum, by Congress to the United States 
Housing Authority for promotion of slum clear- 
ance projects not now under way; endorsement 
given of civil service in the government of 
Michigan as defended by Gov. Frank D. Fitz- 
gerald; the co-operation of the association in 
furthering the nationwide Small Homes Dem- 
onstration was promised; Congress was peti- 
tioned to re-enact Title I and those provisions 
of Title II calling for a 25-year amortization 
period for two years beginning July 1; appre- 
ciation was expressed to the speakers, exhibitors, 
trade publications, the Pantlind Hotel manage- 
ment, and the National Retail Lumber Dealers 
Association for support. 


Traveling Men Elect Officers 


The Michigan Association of Traveling Lum- 
ber & Sash & Door Salesmen held its annual 
meeting Feb. 2 following a luncheon and elected 
the officers for the coming year. 

President—Ray Cranston, Detroit. 

Vice President—Ed Molesworth, Detroit. 

Secretary-treasurer—A. C. Blixberg, De- 
troit. 

Directors—Arthur Blow, Royal Oak, three 
years; Clarence Abney, Detroit, two years; 
Karl Darrow, Detroit, William Gregor, Flint, 
H. H. Rader, Detroit, and Spence Milstrup, 
Detroit, all one year. 


The association had staged its annual Mid- 
night Frolic the night previous, and it was 
reported that the affair was successful. Mr. 
Blixberg read the minutes of the meetings held 
during the year, and gave a satisfactory report 
of the treasury. 





Active Youth Training Projects 
Under Way in Oregon 


PorTLAND, Ore, Feb. 4—The National 
Youth Administration in Oregon has a con- 
siderable number of shop and _ construction 
work projects on which young men between 
the ages of 18 and 24 are working 50 to 70 
hours a month. Among these shop projects in 
operation at the present time are two wood- 
working units employing nearly 100 youths. Two 
more stich shops are contemplated. These are 
complete shops well equipped with power ma- 
chinery and hand tools and in charge of super- 
visors who are skilled craftsmen. A small saw- 
mill unit is contemplated by the NYA for the 
near future. 

In these shop projects the NYA furnishes 
the cost of labor and in many instances a part 
of the cost of supervision and equipment, while 
the sponsor, for whom the work is being done, 
provides the materials and at least a share of 
the supervision and equipment costs. ; 

Construction projects are of shorter duration 
than shop projects. So far five such projects 
have been finished and three buildings are be- 
ing remodeled. One of these, a youth center 
building, is a three-story brick structure. Other 
types of construction include tennis courts, 
fences, rustic park equipment and play ap- 
paratus. Not only do the young men learn 
while working on these projects but also spend 
additional time in related training activities 
which are of direct consequence to the work of 
the project. 
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General view of the exterior of main plant showing display facing street in wide 
clear windows 


Special Publicity Methods Are Used 


BuFFALo, N. Y., Feb. 6.— Joseph 
Zoladz head of the lumber firm bearing 
his name, this city, draws attention to 
his business, not only by the usual 
methods of advertising, but he also puts 
on a grand display at Christmas time, and 
maintains a ball team in summer—which 
team has won two championships up to 
date. 

His Christmas display was really beau- 
tiful, and being on one of the busiest 
streets of Buffalo, attracted attention of 
hundreds of people. His own men built 
it at the main plant, taking three weeks 
to complete it, and he estimates its cost 
at $1,000. It had over 800 electric lights, 





and five electric motors to move different 
sections of the display. 

Mr. Zoladz is proud of his family, con- 
sisting of wife, one daughter and two 
sons, and he hopes to see his boys’ names 
succeed his as the heads of the business in 
future years.. Mr. Zoladz has been in the 
business for over twenty-five years, em- 
ploying around thirty people. As a busi- 
ness getter he put in display rooms, filled 
with furniture. Also, seeing the crowds 
flocking to the Lake resorts in the sym- 
mer, he went in for summer cottage build- 
ing, displaying a full sized model at his 
plant. 

Business picked up, and warranted es- 





Joseph Zoladz and his son Leo outside 
the main plant 


tablishing a branch plant in Lackawanna, 
N. Y., a suburb of Buffalo, and despite 
“the late depression” both yards are hold- 
ing their own, by giving “service plus.” 

At the time the accompanying photo- 
graphs were taken the yard was making 
a seasonal drive for the sale of storm 
windows, which, as will be noted, were 
conspicuously featured in the big sign on 
the front of the main building. Display 
windows afford facilities for visualizing 
some of the many items of building ma- 
terials carried in regular stock. 





For EvERY pound of coal used by a locomo- 
tive, seven pounds of water are evaporated. 


Small summer cottage erected alongside of main plant fordisplay | Two-car garage erected for display alongside main plant 











The 49th annual convention of the LIflinois 
Lumber and Material Dealers Association con- 
vened for its first session promptly at 2:00 
P. M. om February 7 in Chicago. What we 
are henceforth going to call “the bell,” now 
familiar to all retailers who have attended 
conventions this year, called some 300 members 
to the hall for the opening of the meeting. 
Just inside the hall was a Hammond electric 
organ played by Leo Terry for the quarter- 
hour preceding the beginning of the program. 

President C. B. Elliott lost no time in key- 
noting the conventidn as one which would sig- 
nalize the emphasis laid by [Illinois deal- 
ers on homely fundamentals and sincerity in 
the conduct of their operations this year. Mr. 
Elliott opened the convention by saying. “Well, 
here we are again, as Douglas Malloch used to 
say,’ and by thus recalling the homespun in- 
spirational simplicity of the late lumber bard’s 
philosophical wit, an appropriate chord was 
struck for the brief invocation by the Rev. 
J. W. George and the stimulating speakers who 
followed him. 


Straight Thinking Needed 


Joe Sanders, Jr., of the Insulite Co., with 
“Be Yourself’ as his topic, was the first 
speaker. After recalling some of his early 
experiences as a salt salesman to Missouri and 
Arkansas grocers, Mr. Sanders established the 
fact that the important development of the 
last decade has been the destruction of any 
distinction between country and city life. 

It is an age of panaceas, he said. Every- 
body has a panacea, and the one frequently 
recommended to lumbermen is that they be- 
come showmen, do tricks, go in for efficiency, 
and be psychologists. As a result of my 
more than 20 years of selling I see our great 
need to be that of doing some straight think- 
ing about ourselves and our business, and 
forgetting the panaceas. Let’s be ourselves 
—be sincere in our attitudes, and be sure 
in our hearts that we have a real desire to 
serve our customers. Forget about show- 
manship, and be a natural man—the finest 
thing this country has developed. Don’t 
bui'd a demonstration home because you 
want to be a showman; do it if you have it 
in your heart to do it as a logical and effec- 
tive way to serve your community and your 
customers. 


The speaker then quoted figures to prove 
that there is in the United States a market for 
all of the building materials and services we 
can. possibly produce for an indefinite period. 


Committee Appointments 


Following Mr. Sanders’ talk, president Elli- 
ott appointed the following committees: 


Resolutions :—Perry Graves, Robinson, chair- 
man; Emil Gauen, Collinsville; R. F. Hunter, 
Chillicothe; R. T. Paddock, Pana; A. J. 
Powelson, Galesburg; Omar B. Wright, Bel- 
videre. 

Nominations :—L. M. Bayne, Ottawa, chair- 
man; John W. McConnell, Woodstock; Geo. F. 
Colton, Rockford; Chas. Hanan, Macomb; 
Don. H. Wilson, Danville; H. E. Nelch, Spring- 
field; F. W. Weinel, Columbia; H. H. Sonne- 
mann, Vandalia; J. A. McCreery, Benton. 

Don A. Campbell, Lebanon, Ky., President, 
The National Retail Lumber Dealers Associa- 
tion, followed with an outline of the 1938 ac- 
complishments of his organization, and a 
sketch of its projected program for 1939. In 
the course of his very interesting and vital 
message, Mr. Campbell said: 

The day of the old lumber yard, badly in 
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Spirit of Old School Days 


need of paint, down by the railroad siding, 
is gone, and with it the stove in the middle 
of a sawdust box. The lumber industry is 
no different than any other, and in the past 
few years it has undergone a complete face- 
lifting. Today, the dealer must see to it 
that he is looked upon as the building 
authority in his community, and not as 
simply a warehouse for contractors. Unless 
you re-arrange your business so that you 
are the head man in the building picture in 
your town, you are going to be left entirely 
out of the picture. You don’t necessarily 
have to go in the contracting business, but 
you have got to get all of the allied contrac- 
tors together so that you can sell a man a 
house. The dealer of the future is going to 
be a leader in his community, and he is 
going to have to sacrifice a lot of his old 
convictions to reach that state. 


In keeping with the tenor of the meeting, 
Billy B. Van, once famous stage comedian, and 
now expert salesman and well known head of 
a number of New Hampshire industries, gave 
a number of examples of what he considers 
salesmanship to be. With the consummate skill 
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Retiring President 
J. D. McCARTHY, 


Springfield; 
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of a star actor, Mr. Van tossed his audience 
back and forth between gales of laughter, salvos 
of applause and intense appreciative silence as 
he personalized his theme, “Yankee Adaptabil- 
ity,” and related how uninhibited, native Yankee 
resourcefulness had carried his beloved New 
Hampshire through its own personal depression 
of 1926-1929, and then on through the national 
economic catastrophe. He told how the citi- 
zens of Manchester purchased three and one- 
half miles of buildings deserted by a major 
industry which had left town, and thrown the 
whole city out of work, then re-conditioned 
them for 50 new and diversified enterprises; 
how a plant in Newport, of which he is mayor, 
was converted from a bobbin factory to the 
making of lollypop sticks; another from cotton 
underwear for women to rayon garments; and 
a third from horse blankets to snow suits, “The 
same thing,” said Mr. Van, “except that you 
put sleeves in the sides and zippers on the 
front.” 

The program for the second day of the con- 
vention was launched with a valuable address 
by Clarence T. Rice of the United States Build- 
ing & Loan League, Kansas City, Kan., who 
told of the assistance which his organization is 
anxious to give retail lumber dealers to enable 
them to sell more new building and moderniza- 
tion jobs. 

“There are three important factors which will 
contribute to this ability and willingness of the 
American people to indulge in new houses,” 





Prevails at Illinois Meeting 


said Mr. Rice. “The first is emphasis upon 
houses within the price range of people we ex- 
pect to buy them; the next is assurance that 
financing satisfactory to the consumer is offered. 
and the third is to reduce taxes for home own- 
ers. In all of these matters you and the say- 
ings, building and loan associations are vitally 
concerned. Your markets depend upon people’s 
desires to own homes, as does the market for 
our lending services.” 


Lending Funds Are Ready 


The speaker said his organization is ready to 
aid anyone responsible for building individual 
homes with financing. He regards this as the 
primary job of his industry and those engaged 
in the building material field. The simplicity 
of financing construction or remodeling work 
through a local building and loan association 
office was emphasized. The loan plans were 
classed as “tailor-made for the individual’s 
needs.” Mr. Rice explained briefly the flexi- 
bility in interest rates, in the length of time for 





7 











repayment, and in the percentage of loan to 
property value. 

It is estimated that the associations in 
the country made about $800,000,000 worth of 
loans to home owners last year, Mr. Rice stated. 
They placed about $225,000,000 for new con- 
struction and $65,000,000 for modernization, it 
was said. Since from 25 to 33 percent of the 
total cost of the average house is for lumber, 
it is figured that new houses financed last year 
by the savings, building and loan associations 
offered a market for $75,000,000 worth of lum- 
ber. In Illinois, the speaker said, there are 750 
associations in 400 communities with assets of 
$340,000,000. 

In closing, Mr. Rice said 1939 will be a crit- 
ical one for the building industry, and that, if it 
fails this year to make good strides in home 
building, it may be many more years before 
there is another big opportunity. 

J. S. Bryant of the Asphalt Shingle & Roof- 
ing Institute, New York, spoke on behalf of the 
Merchandising Institute. He termed the new 
study course the “retail lumber dealers’ bureau 
for self help,” and said that it is the result of 
dealers making up their minds not to sit and 
wait for business to be brought to them. 

Mr. Bryant said that the lumber industry de- 
pends for its welfare upon better selling, and 
that the best place to learn more effective mer- 
chandising of building materials is in good re- 
tail yards. He, then, went on to relate how the 
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Dealers Advised By Specialists On How 
to Do More and Better Merchan- 
dising During Coming Year 


Merchandising Institute’s eight-months’ course 
on selling is the cream of information gathered 
in 45 States by skilled interviewers and scienti- 
fic shoppers who visited thousands of lumber 
yards. Everyone in the company from the boss 
down to the yardmen will be benefitted by tak- 
ing the course, it was stressed by the speaker. 

According to figures quoted by Mr. Bryant, 
0 percent of the selling in the United States is 
done by 20 percent of the salesmen. Further, 
it was stated, that a general bad selling job is 
done in this nation which is the best buying 
country in the world. In closing, the speaker 
urged the lumbermen to learn to do a better 
selling job in 1939 by enrolling for courses in 
Tested Selling Methods published by the Mer- 
chandising Institute. 


Half Century Club Meets 


The third annual luncheon of the Half Cen- 
tury Club of the Illinois Lumber & Material 
Dealers Association was held at noon on Feb. 
8, with If. Kent of Clinton presiding. The old- 





est company in the State represented at the 
luncheon was C. G. Sonnemann & Son, Van- 
dalia, started in 1842. Next in age with repre- 
sentatives on hand were: Peter Vredenburgh 
Lumber Co., Springfield, 1855; E. Kent & Co., 
Clinton, 1859; J. H.. Schuck, Springfield, and 
S. W. & J. W. Conn, Shelbyville, both 1865, 
and Moses-Dillon Co., Sterling, 1867. 

The speaker following the luncheon was 
grown Y. Willis, Nicholasville, Ky., who re- 
cited some of his favorite poems and gave in- 
formal reminiscences. He was roundly ap- 
plauded upon finishing. 


A. S. Putney, Jr., Chicago, illustrated his 
address before the Wednesday afternoon ses- 
sion with timely charts depicting the huge field 
which is open to the dealers of the country who 
get busy. Mr. Putney used Cedar Rapids, Iowa, 
as a typical American town, and analyzed the 
buying of its populace in regard to housing, 
modernization, automobiles, and other goods. 
It was shown that only 5 percent of the houses 
in that city were ten years or under in age, and 
that nearly 90 percent of even the better homes 
needed some remodeling. Mr. Putney believes 
that a like condition exists in thousands of the 
communities throughout the land today. 

The next speaker was Elmer Wheeler, of 
New York, whose talk, “Magic Words,” held 
the interest of the packed convention hall. Mr. 
Wheeler’s magic words are tested selling sen- 
tences designed for use by behind-the-counter 





salesmen in various kinds of retail enterprises. 
His five sure-fire sales pointers which are the 
climax of his talk were outlined and explained 
in the report of the Ohio convention published 
in the AMERICAN LUMBERMAN issue of Janu- 
ary 28. The last speaker on the Wednesday 
afternoon program was Axel Christensen, whose 
subject, “A Survey of the Laugh Industry,” 
provided a note of levity and merriment with 
an undercurrent of sound thinking. A speaker 
of this type is a feature of each day of the 
convention, 


Officers Named for 1939 


The new officers for the association during 
1939 were elected in the Thursday morning ses- 
sion as follows: 

President—C. W. H. Schuck, Springfield. 


Vice President—Chester R. Schwartz, Elk- 
Ville. 


Treasurer—J. F. Bryan, Springfield. 
Secretary—J. D. McCarthy, Springfield. 
Director-at-large—H. E. Nelch, Springfield. 
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Directors — Ernest Hammerschmidt, Lom- 
bard, first district; Hollis Hansen, Galesburg, 
third district, and J. J. Springman, Alton, 
seventh district. 


The new president of the association, in ac- 
cepting the office, remarked that his selection 
was what he considered a personal tribute. Mr. 
Schuck’s grandfather, chairman of the organ- 
ization committee of the association, was its 
first president, and accepted the office just 
forty-nine years ago. 

Perry Graves, Robinson, chairman of the res- 
olutions committee, read the group’s report 
which was accepted. The co-operation and sup- 
port of the association members was pledged 
the National Retail Lumber Dealers Associa- 
tion in this year’s small homes demonstration 
program. The Merchandising Institute was 
heartily endorsed, and members of the associa- 
tion urged to enroll for its study course on 
selling. It was resolved that the association 
petition the Illinois general assembly to re- 
write the mortgage laws to make them con- 
form more nearly to newer mortgage laws in 
other States to relieve disadvantages now fac- 
ing prospective home owners. Another reso- 
lution concerned informing the State’s Con- 
gressmen that the association desires them vot- 
ing in favor of the continuation of Title I of 
the FHA. Appreciation was expressed to the 
speakers, trade press, exhibitors, committees 
and others helping to make the convention suc- 
cessful. 
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Cc. W. H. SCHUCK, Springfield; 
New President 


Dealer Taking on New Functions 


The first speaker of the last session, held 
on Thursday morning, was William E. Partee, 
the Long-Bell Lumber Co., Hannibal, Mo. Mr. 
Partee’s subject was “Dealer’s Choice.” 


Never in the history of this country, he said, 
were there more people who claimed to know 
things that are not true, or more people 
ready to believe them. Is it any wonder that 
the prospective home owner often thinks 
that building a home is a gamble in which 
the owner should risk as little as possible 
and the Government as much as possible. The 
big need is to bring to the individual the 
prosperity that the country as a whole enjoys. 
Our part in this work is to take the home to 
people as a justified luxury. Owning a home 
is not a profit-producing investment. It is 
a luxury that brings dividends in better liv- 
ing. To do our job we must function in the 
way that we always have under older condi- 
tions—that is, as the medium that offers the 
most satisfactory distribution plan for the 
manufacturers and consumers of building 
materials. 

The dealer today must have a place in 
which building mechanics, housewives, home 
craftsmen, contractors and all others con- 
nected with building and maintaining resi- 
dences can feel at home. He must be an ex- 
pert in advising prospects about the kind of 
homes they need, and what they can pay for 
them. This means that he has to advise on 
architectural matters, and sometimes even 
be an architect. We are readjusting our- 
selves to fill this demand that is being made 
on us, and during the period of readjustment 
I think we have been unmindful of our func- 
tions as manufacturers’ distributors. Dealer 
distribution has long since proved that it 
offers intelligent markets for the manufac- 
turer. Now, because of unequal legislative 
control, we have to meet requirements that 
place us at an unreasonable disadvantage in 
competition with roving peddlers. 

There might be something to be said for 
peddler distribution if the peddlers made a 
good living and the customers got a guaranty 
that what they were buying was high-grade 
merchandise. Neither is true, and the peddlers 
prove that the whole gypsy operation is un- 
profitable through the great numbers of re- 
possessed motor trucks on the market. The 
peddler destroys legitimate business without 
getting a decent living for himself, and thus 
accomplishes nothing but to contribute to 
lowering the general standard of living in 
our country. I think that it lies within our 
choice to select our objectives, and with a 
sound, reasonable policy to control the direc- 
tion in which we are going. 


Gael Sullivan, of the FHA, who was sched- 
uled to address the meeting, was unable to be 
present, and Emmett Turner spoke in his place, 
outlining FHA procedures, and factors which 
control selection of building sites, as well as 
other requirements for FHA loans. He gave 
a number of important property and construc- 
tion features to watch for in advising prospects 
on home construction where they expect to ap- 
ply for FHA loans. 

The last speaker on the convention program 
was L, Frank Wharton, Merchants Finance 
Co., Cleveland, whose subject, “The. Unplowed 
Fields of Credit,” was intensely interesting, and 
— the subject from many unusual an- 
gles. 








48 






os 


Setting a new record 
for attendance, 2,603 
registered delegates at- 
tended the sessions of 
the 51st annual conven- 
tion of the Southwest- 
ern Lumbermen’s Asso- 
ciation in Oklahoma 
City January 25, 26 and 
27, with all convention 
sessions packed into the 
convention hall of the 
beautiful new municipal 
auditorium. 


Highlighted by the address of Governor Leon 
C. Phillips of Oklahoma on Thursday after- 
noon, the convention heard a fine set of highly 
entertaining and thought-provoking speakers 
from every branch of the industry. 

Following a morning of registration and 
visiting of more than a hundred outstanding 
exhibits in the basement of the municipal audi- 
torium, delegates began answering the call of 
the eight-inch gold plated “school bell” given 
Secretary E. E. Woods by the Lumber Prod- 
ucts-Better Paint Campaign Organization 
Wednesday afternoon to listen to the invocation 
by Dr. Kelly O’Neall, pastor Crown Heights 
Christian Church of Oklahoma City, and an 
address of welcome by J. Wilson Swann, chair- 
man of Oklahoma City’s Golden Anniversary 
Celebration. Swann complimented the lumber- 
men of Oklahoma for their part in the develop- 
ment of Oklahoma. J. N. Daniels of the 
Dascomb-Daniels Lumber Company of Kansas 
City gave the official response in an able man- 
ner. 

Then the huge convention hall began to fill 
as the bell did its work and President William 
Stewart of the T. J. Stewart Lumber Company 
of Shawnee, Oklahoma, gave the president’s 
annual address. Mr. Stewart said in part: 


Hits Unfair Competition 

How many lumbermen are delighted when 
they cause a competitor to figure his mate- 
rial at cost in order to protect his customer? 
I know there are lumbermen who really get 
pleasure out of this kind of practice. May 
I say to this class of lumbermen: You are 
in the warped grade, a grade that all fair- 
minded dealers very much dislike. It is not 
a smart trick to slip over into a territory 
where you know the co-operation is very 
good and quote on material at a rate that 
is considerably lower than the price you are 
asking your own customer to pay. This prac- 
tice is very easily accomplished and some- 
times disrupts business and costs lots of 


L. T. METZ, 
Poplar Bluff, Mo.; 
Elected president 


money. Be a man, a gentleman above all 
things! Weigh these thoughts in your own 
mind. 


Most every business man is hypnotized with 
the idea that this month’s business must 
excel that of last month, and unless this 
year’s volume shows a substantial increase 
over last year he has justification for com- 
plaint. The curse of American business is 
VOLUMITIS, but indications every way point 
that we are entering a new era when 
the profit earned on each sale will be par- 
amount to the size of the sale. This “volu- 
mania” is the result of personal vanity, and 
in order to satisfy this silly notion sales 
managers and _ so-called executors have 
wasted hundreds of millions of dollars of 
profit. 

Every lumber supply dealer has learned 
and knows that cutting of the price of such 
staple articles as he handles does not increase 
the consumption or stimulate any new busi- 
ness. It merely shifts the sale from one 
dealer to another temporarily until relations 
occur with the result of demoralizing local 
markets, 

Suppose a dealer should increase his price 
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only 5%. No one will question very seriously 
its effect on building in a community, partic- 
ularly when the material furnished, such as 
lumber and mill work, amounts to about 25% 
of the total cost of a home. It is doubtful 
if this small increase would be noticed by a 
prospective builder who has determined to 


build. 
Must Develop Markets 


Stating next his views of the lumber industry, 
Mr. Stewart said: 


I believe that better conditions in the lum- 
ber business will come largely as a result 
of more knowledge and a better understand- 
ing of the fundamentals and principles. I 
believe in energetically developing markets 
for lumber and its kindred products with 
prices which are as low as is consistent with 
first class business practice. 


Following a discussion of his experiences in 
holding the office of president, and paying his 
personal respects to his associates, Mr. Stewart 
concluded : 


I don’t know any life better than that of 
the honorably successful business man. To 
have endured early hardships with fortitude; 
to have conducted and developed a large busi- 
ness, useful in itself and giving employment 
to many; to have achieved position, fortune, 
independence, and influence; to have estab- 
lished a character above reproach; to have 
accumulated the es- 
teem and confidence 
and friendship of 
one’s fellows, and to 
have gained all this 
in the world without 





GEORGE D. TUBBS, 
Norton, Kan.; 
First vice president 


sacrificing the soul 
to avarice or starv- 
ing the heart into 


hardness; I say that E. E. WOODS, 
he who has so lived, Kansas City, Mo.; 
has nobly lived. Secretary 


Must Meet New Conditions 


After the applause had died down, W. C. 
Bell, managing director, Western Retail Lum- 
bermen’s Association of Seattle, Wash., spoke 
on “Profit Factors in Retailing.” 

“Tt is more or less reasonable to assume that 
the motivating force in business is profit,” Bell 
pointed out, “yet the way we do business today 
the profit possibilities seem to occupy a minor 
position.” 

Bell pointed out that during the days of 
the codes, General Hugh S. Johnson sought 
to correct the situation. He also pointed out 
that retail business has in many instances been 
maintained—not by profits but by gradual dis- 
sipation of the original invested capital. 

“As lumbermen we have been most fortunate 
in that the mortality rate in our industry is 
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lower than in any other group in the same 
field,” Bell stated. “Conditions and circum- 
stances have favored us from the start. But 
these conditions don’t exist any longer. We 
cannot hope for the wheels of fortune to turn 
in our favor again. The country has been 
pioneered and immigrants are not coming in 
as they did a few years ago. If profits are 
to continue we must forget the ways of the 
good old days and meet conditions as we find 
them now.” 

He then explained to the assembly just what 
the Western Retail Lumbermen’s_ Associa- 
tion was doing about this situation. He told 
how the association began with a number of 
field men who had to educate the sawmill men 
and the retailers to the belief that the retailer 
was the man to properly distribute the product. 
He related how the Western Homes Foundation 
is directing an appeal to consumers, how it has 
applied the national association program locally, 
supplied suitable publicity for newspapers and 
saw that it was used. Four hundred news- 
papers in the western association’s area are now 
using the regular copy from week to week, 
Bell pointed out. Continuing, he said: 


No Profit Without Study 


Profits made today result from a careful 
analytical study of profit factors, and there 
are three basic fundamentals to a proper net 
profit; volume, mark-up and a Knowledge of 
the cost of operation. All three must be 
blended together; no one of the three can be 
used alone over any extended period of time. 

Men will do the things they want to do, 
and for that reason lumber dealers must be 
shown how and why these factors are to be 
applied rather than forced to do so. When 
men know why they are doing something 
they will get the job done. 

He then explained how his association op- 
erated in this respect, maintaining auditors 
who check every sale made by every dealer 
who subscribes to the association’s service. 
Sales are transferred to specially designed 
work books fitted to the needs of the terri- 
tory, and these books are summarized for 
every dealer each month. A market analysis 
is made for each individual dealer and for 
the entire group in the territory. So also are 
all items in the audit tabulated and each 
individual dealer’s figures are listed beside 
the average for the group in his territory. 


The large hall was not completely filled when 
Dr. Gus W. Dyer, Dept. of Economics, Van- 
derbilt University, Nashville, stepped onto the 
rostrum to deliver one of the most colorful 
speeches of the entire convention. Spiced with 
a healthy collection of jokes and ancedotes, Dr. 
Dyer drove home sound principles of economics 
that had his audience on the edges of their 
chairs awaiting his next words. A testimony 
to the impressiveness of his speech is shown in 
the fact that before he had finished there was 
not an empty chair in the auditorium, and the 
halls at the various doorways were jammed 
with listeners. He said: 

Business is disturbed as never before, yet 
we have had depressions before—bad ones— 
but men kept their feet on the ground. In 
all other depressions the Government con- 
fined itself to constitutional functions and 
put the responsibility on business to lead 
the nation out, and business never failed. 
We always came back stronger than before. 
This is the first time our Government has 
stepped in to lead us out—and we are not 
out—we’re in deeper than we were when it 
started. Business cannot go forward under 
conditions such as exist today. 


Business Brings Progress 


Dr. Dyer pointed out that no progress had 
been made in industry for 2,000 years, and that 
progress did not begin until about 200 years ago. 
Then only because men of brains came into 
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Association Begins Second Half of First Century With 
Record-Breaking Attendance and Unparalleled Interest 
in Business Sessions -- Program of Inspirational and 


Educational Talks Advances Practical Selling Ideas 


business, business began to carry respect. 

Now we are told that business is a dis- 
reputable calling, and if that continues men 
of brains will again shun business. No pro- 
gress can be made in any field that has been 
repudiated. 

Not a single thing has been done in this 
country during the last six years that was 
not done in Europe and failed fifty years ago. 

We must get a government that will pro- 
tect industrial freedom and be a government 
of our constitution. Our constitution was 
designed to limit government in business and 
to protect free business. This nation had no 
industry, no experienced men when it began 
its history, but we do have a constitution and 
upon that we built a great nation. 

If you’ll make men free in business, re- 
strain them only when they invade the free- 
dom of others, business can do more for the 
general welfare than can be done by any 
system of government or any experiments of 
government. 


Changes Coming Fast 


He then warned the lumbermen that they 
must get ready for fast changes in this world 
and pointed out that “the big cities have shot 
their bolts” and that they will have to fight 
for their lives. The value of space will be 
destroyed by the industrial revolution through 
which we are passing, Dr. Dyer explained, a 
revolution made possible by the automobile, 
fine roads and modern invention. 

“We measure now by time and not by the 
yard,” he said. “How far do you live from 
your business is what concerns you and the 
man who works for you. When a man can 
go into the country five, ten or twenty miles 
from a city, and for the price of a pair of city 
lots buy a large acreage and build a home in 
the finest place to build it with all the modern 
conveniences then the city is doomed indeed.” 

Dr. Dyer expressed the belief that the little 
business man has a far better chance of success 
than the big business organization. There never 
existed a better opportunity for a man to go 
into business for himself, he said. 

Following sustained applause for Dr. Dyer, 
secretary Ernest Woods announced that regis- 
tration at four o’clock that day numbered 1,918 
and that it was almost certain the total regis- 
tration would surpass last year’s figure of 
2,238, 

He then announced the committee appoint- 
ments as follows: 


NeEcroLocy CoMMITTEE—J. R. Proctor, chair- 
man; Tim O’Brien, D. J. Hanaway, G. A. Tal- 
bot, William Wilson, A. A. Donaldson, J. E. 
Rouse, J. W. Wilson. 


NoMINATING CoMMITTEE—Ed Schultz, chair- 
man; Ken Hudson, C. E. Sharpe, T. R. 
Crowthers, C. J. Cowley, D. J. Fair, W. M. 
Johns, C. G. Skruggs, J. A. Scroggs, C. R. 
Brandt, W. C. Chamberlain. 


REsoLuTions CoMMItreE—Frank Frantz, Jr., 
chairman; H. A. Ordmeyer, John Hood, P. J. 
Gilstrap, Robert Snowdon, F. M. Robinson, John 
Wilby, W. H. Powell, Chas. A. Davis, Lehman 
Brown, Dave Wilson, A. T. Hanna, Roy 
Gaither, Claude Fox, John Lawrence, W. F. 
West, Harold Harris, Jack Rich. 

The convention then adjourned the day’s 

usiness sessions to attend the Stag Party at 
7:00 P. M. in the Silver Glade Room of the 
Skirvin Tower and the buffet supper there also. 
Entertainment at the stag was provided by the 
Kathryn Duffy organization. At the same time 
a book review for the ladies was presented at 
the Y. W. C. A. building. Wednesday after- 
noon’s social calendar was headed by the Sals’ 
Tea at the Oklahoma Club and the Arkansas 
Dealers’ Banquet at the Skirvin Hotel. 
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Mortgage Financing on Sound Basis 


The second session opened at ten the next 
morning with Major Hugh Askew, field co- 
ordinator of Zone IV, FHA, pointing out that 
mortgage financing had now been established 
on a sound basis. The FHA system has re- 
stored public confidence in mortgage financing, 


Askew stated, and restored a genuine interest — 


in home ownership. 

After detailing figures showing the scope 
of the FHA and explaining its purposes, he 
informed the delegates that this zone led the 
nation throughout the year in FHA approved 
loans. He pointed out that the outlook was 
now exceptionally good for the lumber busi- 
ness and predicted that 1939 will produce more 
new housing than any year since 1929. He told 
the convention that the FHA would shortly 
institute a plan for holding regional conferences 
in various cities of each zone to explain eligi- 
bility to all business men interested in FHA. 
The next day individual conferences will be 
held with individuals who wish to have specific 
questions answered. 


Great Building Year Ahead 


“Measured by every known barometer in 
business, the building industry today stands on 
the brink of its great- 
est year in more than 
a decade,’’ Vincent 


Tutching, director of 
public relations, Na- 
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tional Retail Lumber 


PAUL E. KENDALL, Dealers’ Association, 
Merchandising Washington, told the 
Institute convention in the next 


address. 

The experts predict that 1939’s construction 
bill will reach more than six and a quarter 
billions of dollars, to top the 1938 total by 
nearly 25 per cent. Residential building, 
other than farms, they tell us will be up 
30 per cent. Alterations and repairs will 
jump 20 per cent over last year. 

The retail lumberman’s first step in selling 
should be the Merchandising Institute, he 
next stated, to make better salesmen “out of 
you and your sales organizations.” The sec- 
ond point is aimed at the other half of the 
problem, creating buyers. To this end the 
association has established a Public Relations 
Division whose major function will be to 
stimulate consSimer demand through a nation- 
wide, concerted publicity program to educate 
the public to the meaning of better housing. 

We do not intend to buy space in the news- 
papers or buy time on the radio, he ex- 
plained. We believe that housing today is 
news, and We will try to sell newspapers the 
idea that they should open their columns to 
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acquaint their readers 
with what is going 
on in this very pro- 
gressive industry. The 
stimulus they thus 
give all business will 
be quick to reflect it- 
self in increased ad- 
vertising linage for 
them. 

We hope, of course, 
that so far as you are 
able, you will buy ad- 
vertising space in your 
local papers to help 
further this campaign. 
Through your support, your newspapers can 
establish and maintain regular building and 
property modernization sections. 

The theme of home ownership will domi- 
nate the publcity this year, he next pointed 
out. The first step will be to arouse a desire 
for home ownership by pointing to the ob- 
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vious advantages of owning a home, the se- 


curity, the individual independence, the con- 
tenment and happiness that comes to all the 
family. 

We don’t want the Government to make 
any further inroads in the field of low cost 
housing, because it can and is being ade- 
quately provided for by private industry. It 
places an unnecessary burden on the taxpay- 
ers all over the country. 

Moreover, we question whether the hous- 
ing that the Government is turning out to 
satisfy fhe need for sheltering that “ill 
housed third of the nation’? comes up to par 
as fit housing for the poor people. If this 
industry, for example, couldn’t turn out a 
better house for the money than the cracker 
boxes the PWA built at Fort Wayne as a 
slum clearance project, then it might as well 
concentrate on the mouse trap and dog ken- 
nel market. 


Co-operation Brings Success 


Following Vincent Tutching, the subject of 
“Am I My Brother’s Keeper” was ably touched 
upon by George D. Tubbs of the Foster Lum- 
ber Company, Norton, Kansas, who pointed out 
that “ever since Cain and Abel, men have 
gone on working against each other rather than 
with each other. ... I have never seen anyone 
make a real success without paying attention to 
co-operation. . . . It takes many things to make 
a successful business but without co-operation 
you can have no success unless your territory 
is such that your competitor can’t get in and 
your customer can’t get out... . Not one dollar 
has ever been gained permanently by question- 
able methods in business. . . . Try keeping bit- 
terness out of your heart toward your com- 
petitor. . Don’t be sure your way is all 
right; see if you can’t make yourself a better 
co-operator. .. . Your competitor ought to be 
the very best friend you have.” 

Before adjournment of the morning session 
a gold-plated eight-inch Swiss school bell was 
presented to Secretary Ernest Woods by the 
Lumber Products-Better Paint Campaign. 

The large hall was packed, every chair taken, 
and crowds stood in the hall as the afternoon 
session opened with Oklahoma’s new Governor, 
Leon C. Phillips, set to address the convention. 
Lieut. Gov. James E. Berry and W. H. “Jack” 
Bell, member of the board of affairs and a 
lumberman, were introduced before Governor 
Phillips began his address. 


Oklahoma Governor Speaks 


“I have this encouragement to offer you,” he 
told the convention, “I am still of the opinion 
that in the State of Oklahoma we have the 
ingredients to make this a State of opportunity 
in commerce. 

“We're going to draw the line in spending 
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and extravagance in this State. We are going 
to try to get our house in order and stabilize 
business here; that’s the objective to which we 
are. working.” - 

He then spoke at length on the question of 
the rights of the State and pointed out that 
he believed it unwise to destroy the State’s 
resources but wise to protect the soil to produce 
new wealth. 

“IT know you as business men cannot prosper 
when the operations of your State put you 
$18,000,000 in debt,” he said, “and we in this 
administration will spend only the money we 
have the nerve to take out of your pockets as 
taxpayers.” 

Government shouldn’t be so complex you 
can’t understand it, he next pointed out, then 
promised that he was going to make it possible 
for his 17 year old boy to have a chance when 
he grows to manhood. 


Presents Merchandising Institute 


Following Gov. Phillips’ address Paul E. 
Kendall, field director of the Merchandising 
Institute, gave an address on Tested Selling 
Methods and an explanation of what the Insti- 
tute has developed, which was reported in detail 
in the AMERICAN LUMBERMAN’S account of the 
Columbus, Ohio, meeting. The Audio film, 
“Count Me In,” was then shown to the assem- 
blage. 

After Mr. Kendall’s presentation Ralph W. 
Carney, sales manager for the Coleman Lamp 
& Stove Co., Wichita, Kan., gave a dynamic 
address and demonstration of retail salesman- 
ship that had his audience screaming for more 
and more. No written report of Mr. Carney’s 
address can do justice to the force of delivery 
and dramatic highlights of his presentation. 
He pointed out that whether the lumber dealer 
realized it or not he was going to have to go 
into the hardware business and the selling of 
merchandise as well as boards and lumber. 


Window Displays Important 


Highlights of his address presented the facts 
that the store windows are the eyes of the 
store and demand treatment worthy of their 
position . . . that to sell merchandise we will 
have to follow the lead of the chain organiza- 
tions and take merchandise out of cartons and 
boxes to open display, use odd prices and adopt 
mass display of that merchandise . . . that in 
the entire scheme of industry the most impor- 
tant man in all business is the clerk who 
actually sells the merchandise and that no stone 
should be left unturned to make him a better 
salesman. He said: 

The average sales person thinks only of a 
better job. You can’t be a good salesman 
that way. The salesman must be made to 
like his job, his boss, his store and his town 
—then he will be a good salesman. 

Why devote study to credit—to buying— 
to advertising—to your fixtures—to display 
of your merchandise—to attending conven- 
tions and talking about conditions—to spend- 
ing on every angle of your business and then 
letting the human agency in the store slip 
by with little or no attention? 

You spend all your time buying—and so 
little to selling. You don’t make money on 
purchases that just pay overhead. What you 
sell after you fill the customers’ orders deter- 
mines your profit. 

A sale is made, he stated, when a customer 
goes out of the store with more goods of 
better quality than he expected to buy when 
he came into the store. 

A good salesman should be sold on his job 
right where he is, on his store, his business 
and his city. Give him an ambition and an 
interest. And you’ve got to know your goods 
today better than ever before, for you are 
competing with every line of business up and 
down Main Street for the consumer’s dollar. 


Thursday evening the association’s annual 
banquet was held at the Skirvin Hotel with 
Jack Dionne, editor of the Gulf Coast Lumber- 
man, Houston, addressing the large crowd that 


attended. 
Set Attendance Record 


The fourth and final session opened Friday 
morning with committee reports after Secretary 
Ernest Woods had announced a new record 
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registration of 2,603, a gain of 335 over 1938. 
Elect New Officers 


The nominating committee then brought in 
its selection of new officials which was voted 
upon later in the session and adopted unani- 
mously by the delegates. L. T. Metz, Poplar 
Bluff, Mo., was elevated to the presidency; 
George D. Tubbs of Norton, Kans., was made 
first vice-president, and W. P. Kennedy of 
Oklahoma City was named the new second 
vice-president. 

New members of the board of directors were 
named as follows: for Arkansas, James N. 
Cook of Little Rock. 

For Kansas, C. D. Burkholder of McPherson, 
C. J. Cowley of Oakmont Park, Ed. S. Landers 
of Wichita, Frank Eberhardt of Salina. 

For Missouri: Leon Herrick of Crystal City, 
J. A. Scroggs of Kansas City and Leland 
3rown and Henry Bowlman. 

For Oklahoma new directors will be Leslie 
Everett, John Kilpatrick, T. J. Hughes, Jr., 
William Stewart and Asa Black. 


Many Important Resolutions 


The resolutions committee brought in reports 
thanking Governor Phillips for his address; 
strongly advocating legislation extending pro- 
visions similar to those now contained in Title I 
of the National Housing Act for two additional 
years; opposing the further expansion of the 
activities of the Federal 
Government in the field 
of low cost housing in 
which private industry 
can and is more ade- 
quately meeting the de- 
mand; placing the As- 
sociation on record as 
opposing passage of the 





R. E. SABERSON, 
St. Paul, M'nn.; 
Speaker 





Wagner Bill; opposing 
any legislation under 
consideration or pend- 
ing before State Legis- 
latures designed to de- 
velop housing projects 
with Federal and State 
funds; affirming the As- 
sociation’s past consist- 
ent policy and _ prin- 
ciples that the Congress, the legislatures and the 
public regulating authorities should bend their 
every effort to the end of securing by law and 
regulation equality of treatment for all agen- 
cies of transportation, and public subsidies to 
none. In addition it urged repeal of the re- 
duced rate provisions of the so-called Federal 
Land Grant statutes; pledged the industry to 
do all within its power honorably to set out 
to the legislators in the respective States the 
serious injuries the itinerant truckers are bring- 
ing about to established business, and to encour- 
age and support legislation that will require 
these truckers to assume the burdens and obli- 
gations of retailers with an established or fixed 
place of business; pledged full co-operation 
and assistance in furthering the program of 
Small Homes Demonstrations by the NRLDA 
and urged members to co-operate in their own 
communities; endorsed the Merchandising In- 
stitute program and recommended participation 
by members, 


Discuss Wage-Hour Law 


Two addresses then concluded the business 
of the record breaking convention with F. E. 
Tyler, association counsellor, Kansas City, an- 
swering questions from the audience following 
a brief address presenting matters of law and 
legislation that should be immediately con- 
sidered by every member of the association. 

The Fair Labor Standards Act, the wage- 
and-hour law, was the first to which he pointed. 
He expressed the opinion that it does not apply 
to the majority of dealers, but that the implica- 
tions were more important than the present 
application. He pointed out that these implica- 
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tions were plain that our society plans to go 
on the basis of a 40-hour week and 40-cent 
minimum wage, and that every retailer should 
prepare himself for that eventuality. 

The question of the itinerant trucker must 
be adjusted now, he next pointed out. He be- 
lieved the possibilities of a Federal 2 percent 
sales tax remote and also the passage of bills 
taking away all income tax exemptions. 

In the question period that followed Walter 
Lambert asked whether or not a check was a 
receipt and Tyler answered that a check js 
evidence a certain payment has been made, but 
unless there has been written on the check the 
exact payment the check is not satisfactory 
evidence of a bill paid. 

L. C. Leonard, Choctaw, asked if the wage- 
hour law affected a contractor building a home, 
and Tyler replied that he didn’t see how the 
lumberman could be held responsible for its 
application if it was. 

Asked by Tom Crowthers, Ashville, Kan., if 
shipping of lumber with his own trucks from 
a yard of his in Kansas to a yard of his in 
Oklahoma made him answerable under the 
wage-hour law, Tyler replied that it did not 
but that he believed the employees in the main 
office came under the jurisdiction of the act. 

R. E. Saberson, trade promotion manager of 
the Weyerhaeuser Sales Co., St. Paul, then 
gave the final address of the convention on the 
subject of salesmanship. He pointed out that 
the retail lumberman in many instances was 
sick with a malady possessing two symptoms: 
(1) decreasing gross profits, and (2) increas- 
ing expenses. He said that increasing volume 
was not the cure, for a tree that is diseased 
does not cure itself by becoming bigger; the 
cause has to be removed. 

He named increased labor costs and increas- 
ing taxes as two of the causes of increasing 
expenses, and said: 

The reason for shrinking profits is that we 
operate on the theory that we own our terri- 
tory. Your mark-up is based on the theory 
that you can operate 
which held good twenty years ago in the day 
before the truck and highways, but not to- 
day. 

There are no longer any territory lines 
except in the mind of the dealer who thinks 
in terms of the past. ‘ : 

You have made the mistake of trying to 
sell raw materials in a world that wants to 
buy a completed project, and installment sell- 
ing can help you rectify that mistake. 


Saberson then presented a number of selling 
experiences he had noticed in retail yards in 
different sections of the country. 

The convention was concluded with installa- 
tion of the new officers. 


Kiln Drying Course March 29 
Through April 2 


SyracusE, N.,Y., Feb. 6—The New York 
State College of Forestry, Syracuse University, 
here, will hold its twentieth annual short course 
in kiln drying practice from March 29 to April 
2. The course is conducted by specialists in 
kiln drying, wood preservation, and wood tech- 
nology. It is given in a thoroughly practical 
way, simply explained and demonstrated. A 
semi-commercial dry kiln equipped with the 
latest improvements is provided. The cost of 
the course is hardly more than a thousand feet 
of lumber. While kiln operators make up the 
majority of each class, shop foremen, factory 
superintendents, mill managers and owners are 
represented. Mechanical engineers, architects, 
lumber purchasing agents and lumber salesmen 
obtain valuable information from the course. 

The New York State College of Forestry spe- 
cializes in preparing men for many branches of 
woodworking. An adequate staff, a saw mill, 
the dry kiln, a woodworking shop and a timber 
preservation laboratory are available for the 
course. 

The course requires no previous training or 
experience. Those interested should write to 





Prof, H. L. Henderson of the college for an 


enrollment blank, explanatory folder, and a list 
of boarding places and hotels. 
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Northern Hardwood Sales Gain 
As Result of Promotion 


MILWAUKEE, WIs., Feb. 6.—The annual meet- 
ing of the Northern Hemlock and Hardwood 
Manutacturers Association was held at the 
Pfister Hotel, Milwaukee, on Jan. 31, with 40 
mill representatives present. Secretary-Man- 
ager O. T. Swan reported in detail upon the 
activities of the Association during the past 
year and presented recommendations for the 
1939 program. Production in 1938 was at a 
low point for recent years, running 63 percent 
of 1937. Softwood stocks are lower than they 
were a year ago, but both softwood and hard- 
wood stocks are ample to take care of a good 
hardwood trade. Lumber is selling at lower 
prices than in 1929, but wages are higher. — 

The Association’s geographical analysis of 
sales by regions, species and grades indicates 
a healthy distribution with large relative gains 
in the Illinois territory. Mr. Swan presented 
and discussed a number of charts covering the 
business situation, the Association production, 
shipments and stocks, the current logging ac- 
tivity and anticipated building demand. Each 
delegate was furnished with a booklet present- 
ing this information in detail. ; 

There was a discussion of recent trends in 
wages and realization. For example, wages are 
now considerably above the 1929 level, while 
lumber is selling for less. In discussing this, 
R. B. Goodman pointed out that for a healthy 
condition there must be a balance between costs 
and selling prices. He suggested that employees 
be taken into the confidence of the management 
regarding business conditions, the decline in 
price of lumber, the place of lumber, in relation 
to competing materials, and similar information 
which will enable them to understand some of 
the profit and loss problems of the lumber busi- 
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ness. He pointed out that lumber prices are 
declining in the commodity price scale and get- 
ting into a position with respect to steel, brick 
and contract prices which should cause in- 
creasing lumber use. We shall need to en- 
courage the Forest Products Laboratory to 
study some of our special problems. We may 
need to readjust our grading rules and make 
them better adapted to the consumer. He dis- 
cussed the forestry situation and called atten- 
tion to a report recently issued by A. G. T. 
Moore, of the Southern Pine Association. A 
copy of the Harvard Business Review will be 
sent to Association members so that they may 
have the article on forestry. 

A review of the trade extension activities 
of the Association and the work of the field 
representatives listed the results of definite proj- 
ects which resulted in the increased sale of 


lumber. It shows the necessity for continued 
effort with specifiers and users. The field men 
are keeping up contacts with all public specifiers 
in the central market territory and in Wash- 
ington. Continuous work with industrialists 
and architects stresses the peculiar values of 
Northern hardwoods. Increasing Government 
requirements for grade marked lumber finds 
the Association well prepared. The Inspection 
Department has a check-up service on the in- 
spectors at each mill, and the grade marking 
license is contingent upon competent grading. 

The trade extension work of the Association 
has been particularly effective during the past 
year, with the field men keeping contact with 
all specifying agencies in the Midwest and in 
Washington, and also contacting industrialists 
and architects. Reports indicate that hemlock 
is again entering the Detroit and Illinois mar- 
kets, taking back much former territory. 


Hardwood Prospects 


John W. McClure, Secretary National Hard- 
wood Lumber Association, reviewed hardwood 
prospects in an account of the Chicago furniture 
show. With furniture sales failing to keep pace 
with housing development, there is theoretically 
a backed-up demand. Expectations of furniture 
manufacturers for a 40 percent improvement 
in volume over 1938 are based on attendance 
of 11,000 buyers and values never so good. 
Residential furniture is nearly always of wood. 


Northeastern Blow-down 


C. V. Sweet, of the Forest Products Labora- 
tory, gave a description of the vast effort en- 
tailed in the harvesting of hurricane timber in 
the Northeast, where 22,000 men are engaged 
in the work of salvage. Lack of productive 
capacity in available manufacturing facilities 
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has complicated the efforts of the Northeast 
Timber Salvage Administration. Between 150 
and 200 million feet of hardwoods may be 
recovered, 

Touching upon the subject of labor relations, 
Lynn Beman, of Chicago, addressed the 
luncheon meeting. The Association does not 
act on these matters but is interested in in- 
formational discussions. 

Report of the Inspection Department was ren- 
dered; important traffic matters discussed; 
legislative problems scrutinized; accomplish- 
ment of insurance rate reductions, seasonal 
logging operations, brought before the meeting, 
served to complete the program. 

Complimenting President Al Klass upon his 
popular administration during the past year, the 
present officers were continued, including: Pres- 
ident, Al Klass; Vice President, John S. Lan- 
don; Treasurer, W. W. Gamble; Secretary- 
Manager, O. T. Swan. 


Southern Hardwood Producers 
Announce Annual Forum 


MeEmpPHIs, TENN., Feb. 6.—Plans for the an- 
nual meeting of Southern Hardwood Producers 
(Inc.) are being put into shape by the program 
committee. The two-day meeting, on March 9 
and 10, at the Hotel Roosevelt, New Orleans, 
will be of absorbing interest to southern hard- 
wood manufacturers, hardwood users and allied 
interests. All are invited to attend. 

This year’s meeting will give special empha- 
sis to the development of new and expanded 
markets for southern hardwoods in wall panel- 
ing and interior trim. Indications throughout 
the past year point to an increased use of south- 
ern hardwoods in the building field and an at- 
tractive exhibit of the several beautiful south- 
ern hardwoods in wall paneling and trim will 
be a feature of the annual meeting. 

The Wage and Hour law and its effects on 
the hardwood industry will be discussed, and re- 
ports and comments by lumbermen from all sec- 
tions of the South will give the actual condi- 
tion of the industry after five months of opera- 
tion under the Wage-Hour law. 

Government housing projects and the expand- 
ing private building activities will be one of the 
topics at the meeting. Building codes are im- 
portant to manufacturers of hardwoods, trim 
and flooring. These codes are revised from 
time to time and it will be explained how the 
industry can help keep and increase the use of 
their woods by working on building codes. 

Government regulation of the forests and the 
lumber industry is another live topic of interest 
to hardwood lumbermen. A prominent southern 
State forester will talk on this subject. 

A report will be given on the southern red 
oak dining-room installed in the Detroit Ideal 


Home. The reaction of the public and lumber 
dealers to southern hardwood wall paneling 
will be brought direct to the meeting from two 
building shows, and the new exhibit of the or- 
ganization will be on display in New Orleans. 

Statistically, the hardwood industry is in an 
excellent position for the coming year. Dia- 
grams, curves and a report will help the hard- 
wood industry to chart its course for 1939. 
Other activities of Southern Hardwood Pro- 
ducers (Inc.) for the coming year will be dis- 
cussed, and expanded plans for trade promotion 
laid out. 

In former times the hardwood industry “went 
along and sawed wood” without giving much 
thought to Governmental activities and policies. 
This is not possible in these times. Therefore, 
the principal talk of the meeting will be by a 
nationally known speaker on a topic that is of 
interest to the industry and to every citizen of 
the United States. 

During the two days of the convention the 
Southern Hardwood Industry Committee will 
meet. The new board of directors of Southern 
Hardwood Producers (Inc.) will be elected and 
in turn, will elect the officers for the coming 
year. 

According to Ed. R. Linn, secretary-manager 
of Southern Hardwood Producers (Inc.), the 
year 1938 saw an increase in membership of the 
organization. With the enlarged membership 
and the good prospects for steady production, 
the organization plans to increase its activities 
in 1939. 

The members of the program committee in 
charge of the meeting are: C. C. Sheppard, 
chairman, Carl L. Faust and Lee Robinson. 
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Denver, Cowo., Feb. 
6.—‘‘What are we go- 
ing to make of this 
elaborate, intensively co- 





W. A. SPEAR; 
Douglas, Wyo.; 
New President 





operative attempt to improve the retail lumber 
and building material industry within the Moun- 
tain States area?” asked President George T. 
Babcock, Green & Babcock, Inc., Rocky Ford, 
Colo., in opening the thirty-sixth annual con- 
vention of the Mountain States Lumber Deal- 
ers Association, held here, Jan. 23, 24 and 25. 
“Thousands of dollars have been spent to make 
this gathering profitable and months of plan- 
ning and effort have been expended to the end 
that every detail of this meeting may develop 
smoothly and definitely to your benefit. 

In my Own mind, there can be no greater 
benefit obtained from any convention than 
that of heightened and improved fellowship 
and understanding among the numerous mem- 
bers of the industry within the area covered 
by the association. Sometimes we fail to 
fully appreciate the value to us in our daily 
business activities, of knowing intimately, 
through personal contact and conversation, 
the ideas, the methods and the reactions of 
our fellow dealers throughout the territory. 
We spend all of our waking hours through 
the major portion of the year struggling with 
our Own little individual problems, so close 
to them that we can’t see around them to 
discover their relationship to other people’s 
problems, nor to realize that our own prob- 
lems are so exactly similar to those met by 
other dealers in our industry that we cannot 
fail to obtain help as well as pleasure in our 
work by talking over these problems with 
other fellow dealers. A benefit from this 
meeting should be the development of new 
ideas and new methods to improve our busi- 
ness. The annual convention is designed to 
be a “clearing house of ideas.” 

Unfortunately, we are still faced, as we 
shall probably always be faced, with highly 
important defensive problems—problems that 
can only be met and solved through the me- 
dium of a united, solid front. To my mind 
the two most important protective problems 
we have to face are these of the legislation 
and distribution. There are enough interests 
represented at the convention to have a very 
definite influence on legislation if our efforts 
are combined and co-ordinated properly. 


He also spoke of the problem of the manu- 
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Urged to Capitalize on 
Active Building Year 


facturers and wholesalers that are making di- 
rect retail sales in competition to retail lumber 
yard outlets, making distribution still a major 
problem. 

The report of Jay T. Chapin, Aurora Lumber 
Co., Aurora, Colo., treasurer of the organiza- 
tion showed it to be in good financial condition. 

The report of Secretary Allan T. Flint 
showed that out of 523 lumber yard owners in 
the association territory, 378, a little over 72 
percent of the potential membership, belonged 
to the organization. During the year just 
closed 15 new members were added. The sec- 
retary, in line with the association’s policy of 
having its secretarial staff in very close con- 
tact with the problems of dealers within its 
territory, traveled by automobile during the past 
year 17,000 miles and by rail over 5,500 miles. 
Assistant Secretary, J. V. Smith, drove over 
3,750 miles within the territory. 


Staff Work for FHA Loans 


A considerable amount of time was spent by 
the association staff during the past year in 
an attempt to establish and maintain satisfac- 
tory sources for FHA loans to be available to 
members in any part of the organization ter- 
ritory. 

While legislative matters have been com- 
paratively quiescent during the past year, 
Secretary Flint said, except for some little 
flurries of activity connected with the wages 
and hours act last spring, it is expected that 
for the next two or three months the asso- 
ciation will have its hand full, attempting 
to safeguard the interests of lumbermen in 
the three States we cover. It is too early 
as yet to know just what bills in any of the 
three legislatures will be definitely danger- 
ous, but in anticipation of the need for prompt 
and decisive action at critical moments, cap- 
able legislative committees have been organ- 
ized in each of our States, and the staff of 
the Secretary’s office is holding itself in 
readiness to answer promptly and fully any 
calls for information of for assistance. 

We have continued throughout the past 
year the bid-reporting service from all gov- 
ernmental agencies headquartering in Den- 
ver. This has included the Colorado WPA 
and PWA offices, the Reclamation Service and 
Forest Service offices covering our entire 
area, and the regional CCC purchasing offices. 
To this service we have added, within the 
past six months, a daily service of Advance 
Construction Reports through which our 
members all over the territory are given 
prompt, accurate information concerning new 
construction projects that develop within 
their individual trade territories. It is an 
expensive service, but its acceptance, use and 
approval by our members seems to justify its 
continuance. Another service available to our 
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members is the United 
Credit Service plan for 
the collection of delin- 
quent accounts. 





JAY T. CHAPIN, 
Aurora, Colo., 
Treasurer 








Probably the most important project of the 
association throughout the coming year will 
be that of promotion of the Tested Selling 
Methods course of the Merchandising Insti- 
tute of the National Retail Lumber Dealers 
Association. 


One of the most interesting addresses of the 
convention was “Free Enterprise or Govern- 
mental Control?”, delivered by Dr. Alfred P. 
Haake, managing director of the National As- 
sociation of Furniture Manufacturers, Chicago. 
He sounded a warning against “the spreading 
shadow of dictatorship which, spreading across 
the Atlantic, has touched our shores,” and de- 
clared that “since Government is what the peo- 
ple vote, it shall be demanded that Americans 
wake up and think before they vote.” He spoke 
of the sneers leveled at the capitalistic system 
and pointed out that not one in ten persons 
who denounce capitalism knows what it is. He 
stressed the fact that while we have been oper- 
ating under the capitalistic system the people 
of this country, which is only 7 percent of the 
world’s population, own 50 percent of the 
wealth of the world. This he attributed to the 
fact that we have enjoyed the right of free 
enterprise. Take that away and we will find 
ourselves in the same situation that has always 
been and is now in practice in other coun- 
tries, he said. 


Must Safeguard Free Enterprise 


G. C. Rowell, chairman of the convention 
committee, Warren Lumber Co., Fort Morgan, 
Colo., presided at the opening session. At noon 
some 500 of the delegates had lunch and lis- 
tened to an address by L. Ward Bannister, 
Denver attorney, who spoke of the dangers that 
would come if we lost our right of private en- 
terprise. He demanded that the association use 
its influence to bring about a system which 
will give the administration of Government into 
the hands of those who believe in right of free 
enterprise. Oscar Lamm, Boise Payette Lum- 
ber Co., Cheyenne, Wyo., presided at the lunch- 
eon meeting. 

The Jan. 23 session was presided over by 
F. G. Coldren, Hallack & Howard Lumber 
Co., Denver. This session was given over to 


an explanation of the Tested Selling Methods 
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campaign. Mr. Coldren said it is the turning 
point in the industry as dealers will learn to 
put the sales part of the industry on a par 
with what it is in other businesses. Paul E. 
Kendall, Rochester, N. Y., spoke first on the 
plan and said members of the industry now 
realize the need for better selling; that the 
evolution of selling within the industry has been 
taking place during the past ten years. The 
NRLDA film on the subject, “Count Me In” 
was shown. 


Repairs Offer Big Market 


c. A. Black, Black Lumber Co., Cheyenne, 
Wyo., called the Jan. 24 session to order and 
introduced the first speaker, F. T. Brown, Le- 
high Portland Cement Co., Kansas City, Mo., 
whose subject was “Lifting the Face of Main 
Street.” 

Thousands of farm buildings are tottering 
on their foundations and need all kinds of 
repairs, he said. Every town and city has 
blighted areas of tumbled-down shacks or 
tenements unfit for modern habitation, places 
that we shun when visitors come to town. 
It’s not surprising that wide awake towns 
are today classifying Main Street as asset 
and problem number one in the same breath. 
Some of them are doing something about it. 
They are setting up voluntary planning com- 


Chester Stewart, Thermopolis, Wyo., chatting with a friend, is shown at the 
extreme right. Allan Flint, (in the center) association secretary, tells "a good 
one" to Gene Cashman of Eaton, Colo. The convention provided many such 

"fellowship" meetings 


mittees to study the needs of Main Street 
and they are calling on the dealer for help; 
one who has the ability to take inanimate 
building materials like lumber, brick, steel, 
stone, and cement, and combine them into 
forms which are not only permanent, sani- 
tary and fire-safe, but into forms which are 
pleasing to the eye, with character and beauty 
that will outlast the years. Now just what 
does this mean to the growth and develop- 
ment of this trade territory? It means put- 
ting idle dollars to work, employment for 
skilled and unskilled labor, new business for 
factories, mills, and distributors, increasing 
realty values, filling vacant stores and creat- 
ing a new sense of town loyalty. It means 
a revival in building throughout the entire 
town because as Main Street goes, so goes 
the town. 


“Measured by every known barometer in 
business, the building industry today moves into 
its greaterst year in more than a decade,” said 
Vincent Tutching, public relations director, Na- 
tional Retail Lumber Dealers Association, in 
his talk on “Co-operative Activities for Lum- 
bermen.” “That means, of course, more em- 
ployment, more spending power, greater move- 
ment of those all important capital goods; in 
short, it means a revival of all business, we 
hope to a point we can happily call normal. 
The experts predict that 1939’s construction bill 
will reach more than six and a quarter billions 
of dollars, to top the 1938 total by nearly 25 
percent. Residential building, other than farms, 
they tell us will be up 30 percent. Alterations 
and repairs will jump 20 percent over last year. 
One authoritative source estimates that the sup- 
ply and demand ratio in housing is so badly 
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out of balance that there is need for at least 
750,000 dwelling units a year for five years in 
order to catch’ up. And the big job that we 
have ahead of us is to get a bigger slice of 
that building boom melon for the 23,000 local 
lumber yards and building material dealers the 
national association represents. This is no sim- 
ple task. But it has one simple key, and that 
is selling. To make sales, you’ve got to have 
salesmen and you’ve got to have buyers. Your 
national association is going to strive to see 
that you have both.” 

Further along in his talk he said: “We don’t 
want the Government to make any further in- 
roads in that field of building that can and is 
being adequately provided for by private indus- 
try. It places an unnecessary burden on the 
taxpayers all over the country. The objective 
of the slum clearance movement is a worthy 
one—to provide better housing for poor people. 
But that doesn’t mean they should be subjected 
to health hazards of the kind evident in the 
Fort Wayne experiment.” 

George D. Tubbs, Foster Lumber Co., Nor- 
ton, Kans., spoke on “Am I My Brother’s Keep- 
er.” He said: “Unless we can get together and 
work for the good of the business our industry 
will go on the rocks. We need still better 
co-operation. Help your competitor—co-oper- 


ate with him and the industry will advance. 
Is it any better to undermine a competitor, by 
talking against him and his business than it 
is to cheat him at a game of cards?” 

The afternoon session was in charge of R. 
Needham Ball, secretary of the New Mexico 
dealers’ group. Bess Gearhart Morrison, Lin- 
coln; Nebr., spoke on “From a Woman’s View- 
point.” She gave the following pointers on 
selling the woman customer: 1. Woman is not 
and never was the silent member of the part- 
nership; 2. Bring your store and displays up 
to date; use color to arrange ‘beautiful dis- 
plays and see that they are changed frequently ; 
3. Don’t be technical relative to building in 
talking to a woman. Don’t talk price until 
you must. Play up color. 


Store Clerk Is Important 


“Welding the Weakest Link,” was the topic 
discussed by Ralph W. Carney, Wichita, Kan. 
He said that an article is not sold until it is 
in the hands of the purchaser and the man that 
makes that sale is the clerk in the store. If 
this link is not strong then the whole business 
fails. He stressed the value of a well trained, 
satisfied staff of salesmen. 

On the evening of Jan. 24 over 800 lumber- 
men, allied tradesmen and their wives enjoyed 
a banquet, entertainment and dance in the con- 
vention hall. 

At the final session, A. O. Sheldon, Tri-State 
Lumber Co., Salt Lake City, Utah, president of 
Western Retail Lumbermen’s Association, told 
of the value of association work. New and 
complicated laws call for a united front only 
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possible in associations, he said. 

Joe Saunders, Jr., the Insulite Co., Minne- 
apolis, Minn., stressed the value of salesman- 
ship and friendship in promoting any retail 
business. “Now is the time,” he said, “to start 
looking forward and quit looking back. There 
is more money in the country now than ever 
before—this means buying power.” 


Select Officers for 1939 


Officers for the ensuing year were elected as 
follows: 

W. A. Spear, Spear Lumber Co., Douglas, 
Wyo., president; Lloyd R. Underwood, Under- 
wood Lumber Co., Gillette, Wyo.; F. A. Berry, 
Big Jo Lumber Co., Santa Fe, N. M., and 
W. R. Kurtz, Independent Lumber Company, 
Grand Junction, Colo., vice presidents. Oscar 
Rohlff, Rohlff Lumber & Supply Co., Casper, 
Wyo., was selected as National director. 


New directors were elected as_ follows: 
George Ishman, Wray Lumber Co., Wray, 
Colo.; John H. Esch, Esch Lumber Co., Bur- 
lington, Colo.; Neil E. Davenport, Salida Lum- 
ber Co., Salida, Colo.; Hugh G. Gaines, Gaines 
Lumber Co., Dolores, Colo.; J. R. Hamidy, 
Bell Lumber Co., Oak Creek, Colo.; Chet E. 


Stewart, A. P. Stewart Lumber Co., Ther- 
mopolis, Wyo.; John Y. Woldrup, O’Malley 
Lumber & Supply Co., Gallup, N. M., and 





A candid shot of Claude Richardson, Denver dealer, who is about to partake 
of some of the late Will Roger's specialty. From left to right—Fred Mitchell, 
Center, Colo., Frank Traylor, "Chicle" Richardson and Matt Millison, all of 


Denver 


J. V. Glenn, Glenn Lumber Co., Inc., Silver 
City, N. M. ; 

The hold-over directors are: Fred Harsch, 
Fred Harsch Lumber Co., Johnstown, Colo.; 
J. W. Accola, Beach Lumber Co., Edgewater, 
Colo.; Kenneth R. Shaw, Las Animas Lumber 
Co., Las Animas, Colo.; J. W. French, Tom- 
kins Hardware Co., Creede, Colo.; W. G. 
McDonald, United Lumber & Mercantile Co., 
Glenwood Springs, Colo.; A. O. Bloedorn, Tor- 
rington Lumber & Coal Co., Torrington, Wyo.; 
L. D. Stith, Tucumcari Lumber Co., Tucum- 
cari, N. M., and Walter Harrison, Kemp Lum- 
ber Co., Roswell, N. M. 


Resolutions adopted included requests for: 
Extension of Title No. 1 of the FHA after 
July 1; economy and efficiency in Government 
and free enterprise; less Government competi- 
tion with private business; and opposed the 
proposed Wagner bill for expansion of the ac- 
tivities of the Housing Authority and character- 
ized Government relief expenditures as “waste- 
ful and unsatisfactory”; endorsed the “Tested 
Selling Methods” campaign of the Merchandis- 
ing Institute of the National Retail Lumber 
Dealers association. 


Restarts Veneer Plant 


SattsBury, N. C., Feb. 6.—The new veneer 
plant of Beck & Secrest Veneer Co. on Dia- 
mond Hill, near here, began operation last 
month with thirty on the payroll. This enter- 
prise, formerly Armfield Veneer Co., was 
burned last July. Modern machinery has been 
installed. Owners and operators are R. R. 
Beck and E. A. Secrest. 
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Kentuckians Join Swelling Chorus of 
Better Merchandising 


Largest Lumber Dealer Meeting Ever Held in State Devotes Most of 
Three-Day Session to Discussing Ideas to Improve Sales Methods 


LouIsvILLeE, Ky., Jan. 26—Members of the 
Kentucky Lumber & Supply Association today 
closed their final session of the 1939 conven- 
tion with the election of officers and adoption 
of resolutions. Unopposed for office were Presi- 
dent Rumsey Taylor, Princeton; Vice-presi- 
dent, R. C. McNay, Erlanger; and Leo Kila- 
rer, Jr., Louisville, secretary-treasurer. 

Directors included Roy Jenkins, Elizabeth- 
town, Ky.; Don Campbell, Lebanon, Ky., who 
is president of the National Retail Lumber 
Dealers Association; Stewart Campbell, Louis- 
ville; Lucien Ruby, Madisonville; Felix Drake, 
Owensboro; C. J. Tate, Lexington; H. A. 
Scott, Harlan; E. L. Sandusky, Lexington; 
and Joseph Adkinson, retiring president, Car- 
rollton. 

Following the conference Secretary Klarer 
reported that the convention was the largest 
the organization had ever held. Nearly 800 
people were registered, and the organization 
has the largest paid membership since the 
days of the code. Between the opening date 
of the 1938 convention, held in February, and 
the 1939 convention, held in January, member- 
ship in the association showed an increase 
of approximately 60 per cent, indicating that 
the retailers in Kentucky realize that they 
need the facilities of such an organization. 
Mr. Klarer also stated that the change in as- 
sociation rules, about two years ago, when 
the organization changed its name from the 
Kentucky Retail Lumber Dealers Associa- 
tion, to the Kentucky Lumber & Supply As- 
sociation, and opened its roster to supply 
houses, had proved to be very favorable and 
has been the means of securing additional mem- 
bers who would not have come into a strictly 
lumber group. 

Likewise there were more and better ex- 
hibits this year than ever before, with a total 
of 59. The exhibits took up the entire ball- 
room of the Brown Hotel, and extended into 
other rooms of the mezzanine. All meetings 
were held in the South room, and those at- 
tending the meetings had to pass through the 
main exhibits to reach the convention head- 
quarters. 


Stress Merchandising 


The greater part of the three-day meeting 
was given over to merchandising and selling. 
Outstanding speakers directed the educational 
program, which was run off without a hitch, 
with all speakers present, and very little floor 
discussion. 

On Wednesday afternoon; following an open 
session, a conference was held for members 
only, to take up association business matters. 

The Tuesday morning session was opened 
with a benediction by the Rev. H. L. Moore, 
Carrollton M. E. Church, Carrollton, Ky., 
who was introduced as “Our President’s Spirit- 
ual Counsellor,” by Joseph N. Adkinson, presi- 
dent of the association. George Holmes, Louis- 
ville, manager of the “Kentucky Tax Reduc- 
tion Association,” welcomed the delegates. Mr. 
Holmes told the association members that the 
present huge national deficit presented the un- 
happy picture of an invisible mortgage of 
about $2,000 on every home in the country 
and is deterring many prospective builders 
from plunging into building or home buying 
ventures since improved real estate will be 
the most vulnerable object of future taxation, 
after the tax advocates have exhausted all 


other places to secure additional income. 
Rumsey Taylor, Princeton, Ky., who later 
in the convention was elected president, with- 
out opposition, to serve during 1939, handled 
the response to Mr. Holmes’ address of wel- 


come, 
1938 a Good Year 


Joseph N. Adkinson, president, Carrollton, 
Ky., in the president’s address, laid stress on 
the fact that business has been exceptionally 
good in the lumber and allied industries due 
to widespread residential and commercial con- 
struction, along with much government financed 
construction of one sort or another. He held 
that tobacco warehousing and farm building 
construction had contributed considerable to 
the 1938 building and construction totals in 
Kentucky. Mr. Adkinson also held that good 
crops had brought good prices and prosperity 
to the farmers, especially the tobacco farmers 
in Kentucky, and this coupled with the very 
evident business improvement or pick up over 
the State, indicates profitable business for the 
merchants who go after it, instead of waiting 
for it to come to them. 


Mobilize to Merchandise 


P, L. Whiting, vice-president of Dale Car- 
negie Institute, was on the program for a talk 
on “Secrets in Selling and Getting Along with 
People.” Whiting for three years has been 
associated with Dale Carnegie and has broad- 
ened his experience and talk to include the 
general subject of “How to Win Friends and 
Influence People.” He has shared in teaching 
more than 3,000 men in effective speaking and 
human relations, and prepared his talk for the 
lumber meeting along the lines of “Mobilize 
to Merchandise.” An open forum at which 
dealers were to ask questions and get the an- 
gg was arranged to follow Mr. Whiting’s 
talk. 

Jack L. Bryant, New York, member of the 
Executive Committee, Merchandising Institute, 
National Retail Lumber Dealers Association, 
opened the second Tuesday session with a talk 
on “Tested Selling Methods.” 


Explains Merchandising Institute 


Bryant in his earlier days was sales man- 
ager for one ‘of the larger phonograph com- 
panies and developed into an outstanding sales 
executive, acquiring an unusual insight into 
advertising and selling. For the past fifteen 
years he has been managing director of the 
Asphalt & Shingle Roofing Institute. His talk 
at Louisville was given over to explaining and 
presenting selling methods, and the sales train- 
ing course of the National Retail Lumber 
Dealers Association and affiliated State and 
regional associations, National Lumber Manu- 
facturers Association, Asphalt Roofing Insti- 
tute, Insulation Institute and other groups. 
His talk was followed by open forum discus- 
sion of topics presented. 

He said the United States is the nation “with 
the biggest market, with most money, but with 
the poorest sellers. 

“Ninety per cent of all goods sold,” he con- 
tinued, “is bought by customers whose busi- 
ness is unsolicited. Seventy per cent of all 
goods bought is sold by only 20 per cent 
of the nation’s salesmen.” 

He said lumber salesmen need “trained per- 


sistence” rather than inspiration in “securing 
customers, not scalping them.” 

He compared poor salesmanship to the pan- 
handlers who demanded that persons stop and 
answer his plea. Both panhandlers and sales- 
men, he said, would have a better chance with 
their “customers” if they “fell in step with 
them.” 

Felix Drake, Owensboro, Ky., urged train- 
ing in salesmanship schools—“Where I learned 
more in six weeks than I did in thirty-five 
years of business.” 

Robert L. Duncan, Lexington, field secretary 
of the association, promised co-operation and 
attendance at each class in salesmanship formed 
by the dealers. 

Cliff Treas, Benton, Ky., said that the lum- 
ber dealer needs salesmanship training “be- 
cause today he is getting competition from 
many businesses outside the lumber field.” 

Dealers had been asked in advance to have 
as many of their yard men, salesmen and em- 
ployes as possible to hear Mr. Bryant. 

A dinner for past presidents, officers and 
directcrs concluded the first day’s conferences. 

On Wednesday morning there was a break- 
fast meeting, with Don A. Campbell, Leba- 
non, Ky., speaking directly after the breakfast. 
Mr. Campbell, president of the National Re- 
tail Lumber Dealers Association, spoke on 
the national association’s 1939 program. 


Urges Support of FHA 


Mr. Campbell urged militant support of the 
FHA program in its present form. He held 
that strong opposition is expected to the con- 
tinuance of that portion of the act authoriz- 
ing insurance loans on reconstruction and re- 
pair of existing structures. Mr. Campbell 
stated that FHA officials have co-operated 
with the industry and home builder in every 
way possible and that the organization has 
been greatly responsible for a huge increase 
in building trade activity. 


Large Home Building Market 


The speaker held that of 8,000,000 dwell- 
ing units inspected in a national governmental 
survey, 60 per cent were found to be in de- 
plorable condition, with 16 per cent uninhabit- 
able. He also touched on the need on the 
part of the home owner, and the potential 
business that this report discloses as_ being 
strong factors in favor of continuance of the 
FHA agency on its present basis. He held 
that during the past year, through the aid of 
this act, approximately $200,000,000 worth of 
construction has been completed, meaning con- 
siderable employment of labor, more and _ bet- 
ter housing, and a better housed public. 

Mr. Campbell took a hard crack at the 
U. S. Housing Authority’s slum clearance pro- 
gram as having been tried and found wanting. 
He held that it has merely given to a specially 
privileged group of families housing facilities 
at less than cost, and worked a hardship on 
real estate owners—that is owners of rental 
properties. He held that many of those who 
are or will be housed in this cheap new hous- 
ing are able to pay their own way in the nor- 
mal rental market. He held that “we are still 
faced with providing homes for those who 
cannot afford to pay more than $4 a month 
per room, and for whom these structures are 
theoretically intended, but who apparently have 
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not been aided greatly, as others who are well 
able to pay more, have been obtaining the 
cheap facilities. Mr. Campbell also stressed 
the effect of such construction on building or 
buying of property by investors on a specula- 
tive basis, being of the opinion that it would 
tend to reduce property values. 


Small Homes Demonstration 


Mr. Campbell discussed the small homes 
program of 1939; benefits to accrue to the 
building industry by the organization of “The 
Producers Council” as an organization of the 
leading producers of various materials used 
in the building industry. Twice president of 
the National Retail Lumber Dealers Associa- 
tion Mr. Campbell is very conversant with 
national building conditions and programs, 
and as a Kentuckian, is popular with the Ken- 


tucky body. 
Talks About Teco 


The Wednesday afternoon’ session was 
opened by James H. Carr, Jr., Washington, 
D. C., with the topic “Capture New Markets.” 
As structural engineer for the Timber Engi- 
neering Co., exclusive distributor of “Teco 
Fasteners,” he presented an illustrated talk on 
the numerous uses of wood in large spans, 
trusses, heavy construction, etc. 

Sid L. Darling, New York City, under the 
topic “Can It Be Done?” spoke chiefly on 
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munity, who pay for taxes, light, rent, local 
services, and who trade with local merchants; 
whereas, the trucker is under no expense in 
the community in which he sells. 


Urges Truck Regulation 


He held that the itinerant’s position is made 
possible through lack of regulatory laws by 
the State and Federal governments, which 
regulate other methods of transportation. He 
held that requirements of a regulatory act in 
Kentucky should embody a highway license, 
liability insurance, surety bonds, and restraint 
from selling merchandise below the standards 
of organized dealers. He praised regulated 
railroad transportation which offers a price- 
making basis due to established and non-fluc- 
tuating rates. 

On Thursday morning there was a break- 
fast session for associate members, exhibitors, 
representatives, directors and dealers, with 
any and all subjects permissible as an open 
forum for the general industry. 


Selling the Woman 


This was followed by the regular business 
session, at which Mrs. Bess Gearhart Morri- 
son, Lincoln, Neb., spoke from the woman’s 
viewpoint, in a talk on salesmanship. Mrs. 
Morrison said: “Old Dr. Emerson may have 
known about the mouse trap industry in his 
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credits and collections, as an attorney and as 
secretary-directing manager of the National 
American Wholesale Lumber Association. 

H. L. Trader, of Kansas City, Mo. dis- 
cussed “Railroad Transportation vs. Truck 
Transportation in Relation to the Building Sup- 
ply Dealer,” speaking from the standpoint of 
a railroad. He is executive General Agent 
of the Missouri Pacific Railroad. 


Discusses Itinerant Truckers 


Mr. Trader contended that activities of un- 
regulated itinerant trucking merchants not only 
hurt the dealers, but consumers as well. He 
contended that such operators undersell the 
community dealers, but the consumers often 
find that the small savings “that seemed so 
gratifying at first,” are more than spent for 
necessary repairs that develop later as a result 
of having been hoodwinked into buying in- 
ferior materials, on which they have no re- 
course. He predicted that a number of mid- 
western States would introduce bills in their 
legislatures to regulate such activities. He 
also pointed out that itinerant truckers hurt 
the communities in which they operate by tak- 
ing business away from dealers in the com- 


time but if you want to eat today you had 
better not wait for customers to beat a path 
to your door.” The speaker held that of all 
the nation’s major businesses the lumber in- 
dustry has the most to learn about salesman- 
ship, advertising, merchandise display and pub- 
licity, and added a few tips on selling to women. 

She held that women “buy from their hearts, 
not from their heads, like men, and men are 
more inclined to think from the standpoint 
of cost, comfort and stomach.” She held that 
in selling to women, dealers should forget 
about board feet or cost, and talk color, 
warmth, beauty, labor saving, etc. 


Free Enterprise Key to Recovery 


Dr. Alfred P. Haake, Chicago, managing 
director of the National Association of Fur- 
niture Manufacturers, credited with writing 
the first model code under N. I. R. A., but now 
a critic of New Deal methods, and one of the 
first outspoken opponents of N. R. A., held 
that free enterprise is the way to recovery. 
He stated that the first real step in this direc- 
tion will come when business men take their 
hands out of the Government’s pockets and 
try to stand on their own feet. He contended 
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that it is nothing but a delusion to figure that 
something can be had for nothing. Govern- 
ment aid, logically, must bring Government 
control, 


The speaker said: “The totalitarian State in 
Europe, which we profess to abhor, is the 
natural outgrowth of Government control. I 
was mistaken when first supporting the N. R. 
A., in believing that people in business can 
be legislated into goodness and fair competi- 
tion. That can only come through education, 
a desire to bring about better conditions on 
the part of the individuals, and a willingness 
to co-operate, instead of demanding laws, reg- 
ulations, etc., to do what we should be able 
to do for ourselves, and which cannot be prop- 
erly done through legislation. 


The annual banquet and entertainment was 
held in the Brown Hotel roof, garden on 
Wednesday evening, Jan. 25th, the dinner be- 
ing accompanied by a floor show and fol- 
lowed by a dance. 


The Convention Committee was composed of 
Jos. N. Adkinson, chairman; Stuart C. Camp- 
bell, Louisville, and Rumsey Taylor, Prince- 
ton. 

The Nominating Committee was composed 
of Jos. F. Pettus, Miss Lucy Jane Chadwick, 
Felix E. Drake, H. Bennet, and Tudor 
Jones. 

The Resolutions Committee was composed 
of Porter Nunnelly, Neff Jenkins, Frank C. 
Anderson, Cliff Treas, and W. W. Owsley. 


The Ladies Entertainment Committee was 
composed of Mrs. Jos. N. Adkinson, Mrs. 
Frank Anderson, Mrs. Frank E. Bibb, Mrs. 
Don A. Campbell, Mrs. Stuart Campbell, Mrs. 
Wm. Deutschke, Mrs. Ed Drevenstedt, Mrs. 
Leo Klarer, Jr., and Mrs. Keith Summer- 
hayes. 


Ladies’ Program Varied 


Ladies entertainment included a very in- 
teresting trip to the great Brown & William- 
son tobacco plant, where ‘the ladies marveled 
at mass production of cigarettes and tobacco 
by machinery. They were served luncheon at 
the tobacco company cafeteria, and presented 
with souvenirs. A trip was also made to 
WHAS, the radio station of the Courier Jour- 
nal and Times, where the ladies also saw an 
edition of a large city newspaper in the mak- 
ing. There was a luncheon at the Brown Ho- 
tel roof prior to the trip to the newspaper 
plant. On the final day there was a luncheon 
at the Canary Cottage, at which Mrs. Bess 
Gearhart Morrison, of Lincoln, Neb., was the 
guest speaker. 


Important among the resolutions was one 
endorsing the program of the Merchandising 
Institute, pledging support, and urging mem- 
bers of the association to enroll. Another 
urged members to co-operate with the Small 
Homes Demonstration program by building 
demonstration homes. It was resolved that 
the associataion advocate legislation to make 
provisions similar to those now contained in 
Title 1 a permanent part of the National Hous- 
ing Act. 





Additional Surveys Made on 
Depleted Forest Areas 


The Pacific Northwest Forest Experiment 
Station, Portland, Ore., has just released forest 
statistics for Columbia County, Oregon. Since 
the forest survey of Oregon and Washington 
was completed, depletion due to logging and 
fire has been large in many of the counties. In 
order to keep the inventory data up-to-date 
several of the counties in which depletion has 
been the greatest are being re-inventoried. In 
1937 the survey was made current in Clatsop 
County, Oregon, and Grays Harbor County, 
Washington, and in 1938 the revision was car- 
ried on in Snohomish, Pierce and Pacific 
Counties, Washington, and Columbia and Coos 
Counties, Oregon. The county statistics men- 
tioned may be obtained from the Station at 424 
United States Court House, Portland, Ore. 
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West Coast Courageously Adjusts to 


Improves Products and Fits Them More Closely to Home Building Needs--Studies 
Means to Lower Transportation Costs and to Aid Retailer in His Merchandising 


Tacoma, WASH., Jan. 27.—The twenty-eighth 
annual stockholders meeting of the West Coast 
Lumbermen’s Association, held in Tacoma 
today, was an open forum type, shorn of con- 
vention form. Discussions were led by mem- 
bers of the industry, with each and every one 
present urgently requested to express his views. 


Industry Changes Reviewed By President 


Edmund Hayes, president of the association, 
opened the meeting with a sketch of the West 
Coast industry’s history and present problems, 
saying in part: 

“The West Coast lumber industry has been 
confronted with more problems in the last five 
years both as to market and operating condi- 
tions than in any previous period in its history. 
Wars, rumors of wars, and nationalistic trade 
treaties have almost obliterated our foreign 
markets; financial reverses of our railroads have 
severely restricted that most important con- 
sumer of our product; heavy industry has failed 
to revive to any marked degree; so that the 
dwindling of these three important sources of 
large timber cutting has created a_ serious 
operating and financial situation amongst our 
mills. The resulting alternative of cutting the 
log into dimension and boards for domestic 
consumption has immeasurably increased the 
amount of low-grade lumber seeking a market. 
Building code restrictions, FHA mortgage loan 
requirements, and a more exacting public have 
accentuated the mills’ difficulties. In addition to 
all these, the industry has been faced with a 
constantly-increasing cost of manufacture until, 
at the present time, as far as competition is 
concerned, we are on a pinnacle above other 
lumber-producing countries and districts. Un- 
doubtedly, if this situation continues, our in- 
dustry will face a constantly restricted market 
for its product. 


Must Face Problems Co-operatively 


“Perhaps our troubles lie more in changing 
markets and conditions which require changes 
in our thinking and methods. It seems rather 
self-evident that a new epoch politically and 
economically has been and is in the making; 
that our only salvation lies in together studying 
these changing conditions and working them 
out co-operatively. The West Coast Lumber- 
men’s Association, in spite of these stormy times, 
I believe, is in the best condition today of its 
entire history. One of its most important func- 
tions is the determination of policies and the 
solution of our mutual problems arising under 
the changing markets and conditions referred 
to. One hears occasionally the criticism that 
the association is run by the same old wheel- 
horses. The difficulty which we meet up with 
is that many individuals are unable or unwilling 
to spend time in association work and the will- 
ing ones are chosen too many times. It is 
important to each and every one of us that our 
association be maintained at its greatest strength 
and efficiency. If the industry as a whole does 
not prosper, I cannot see where any individual 
operations can do so for long.” 


Secretary Tells Setbacks, Opportunities 


W. B. Greeley, secretary-manager, declared 
that “1938 was a tough year for West Coast 
lumber.” He continued: 

“In the twelve months as a whole, our camps 
and mills operated about half time. The indus- 
try received a severe setback through the con- 
tinued loss of overseas trade and the inability 
of the Government to help restore it by recipro- 
cal negotiations. West Coast exports for the 
year were about 280 million feet, or 514 percent 
of all shipments. Barring only the days of the 
World War, this was our smallest volume of 


offshore business in thirty years. We. have a 
declining market for low-grade lumber. This 
comes about partly from lack of export outlets; 
partly from dearth of heavy construction in the 
United States; and partly from stiffer specifi- 
cations in home building. West Coast lumber 
has to carry the burden of high costs of produc- 
tion and—now—of higher costs in rail transpor- 
tation. These have pared down the movement 
of our lumber into markets competitive with 
other woods. 


More Than Held Own in Home Building 


“But there are brighter spots. Lumber more 
than held its own in the 360,000 houses built 
by the United States last year. This was not 
wholly because lumber is the old stand-by build- 
ing material. It is partly the result of effective 
promotion of low-cost housing with wood. Our 
National association has led all other building 
materials in constructive demonstrations of the 
economy and beauty of the lumber-built homes, 
appealing to the individual taste that still re- 
mains one of the strongest home-building in- 
stincts of our people. In the Northwest, we 
have shown how the forest-product associations 
and their members can work effectively with 
our retail distributors in bringing about the 
building of more homes. Western Homes 
Foundation had its start at this meeting one 
year ago. It has taken a place in the national 
upswing of low-cost housing. Lumber is also 
gaining ground as an engineering material in 
general construction. 


Can Turn Knocks Into Boosts 


“We are working hard to make the very 
discrimination against No. 3 lumber in southern 
California an opportunity to reinstate its use 
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on a larger scale than before as Pre-Cut Fram- 
ing. The situation created by the recent 
foreign trade agreements is an opportunity to 
educate the people of the country and the Gov- 
ernmental agencies on the fundamental necessity 
for protecting American wages and working 
standards and the sustained use of our forest 
land for timber crops. The setback to lumber 
transportation from the late advances in rail 
tariffs, together with the present national con- 
cern over the whole railroad problem, should be 
our opportunity to reopen the study of lumber 
freights and find a better way to meet the traffic 
needs of carriers and of lumber.” 


In spite of the discouraging business of the 
past several years, the West Coast lumber 


industry faces the immediate future with deter- 
mination to regain lost markets and secure 
new ones. It is especially heartened by the 
trend of business in home building. During 
the past several years, exceptional progress has 
been made in the improvement of products, 
heading toward fuller utilization and meeting 
technical requirements with intelligent specifica- 
tions, engineering designs, improved grading etc. 

Discussions were held strictly to industry 
problems, with such well known general topics 
as lumber grades and inspection, grade mark- 
ing, trade promotion, tariffs and foreign trade, 
lumber traffic and transportation—and the ses- 
sions were closed with a showing of a National 
Lumber Manufacturers Association film on 
“Low Cost Housing.” 


Improving Both Products and Service 


Some of the latest developments affecting 
West Coast products are: (A) Solid Wood 
Wall Construction, (B) Pre-Cut house framing, 
(C) Improved grade of No. 3 common, (D) 
Engineers’ designs for heavy timber structures, 
These are just a few of the latest developments. 
During the past few years, quality and appear- 
ance of West Coast lumber products have been 
improved more than for decades previous, and, 
in addition, much progress has been made in 
intelligent service to distributors. 


Officers and Trustees Are Elected 


On recommendation of the board of trustees, 
stockholders ratified an amendment to the by- 
laws restricting and changing the terms of 
trustees. The purpose of this amendment was 
to increase the rotation of members on the 
board, thereby placing more of them in close 
touch with the work of the association. 

Edmund ‘Hayes, Clackamas Lumber Co., 
Beaver Creek, Ore., was re-elected president; 
H. W. Stutchell, Eclipse Mill Co., Everett, 
vice president for Washington; George T. 
Gerlinger, Willamette Valley Lumber Co., 
Dallas, Ore., vice president for Oregon. 

Trustees at large are Charles H. Ingram, 
Tacoma, Wash.; T. V. Larsen, Noti, Ore,; O. R. 
Miller, Portland, Ore. 

District trustees are W. W. Keyes, Belling- 
ham; Roy W. Thomas, Everett; E. C. Stone, 
Seattle; L. L. Doud, Tacoma; Arthur N. An- 
derson, Olympia; C. S. Polson, Hoquiam; C. E. 
Miller, Warrenton, Ore.; W. W. Clark, Linn- 
ton, Ore.; J. S. Magladry, Eugene, Ore.; Wil- 
liam Vaughan, Marshfield, Ore. 

Special group trustees are H. J. Bratlie, 
cedar group; J. L. Bridge, independent log- 
gers’ group; H. G. Horrocks, treating plant; 
J. D. Tennant, honorary trustee. 


Vote to Improve No. 3 Grade 


C. G. Kinney, Clark & Wilson Lumber Co., 
Linnton, Ore., and chairman of the grading and 
inspection committee, lead the discussion on that 
subject. One of its results was that the stock- 
holders voted to improve No. 3 common grade 
2x3,- 2x4- and 2x6-inch, by eliminating the 
small spots of soft decay which have previously 
been allowed in that grade. The grading com- 
mittee was also instructed to continue the study 
of the so-called 1,000-pound joist grade, the 
thought being to produce a joist grade suitable 
for shorter spans and lighter loads than the 
requirements for the present No. 1 common. 
This grade could be secured by utilizing a large 
percentage of the present No. 2 common grade. 

Grade marking is making progress, stimulated 
by FHA requiring it and by the action of re- 
tailers in certain territories. General practice 
among manufacturers is to grade mark lumber 
whenever specified by buyers. 


Aids Retailer to Sell Small Homes 


Corydon Wagner, chairman of the trade 
promotion committee presided over the discus- 
sion of that subject. Mr. Wagner reviewed 
the work of the department during the past 
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Drastic Shifts in Outlets for Products 


Effects of Losses in Overseas Trade May Educate People to Necessity for Protecting Home 
Markets -- Addition of “USA” to Grade Marks, to Identify Them for Public Use, Urged 


year, pointing out that it had taken as its ob- 
jective of most importance the promotion of 
the small home. Its efforts to help the retailer 
in this field included publication of plans and 
of a manual on how to set up a home building 
program, 

An interesting action last year was the in- 
troduction by T. C. Combs, of the association 
staff at the Los Angeles offices, of a policy 
of selling prefabricated framing lumber in 
southern California. There forty-nine houses 
were built during the year with pre-cut framing 
from No. 3 dimension. Use of pre-cut framing 
has made a substantial saving for the builder. 


Another important part of the work has been 
the improvement in enginering designs for 
structural work. Also during the year, a design 
for a wooden silo was put in the hands of the 
dealer. An interesting publication of the asso- 
ciation was) a planbook entitled ‘Modern 
Schools of Wood.” 

The trade promotion committee has approved 
a plan for hiring a promotion man, so that this 
work can be separated from the engineering 
work of the promotion department. 


Urges Larger Funds for Promotion 


T. K. May, West Coast Lumbermen’s Asso- 
ciation staff engineer, described the work of his 
department in designing heavy timber construc- 
tion. 

H. R. Northup, assistant secretary, National 
Lumber Manufacturers Association, discussed 
“How Lumber Can Hold the Lead in the Na- 
tional Building of Low-Cost Homes.” He 
pointed out that the 1939 prediction is for a 
40 percent increase in residential building over 
1938. 

One of the greatest accomplishments of the 
year was pointed out as the West Coast lumber 
industry’s co-operation with the Western Retail 
Lumbermen’s Association in the organization 
known as Western Homes Foundation. 


Urges Greater Co-operation With Dealer 


Capt. Alfred Collier, Swan Lake Moulding 
Co., Klamath Falls, Ore., former president of 
Western Retail Lumbermen’s Association, 
brought the members to their feet for a seventh 
inning stretch, and then gave a straight from 
the shoulder dissertation on the opportunities 
for the manufacturers to co-operate with their 
retail dealers in developing more and more 
business for both. He complimented the manu- 
facturers on the growing friendliness in their 
relations with retailers. Among other things he 
stated that the lumber manufacturing industry 
must put tools into the hands of the retailers 
to help them sell lumber. 


BRITISH COLUMBIA MILLS TAKE FIRST PLACE IN WORLD LUMBER 
TRADE... FROM NORTH PACIFIC COAST 


I 1932 | 1 





Want Protection of Excise on Imports 


E. W. Demarest, Tacoma, chairman of the 
committee on Government relations, led the 
discussion on foreign trade and domestic 
tariffs. Mr. Demarest has long devoted much 
time to this important industry work. He 
pointed out that the large majority of the 
members of the association are desirous of re- 
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taining the excise tax which expires next June. 
They would like to see this made a permanent 
feature of the United States tariff program. 


Would Add "USA" to Domestic Marks 


As to grade marking, the committee is recom- 
mending that the letters “USA” be included in 
all grade marks used by association mills. The 
recent trade treaties, consummated by the 
United States and Canada, eliminated require- 
ments for marking all imported lumber with 
its origin. The use of this kind of grade marks 
should make it possible for Government agen- 
cies purchasing lumber products to distinguish 
between the domestic produced and imported 
lumber. 


The committee is entering a protest against 
the United State Government proposal to spend 
money for research on tropical hardwood in 
foreign countries. The association feels that 
there is not enough money available now for 





These charts are ex- 
cerpted from “Lumber 
Facts on the American 
Trade Agreements with 
England and Canada," 
prepared by the West 
Coast Lumbermen's As- 
sociation, Seattle, Wash. 
The association has also 
prepared an analysis of 
the effects on every 
Washington and Oregon 
home of a man-made 
calamity, the loss of 
lumber export trade, 
under the title “Vanish- 
ing Ships and Missing 
Men" 
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domestic forest research, which should have first 
call on Governmental expenditures. 


New Rail Rate Suggestions Discussed 


George T. Gerlinger, Dallas, Ore., chairman 
of the traffic committee, discussed various ques- 
tions which had been sent in to the association 
regarding its ratebook, and its attitude on rail 
and water shipping, the proposed bulk rate to 
California, a suggested special rate on low 
grade lumber, and various other such subjects 
which are still under consideration. 

He expressed as a general principle that West 
Coast lumbermen should work for lower rates 
whenever and wherever they can get them, as 
low rates would be profitable to both mills and 
carriers. He pointed out that the traffic de- 
partment had a bad year in regard to rail rates, 
having lost about 5 percent. 


Claims Baltic Is Real Competition in Britain 


J. O. Cameron, Cameron Lumber Co., Vic- 
toria, B. C., a member of West Coast Lumber- 
men’s Association of many years standing, took 
occasion to point out to the manufacturers some 
of the viewpoints of Canadian manufacturers 
regarding the British and American trade 
treaty. Mr. Cameron called attention to state- 
ments, in the publicity matter of American 
mills, and said that it was wrong to regard 
decreases in American foreign business as 
having been caused by Canadian competi- 
tion. He quoted statistics for both before and 
after the British Empire trade pact was made, 
showing the total imports of the United King- 
dom and what percentages were from British 
Columbia and what from the United States. 
Mr. Cameron showed the immense amount of 
trade promotion work the British Columbia 
mills have done in the United Kingdom to in- 
crease their business and get some of the orders 
that had always gone to Baltic countries. He 
pointed out that, if the British Empire prefer- 
ence in the United Kingdom were taken off 
the small sizes and low grades, the business 
would be lost to Canadian mills, but would not 
be gained by American mills, as it would all 
go to the Baltic as it had in the past, and 
American mills would in no measure be helped. 
Mr. Cameron was well received by his many 
American friends and competitors, who have 
known and respected him for many years. 
However, few of them would completely sub- 
scribe to his conclusions, 
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New York, Feb. 6.—Members of the North- 
eastern Retail Lumbermen’s Association evident- 
ly caught the spirit of its 1939 slogan, “Mobilize 
to Merchandise,” for they came early Monday, 
January 23, for the preliminaries—and stayed 
late in steadily increasing numbers until when 
sessions ended Thursday afternoon nearly 
three thousand members and guests had regis- 
tered, following closely and with keen interest 
the unfolding of plans and specifications of a 
new and advanced merchandising program re- 
cently launched by the Merchandising Institute 
of the National Retail Lumber Dealers’ Asso- 
ciation. 

[Note—A report of the opening sessions of 
this convention appeared on page 33 of the 
Jan, 28 issue.—Editor.] 


The plan was outlined at this convention by 
Hawley W. Wilbur, West Allis, Wisconsin, 
who graciously credited its inception and de- 
velopment to Paul S. Collier, secretary-manager 
of the Northeastern. The result of a four-year 
study was the recent formation of the Institute 
and the publication of its text book on “Tested 
Selling Methods,” now being adopted as a 
standard guide to better merchandising by 
scores of retail distributors of building material. 
George M. Stevens of Stevens-Eaton Co., New 
York, took the platform to urge its general 
adoption by all eastern dealers, declaring that 
“It is the finest thing ever attempted by this 
or any other association of retailers.” 


Bridgeport Mayor Speaks 


Two features listed for the opening session 
on Tuesday drew a capacity audience. One 
was an address by the famous socialist Mayor 
of Bridgeport, Conn., Hon. Jasper McLevy, 
who related methods he had applied as mayor 
to secure a proper equivalent for every public 
dollar expended as a first step toward honest 
government and some relief from the tax bur- 
den. He was followed by Roy Wenzlick, 
president of Real Estate Analysts of St. Louis 
whose subject was “The 1939 Building Out- 
look.” He had made a similar forecast one 
year ago in this same room. He had then 
stated that there would be a slow start in the 
earlier months of 1938 with a steady increase 
in the latter half. Actual charted results for 
that year show a building gain by mid-year of 
3.2 percent, rising until in December the gain 
stood at 36 percent. Looking ahead he de- 
clared, “We are not going into a real building 
boom until somewhere in the early ’40’s. Gen- 
eral business will be slow until May, and the 
year will show an increase of about ten percent. 
New residential construction will increase 40 
to 60 percent, mostly in the lower price 
brackets. The office building outlook for 1939 
is very poor. Grouping all construction, there 
has been an increase in New England through 
1938 of 15 percent and in all northeastern states 
of 33% percent. This was a better showing 
than was made in any other section of the coun- 
trv. Building in 1939 will start slowly but will 
increase steadily and will be quite strong to- 
ward the end.” 

Plied with questions from the dealers, he in- 
sisted that inflation was inevitable, that there 
would be another business collapse before a 
building boom would get under way; that there 
would be very little price rise in the early 
half of the year, but some advances in the later 
months. He insisted that there would be no 
major war in Europe in 1939. 


Two Morning Sessions 


The Wednesday morning sessions were 
divided into two groups, one lead by F. Howard 
Hinckley of Yarmouthport, Mass., and the other 
by J. E. Detweiler, Rochester, N. Y. “Pro- 
tecting the Home Owners Investment” was the 
subject treated by the Hinckley group. Joshua 
A. Nickerson, Chatham, president Massachusetts 
Retail Lumber Dealers’ Association, urged 
the selling of proper materials, laying emphasis 
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upon the practice of grade marking lumber, and 
assuring the buyer of a limited moisture content 
when the lumber is delivered to him. Hal B. 
Alston, manager of Durable Woods Institute, 
New York, felt that the dealer should guide 
the home builder by “Specifying the Right 
Material for the Right Use.” G. L. Conley, 
eastern sales manager for Libbey-Owens-Ford 
Glass Co., ended this session with a discussion 
of “What Window Conditioning Means to the 
Home Owner.” 


Discuss Operating and Selling 


The Detweiler group discussed “Operating 
and Selling Methods.” Paul L. Jones, presi- 
dent of the Westport (Conn.) Lumber Co., 
outlined his plan for the “control of credit 
extension,” and William Rochford of Wash- 
ington suggested means for saving profits 
through control of the cost factors. 

After lunch the entire company re-assembled 
in the main convention hall when the first 
number on the program was an address by Dr. 
Wilson Compton, Washington, manager of Na- 
tional Lumber Manufacturers Association. He 
reviewed the inception and development by his 
association of the present low-cost housing 
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tion, a unique voluntary co-operation of over 
30 of the principal building material anq 
equipment industries and national housing and 
home-financing agencies, with the local co- 
operation of thousands of alert and progres. 
sive lumber dealers and home builders 
throughout the United States. 

This activity, initiated two years ago by 
the N.L.M.A., the N.R.L.D.A. and other major 
industries interested in home building, has 
been incorporated recently. It is now more 
completely organized, with more adequate staff 
and facilities to assist those dealers who wish 
to rise above the average of their profession, 
and to become in their own communities the 
recognized headquarters for home building in. 
formation and home building services, as well 
as for home building materials. 

After all, home building is a local matter, 
Each community has its particular conditions, 
local preferences and special needs. The tech- 
nical and merchandising progress of the build- 
ing material and equipment industries can 
be useful only to the extent that you will 
yourselves translate them into terms of the 
local conditions, needs and preferences of your 
own communities. That, no one can do for 
you. : ; 

The next hour was devoted to a discussion 
of the latest development in the science of 
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campaign and pointed out its profit possibilities 
for the retail lumber dealer through 1939. He 
said in part: 

More than 5000 representative lumber deal- 
ers throughout the United States have, during 
the past two years, co-operated in the Na- 
tional Small Homes Demonstration program. 
It needs, and I am sure it will have, your 
continued interest, especially those among you 
who are interested not only in this year and 
next year, but in the possibility of a satisfac- 
tory and profitable business, and along with 
it, the opportunities for a valuable contribu- 
tion to the public welfare, for many years to 
come. 

Additional evidence of this co-operation be- 
tween the lumber manufacturer and the lum- 
ber dealer can be found in the newly founded 
Merchandising Institute of the N.R.L.D.A., and 
the establishment of a Public Relations Divi- 
sion. 

Today we know that more than two-thirds 
of American families cannot afford to build 
or to own or to rent a modern home costing 
over $5000. That is the reason why the major 
building material and equipment industries 
and forward-looking dealers and builders are 
now focusing their thought, and pinning their 
faith on small homes costing not more than 
$5,000. That is the single idea around which 
has been built the Small Homes Demonstra- 


retail lumber merchandising—“Tested Selling 
Methods”—which was lead by Hawley W. Wil- 
bur of West Allis, Wis., president of the Mer- 
chandising Institute of the National Retail 
Lumber Dealers Association. At the conclusion 
of his vigorous presentation of this new and 
progressive selling plan many in the audience 
who had already installed the new service paid 
tribute to its real value to the retail dealer. 

The session was climaxed by an address by 
James H. (Jim) Kimball, trade humorist and 
retail dealer at Hingham, Mass., whose subject 
was “We Are Different.” 


Adopt Resolutions 


At the opening session on Thursday the reso- 
lutions committee presented the results of its 
work in the form of a long list of proposals 
which were adopted “en bloc.” One strongly 
advocated the continuation of Title I of the 
National Housing Act; another urged the ex- 
tension of the use of grade marked lumber as 
protection for the consumer against the delivery 
of inferior stock; another urged that dealers 
properly inform the public as to the current 
low cost of the completed house; another 
heartily endorsed the program of the Merchan- 
dising Institute and urged all members to in- 
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In High Gear Through Last Session 


stall “Tested Selling Methods” as standard in 
their selling practices. A fitting testimonial of 
respect to the 25 members who had passed 
away within the year was presented and 
adopted. Resolutions covering the emergency 
marketing of “Down” timber in New England 
and endorsing the small homes demonstration 
program are summarily as follows: 


That this Association pledges its co-opera- 
tion to the manufacturers of this wind-blown 
timber to assist in bringing about an orderly 
marketing of their products, and hereby urges 
each of its members and every retailer of lum- 
ber to do his utmost to increase the general use 
of New England White Pine lumber. 


WHEREAS: The nation-wide Small Home 
Demonstration program undertaken by the Na- 
tional Lumber Manufacturers Association 
jointly with the National Retail Lumber Deal- 
ers Association has demonstrated over a pe- 
riod of two years its value in focusing public 
attention on the fact that private enterprise 
with the aid of existing materials and existing 
facilities is capable of solving the small home 
problem, and 


WHEREAS: Plans are now under way to 


At the afternoon session there was an ad- 
dress by Elizabeth Gordon of Good House- 
keeping Magazine who presented the woman’s 
point of view in creating new business for the 
lumber dealer. There was a crowded conven- 
tion hall when Lewis H. Brown, president of 
Johns-Manville, offered his stirring address 
which was titled “Change an Essential to 
Modern Merchandising.” Mr. Brown has 
gained a nation wide reputation as a leader 
in thought and action in the campaign to re- 
store business confidence, and after tracing the 
changes in merchandising practices from the 
old days to the new, he concluded with “We 
must meet each change squarely if we are to 
remain successfully in business.” 


Building and Loan Man Speaks 


Clarence T. Rice, president, United States 
Building and Loan League, came from Kansas 
City to address the Thursday morning session 
on the subject “How the Building and Loan 
Association will work with the Retail Lumber 
Dealer in 1939.” After commending the 
Northeastern on the work it is doing, Mr. Rice 
said: 

We can narrow the most important factors 
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standardize equipment and construction units 
with the object of still further substantially 
reducing construction costs in the low cost 
field, therefore be it 


RESOLVED: That this Association pledge 
its full co-operation and assistance in further- 
ing this program and urge its members to co- 
operate by building similar demonstration homes 
in their own communities. 


There followed a symposium involving sell- 
ing methods. P. G. Butler, president of Ware- 
Butler Co., Waterville, Maine, advocated closer 
contacts with the home owner to avoid com- 
petition with the super-salesman. He would 
prefer to sell the owner the complete house at 
$5,000, into which normal profits have been 
figured, than to sell the carpenter $2,000 of 
material at a close competitive markup of say 
20 per cent, to go into the same house. Find- 
ley M. Torrence, Xenia, Ohio, followed with an 
outline of his experience in selling the finished 
home. He had made a real success of scores 
of such orders where he had furnished every- 
thing from sound advice, financing and plans 
until the home of a satisfied customer was 
ready for use. 


which will contribute to the ability and will- 
ingness of our private citizens to indulge 
themselves in new homes down to three, and 
on each of these your business and mine can 
co-operate. The first is the emphasis on the 
house which is within the price range of 
most of the people you have to depend upon 
to do the buying—the average citizen. The 
second is assurance that the kind of financing 
is offered which will be satisfactory to the 
individual consumer—financing which can be 
arranged not only at low cost, but also with- 
out red tape and without delay. The third 
is to reduce the home owners’ taxes. 


Savings, building and loan associations are 
in a frame of mind where they are willing 
to join hands with the building material deal- 
ers, and with other people who are responsi- 
ble for the building of the individual homes 
of this land, in some genuine attempt to 
build inexpensive, good houses. We will be 
ready with the financing. That is our pri- 
mary 1939 job. I am here today to enlist an 
expanding co-operation between our business 
and yours to the end that we may both do 
a more worthwhile job in our communities. 
Those of you who know the savings, building 
and loan association from older contacts 
realize that we are the only specialists in 
home financing this country has. We don’t 
lend our money for any other purpose. 


Just a couple of weeks ago it was announced 
that combined efforts of material and equip- 
ment men, financiers and government agen- 
cies were to be harnessed for a great cam- 
paign of advertising, publicity and home 
owner consultation service, to speed the 
building boom. The savings, building and 
loan people and some of the lumbermen have 
already been doing that on a small scale. 
This year will be a most appropriate time 
for them to do more of it. Full-page and 
half-page ads in the newspapers on home 
ownership are possible if all of the building 
forces in the community unite to pay the 
bill. I think this procedure would be infi- 
nitely worthwhile. Why wouldn’t it be quite 
simple for the savings, building and loan as- 
sociation in your town to lend you one of its 
men during the period of the home-building 
shows you hold, give him a corner where he 
could hold forth, and turn over to him all of 
the inquiries people make about financing 
homes. This is another way in which we can 
co-operate. 

As nearly as we can estimate this early, 
the associations in the United States made 
about $800,000,000 in loans to home owners 
last year. They placed probably $225,000,000 
for new construction, about $65,000,000 for 
modernization. That is the case of savings, 
building and loan associations in relation to 
your markets in a single year. I am quite 
sure there is no other single group of insti- 
tutions which has played so large a part in 
financing the building of homes. More than 
half of the new single-family homes built 
last year were paid for with money from 
savings and loan. 


Officers and Directors for 1939 


The committee on nominations of officers for 
the ensuing year reported the following list 
which was unanimously adopted: 

President—George R. Ainsworth, 
Philip Thomas’ Sons Co., Utica, N. Y. 

ist vice pres.—F. Howard Hinckley, John 
Hinckley & Sons Co., Yarmouthport, Mass. 

2nd vice pres.—J. A. Detweiler, Exchange 
Lumber Co., Rochester, N. Y. 

3rd vice pres.—Lester R. Stewart, Scarsdale 
Supply Co., Scarsdale, N. Y. 

4th vice pres.—Norman P. Mason, Wm. P. 
Proctor Co., N. Chelmsford, Mass. 

Treasurer—W. G. Sweet, Harris, McHenry 
& Baker Co., Elmira, N. Y. 

Directors for 1939—J. G. Paquette, Laconia, 
N. H.; Frank O’Connell, Rutland, Vt.; Harold 
H. Jackson, Augusta, Maine; Robert H. Cham- 
plin, West Warwick, R. I.; J. Francis Smith, 
Waterbury, Conn.; Joshua A. Nickerson, Chat- 
ham, Mass.; 1940—Frank Davis, Hartford, 
Conn.; 1941—Andrew H. Dykes, New York 
City; Frank Winters, Plattsburg, N. Y.; E. A. 
Roy, Chicopee, Mass.; Earl Clum, Sloatsburg, 
N. Y.; Stanley Cox, Amityville, N. Y.; Howard 
Brower, Hempstead, N. Y. 


The new president—George R. Ainsworth— 
is a native of Flint, Mich. At the age of 18 
he left his farm home near Flint to enter lum- 
bering in the Adirondacks. In 1912 he joined 
forces with Philip Thomas’ Sons (Inc.), re- 
tail dealers and woodworkers at Utica, N. Y., 
of which company he is now the executive 
head. He has one son, a graduate of Dart- 
mouth and now a practicing physician. 

The new name appearing in the list of vice 
presidents is that of Norman P. Mason of 
William Proctor Co., North Chelmsford, Mass. 
He is also a vice president of Massachusetts 
Retail Association and secretary of the Sliver 
(Golf) Club of the Boston district. Of the 
names listed for the board of directors all are 
new members except Robert H. Champlin and 
E. A. Roy. Mr. Champlin’s term expires at 
the next annual and Mr. Roy’s in 1941. 

Entertainment features during the conven- 
tion included the annual banquet on Wednes- 
day evening, theatre parties Tuesday and 
Thursday evenings with a generous program 
of events for the ladies arranged by a com- 
mittee of 15 ladies headed by Mrs. Frank M. 
Carpenter, New Rochelle, N. Y. 


Pres, 
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Success Crowns Campaign of Texas 
Dealers for Grade-Marked Lumber 


Datias, TeEx., Feb. 6. — 
Citizens of Dallas recently 
were somewhat startled to 
note in one of the city news- 
papers a bold headline “A 
Sad, Sad Story” and read it 
to find that it was the confes- 
sion of a man who built a ga- 
rage out of “cheap, unsea- 
soned, green lumber” and 
found that he had “saved $3, 
but it cost him $60 in the 
end.” This was one of a series 
of striking advertisements be- 
ing carried in local news- 
papers as part of a campaign 
in behalf of better construc- 
tion through the use of grade- 
marked lumber. This is a 
program sponsored by a group 
of retail lumber and building 
material dealers who are de- 
termined that, in so far as lies 
in their power, home builders 
will be saved from the costly 
and unhappy results of shoddy 
construction resulting from 
the use of green lumber of 
poor quality bought and used 
because the home builder fig- 
ured that he could save con- 
siderable in the cost of his 
home if he used the lumber 
offered to him at a lower 
price. In the particular case 
referred to in the “Sad, Sad 
Story” headline, a citizen vol- 
untarily wrote a letter ac- 
knowledging the mistake he 
had made, and advising that 
“there’s one person in Dallas 
who’s learned his lesson.” In 
this letter, this man contin- 
ued: 

I built a garage four months ago 
out of the cheapest lumber I could 
find, because I figured it didn’t 
matter how a garage looked any- 
way, and a month ago I noticed 
that you could see light from the 
inside between every piece of sid- 
ing used for the walls. So I ripped 
off every board and put it back 
on tight like it should be, and to 
my amazement it required an extra 
piece of siding to fill out the dis- 
tance from top to bottom. 

Actually this cheap lumber that 
I’d saved approximately $3 on had 
shrunk that much (almost 10 per- 
cent I figured). 

The repair job cost me $60, but 
the experience was worth plenty, 
for, if I ever build anything else, 
I'll buy good lumber, I assure you. 

About two years ago, real- 
izing that something should 
be done to correct the evils of 
jerry building and the use of 


green lumber in this territory, 
a number of the leading retail 
dealers planned a co-operative 
program for the education of 
buyers and users. The first 
step in this program was to 
assure home builders that they 
were actually getting the kind 
of lumber specified in good 
construction, which these 
dealers decided could best be 
done by selling only grade- 
marked lumber. Then, as a 
further protection and assur- 
ance, the co-operation of the 
Southern Pine Association 
was obtained, and the services 
of an experienced grader were 


jected, even though it may al- 
ready have been placed in the 
building. 


Home Builders Are 
Pleased with Quality 


It was not an easy task to 
educate the public in the use 
of good lumber, or to induce 
prospective home builders to 
protect themselves by de- 
manding and using only 
grade-marked and _  guaran- 
teed material, for the Dallas 
market was being flooded with 
lumber at lower prices that 
was generally unseasoned and 
often of a quite inferior qual- 
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A glimpse of four of the striking advertisements used by Dallas 
(Tex.) lumbermen in campaign for Grade Marked Lumber 


made available for the inspec- 
tion of lumber when called 
upon, to make sure that the 
lumber in every way met the 
rigid grading rules of that as- 
sociation. An official associa- 
tion inspector was located in 
Dallas, and now, whenever 
there is any possible doubt as 
to the lumber going into a 
building being of the proper 
moisture content and fully 
complying with the grade re- 
quirements as indicated by 
the grade mark, a careful in- 
spection is made, and any in- 
ferior lumber found is re- 


ity and, as is the case in most 
cities, there were contractors 
whose sole object seemed to 
be to buy materials for the 
homes they were building at 
the cheapest possible price, 
without regard to quality and 
with no thought of the loss 
and dissatisfaction to the home 
owner that would eventually 
result. 

Not all of the dealers in 
Dallas are participating in this 
campaign, but a majority of 
them are co-operating, and as 
a result of the thousands of 
dollars that have been ex- 


pended in promoting the use 
of good lumber, the standard 
of construction in Dallas has 
definitely been improved and 
the number of pleased and 
satisfied home owners is con- 
stantly increasing. At the 
same time, Dallas has become 
an outstanding market for 
good lumber, properly manu- 
factured and seasoned and 
bearing the grade mark and 
trade marks that give com- 
plete assurance to the buyers 
that they are getting the kind 
of lumber best suited for the 
purpose and, above all, the 
kind of lumber for which they 
have paid. ; 


Educational Ads Are 
Unsigned 


Taking the lead in this 
movement, and devoting a 
great deal of time and thought 
to it, W. M. Lingo has not 
only constantly worked with 
his fellow dealers in Dallas, 
but has gone into other sec- 
tions preaching the gospel of 
good construction through the 
use of grade marked lumber 
and successful merchandising 
through dealer co-operation. 
He has addressed meetings of 
manufacturers, as well as con- 
ventions of dealers, and has 
proved to be a real evangel 
for the cause. While it is not 
possible to name all the Dallas 
dealers who are co-operating 
and who are doing a fine job 
for the public, for their city 
and for the lumber industry, 
among those who are taking 
a leading part and who are 
enthusiastic about the pro- 
gram, in addition to Mr. 
Lingo, are Jake Richenstein, 
Chas. Brewington, J. M. Wil- 
cox and Winfield Oldham, 
and every one of the co-oper- 
ating dealers is satisfied that 
this program has done and 
will continue to do much to 
make Dallas outstanding as a 
city of well built homes, a 
leader in the use of good lum- 
ber, and a shining example of 
successful modern merchandis- 
ing. 

Copy used in the newspaper 
advertising is attention com- 
pelling and, in order to free it 
from the appearance of com- 
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mercialism, no names are 
signed to the ads, each of 
which, in addition to its edu- 
cational message, closes with 
this suggestion: “Insist on 
Kiln. Dried S. P. A. Grade 
Marked Lumber for Your 
Home. Available at All Repu- 
table Lumber Dealers.” Thus 
there is no partiality shown, 
and the prospective buyer can 
use his discretion and buy 
anywhere, feeling assured 
that if he demands kiln dried, 
grade marked lumber and ac- 
cepts no other, he will be safe. 

The cost of the campaign is 
paid from a fund contributed 
by the dealers who are co-op- 
erating. In order to further 
the use of grade marked lum- 
ber, the Southern Pine Asso- 
ciation is co-operating through 
;aintaining in Dallas an in- 
spector whose services are 
made available at any time to 
any home builder or pur- 
chaser of grade marked lum- 
ber, free of cost. 

Recognized as an outstand- 
ing authority on effective mod- 
ern merchandising is A. A. 
Hood, of the Johns-Manville 
Co. During one of the J-M 
sales schools held in Dallas 
recently, Mr. Hood was the 
guest of the Dallas dealers at 
a dinner. He complimented 
these dealers highly on the 
work they are doing, and said 
that he knew of only one other 
city in the United States that 
is successfully operating under 
a similar plan. He was par- 
ticularly pleased with the ad- 
vertising copy being used, es- 
pecially one piece which re- 
produced an illustration from 
a recent issue of the magazine 
Esquire and used it to drive 
home in an effective way the 
desirability of building with 
grade marked lumber. 


Signs Mark Properly 
Built Homes 


All of these advertisements 
are timely and carry a real 
punch. As examples, note 
these extracts from copy and 
headlines: “Did You Get Cash 
for Christmas? If so, why not 
be wise and invest it in a 
down payment on a home of 
your oun? But—don’t take 
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Educational Messages and Homes 
Showing Use of Lumber, Marked 
by Signs, Convince Public 


chances on green lumber. In- 
sist on kiln dried S. P. A. 
grade marked lumber for your 
home.” “You Can’t Judge a 
Book by Its Cover, and you 
can’t always judge a newly- 
built home by its looks. When 
a house is new it looks good 
no matter what kind of lum- 
ber it has been built of. 
Don’t take chances on the 
home you build or buy. If 
you build, insist that every vi- 
tal part is built of genuine S. 
P. A. kiln dried, grade marked 
lumber. If you are buying a 
home built by others, make 
sure it bears this sign, which 
is your protection against 
costly repair bills and loss of 
investment caused by cheap 
green, inferior, unseasoned 
lumber. Look for this sign 
when you go shopping for a 
home.” 

As a further assurance to 
the home builder, dealers are 
placing large placards at the 
houses, indicating that good 
lumber has been or is being 
used in their construction. 

This campaign of the Dallas 
dealers is being materially 
strengthened by the co-opera- 
tion of the FHA, which re- 
quires that all homes in Dallas 
financed by an FHA insured 
mortgage, be built with lum- 
ber that meets the specifica- 
tions of the Southern Pine 
Association. FHA officials 
are very much in sympathy 
with this campaign for the use 
of good lumber and, while as 
yet they have gone no further 
than to require that the lum- 
ber used meet association spe- 
cifications, it is not unreason- 
able to expect that eventually 
they may go further and re- 
quire that all this lumber be 
grade marked. Under pres- 
ent regulations, the builder is 
told specifically what grades of 
lumber may be used in the 
buildings, and these must be 
in accordance with associa- 
tion rules, thus protecting 
both the builder and the fi- 
nancing agency, and under 
this campaign of the Dallas 
dealers the builder is urged to 
secure the further protection 
assured through the use of 
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as metals are tempered 


. another exclusive feature of 


we For a weather proof 
plywood guaranteed 
against separation of 
plies due to moisture 
or any weathering 
condition, specify 
SUPER - Harbord, or 

. “exterior plywood hot- 
pressed with a cresylic 
formaldehyde syn- 
thetic resin binder,and 


e 
\ 
Ve) 
then tempered.” 


SUPER-Harbord, the Outdoor Plywood, 
is tempered in a manner somewhat 
analogous to the process used in metals. 
The “drawing” stage of the operation is 
to relieve the internal stresses in the panel and balance the con- 
struction of the unit so that it behaves uniformly in service. This 
EXCLUSIVE FEATURE is in addition to our patented process* 
which makes it permanently weatherproof. 


ONLY SUPER-Harbord is tempered ... and ONLY through this 
tempering operation is it possible to produce a guaranteed ply- 
wood with lineal expansion, due to moisture or temperature 
changes, reduced to nil—and with the balanced cross-banded con- 
struction that will not crack or split. Exhaustive laboratory tests— 
thousands of actual service uses under every climatic condi.ion— 
have proved that SUPER-Harbord is permanently 

weatherproof. You are cautioned to accept no sub- ee 
stitute for SUPER-Harbord. It is edge-branded for 

your protection. Ask for it by name .. .genuino SEE\OUR 


SUPER-Harbord. aes i 2 









Illustrated here is an ex- 
ample of SUPER-Harbord 
used as exterior covering, 
showing its adaptability to 
modern design in service 
buildings. It is equally 
adaptable for exteriors of 
every building type. Now, 
with new synthetic resin fin- 
ishes, design possibilities 
are further enlarged. Avail- 
able from our distributing 
warehouses are especially 
developed plywood finishes, 
including REZITEX and REZI- 
COTE, manufactured by I. F. 
Laucks, Inc. 


*&*xKKWhen applied on con- 
struction otherwise approved, 
SUPER-Harbord is acceptable 
for F.H.A. Mortgage Insur- 
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HARBOR PLYWOOD CORPORATION, Mills and General Offices 
Hocuiam, Washington 


DISTRIBUTING WAREHOUSES: Atlanta, Baltimore, Chicago, Cincinnati, 
Cleveland, Columbus, Indianapolis, Jacksonville, Los Angeles, Louisville, 
Milwaukee, New Orleans, Philadelphia, Pittsburgh, San Francisco, Toledo, 
Washington, D. C. 


REPRESENTATIVES: Billings, Denver, Kansas City, Omaha, Worcester. 
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only grade marked lumber. 

It might be mentioned in 
passing that the requirements 
of FHA, not only in Dallas 
but throughout the country, 
and. the growing interest 
among dealers in being able 
to assure buyers that they are 
getting properly seasoned lum- 
ber, is greatly increasing the 
use of moisture meters by the 
dealers, who with this equip- 
ment are prepared to deter- 
mine the moisture content of 
lumber at any time. 

This campaign of the Dallas 
dealers is outstanding, and is 
attracting attention from deal- 
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ers in all sections. Now that 
the success of the campaign is 
assured and it has been in op- 
eration long enough to prove 
its efficacy in educating and 
protecting the public from the 
use of inferior and green lum- 
ber in home building, it is 
quite certain that other sec- 
tions soon will begin to fol- 
low this example and inaugu- 
rate similar movements that 
will tend to raise the stand- 
ards of construction every- 
where and remove one of the 
most potent causes of dis- 
satisfaction with wood con- 
struction. A. L. F. 





Lone Star State Busy Building Homes 


(Continued from page 33) 
will be visited and inspected with interest by many of the 
dealers who will attend the convention in Beaumont in April. 


Active Secretary Watches Retailers’ Interests 


An extremely busy individual is C. A. Pickett, active and 
energetic secretary of the Lumbermen’s Association of Texas, 
who, in addition to his duties in that connection, manages to 
find time to serve as president of the Young Democrats of 
Texas and, as chairman of the President’s Ball committee, suc- 
cessfully managed several of these events. As head of the 
Young Democrats of Texas, he recently went to Washington 
and turned over to Chairman Farley, of the National Demo- 
cratic Committee, almost $20,000, raised at Jackson Day din- 
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Houston, was able to report receipt of $4,000 for the infantile 
paralysis fund. Mr. Pickett is watching closely legislation in 
Texas that affects in any way the interests of the retail lumber 
dealers. Accompanied by President Carl Locke, he is prepar- 
ing now for a swing through west Texas to hold a series of 
district meetings, at which local problems of the dealers will 
be discussed, as well as those of Statewide interest. Mr. Pickett 
is a graduate of the Northwestern University School for Trade 
Association Secretaries, and is successfully applying methods 
learned in that school to the conduct of the Texas association, 
Mr. Pickett is ably assisted by Miss Grace Collins, who also is 
being trained for secretarial work in the Northwestern school, 
Mr. Pickett expects this year’s annual convention, at Beau- 
mont, to be outstanding from a business and practical stand- 
point. Among other speakers will be a representative of the 
Retail Merchandising Institute. As a result of the district 
meetings and of this presentation at the annual meeting, it is 
believed that many of the Texas dealers will enroll for the 
Institute course. A number already have enrolled, but it is 
hoped to greatly increase this number and that “Tested Selling 
Methods” soon will be found in at least a majority of the retail 
lumber yards of Texas. 


Imperial Potentate, and Lumberman, Entertained 


An event in Mystic Shrine circles in Houston within the 
past few days was an official visit by Imperial Potentate A. A. 
D. (Andy) Rahn, of Minneapolis. Mr. Rahn, nationally 
known in the lumber industry through his connection with the 
Shevlin-Carpenter interests, traveling in a private car, and 
accompanied by Mrs. Rahn, has been enjoying a visit in Mex- 
ico. On the way back a stop was made in San Antonio, and 
Mr. Rahn was accompanied to Houston by officials of Arabia 
Temple, of that city. In Houston the Imperial Potentate was 
entertained with a trip down the Houston ship channel to the 
San Jacinto battle ground, and a dinner dance in the evening 
at the Rice Hotel, after which Mr. and Mrs. Rahn continued 





ners, and as chairman of the President’s Ball committee in 


their journey back to their home in Minneapolis. 


A. L. F. 
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INSPECTED AND CERTIFIED BY THE ” 
NATIONAL OAK FLOORING 
MANUFACTURERS ASSOCIATION 
TO MEET ALL REQUIREMENTS OF THE 

COMMERCIAL STANDARD C.S. 56-36 AS ISSUED 

GY THE NATIONAL BUREAU OF STANDARDS OF THE 

U.S. DEPARTMENT OF COMMERCE, WASHINGTON, D.C. 

COPYRIGHT 





enables you to meet Hardwood Floor Specifications 


with Oak Glooring Guaranteed Jor Grade 


NOFMA is the only oak flooring guaranteed 
for grade. It is produced exclusively by the 
members of the National Oak Flooring Manu- 
facturers’ Association, comprising the leading 
manufacturers in the industry. 


The NOFMA copyrighted label, attached to 
the flooring bundles, positively identifies this 
superior product. Furthermore, the NOFMA 
label definitely states the grade of the flooring 
and guarantees it under the grading rules of 
the Association (the recognized grading and 
inspection authority for the industry). 


WRITE FOR 
YOUR COPIES 


papers 
Oak Flooring 
j GRADING RULES ; 











» Aso |NOFMA 
NATIONAL OAK FLOORING MANUFACTURERS’ ASS’N [cesar 


2119 DERMON BUILDING, MEMPHIS, TENNESSEE 


NOFMA grades meet all requirements of 
Commercial Standards CS-56-36 as issued by 
the Bureau of Standards, U. S. Dept. of Com- 
merce; and by the same token qualify for 
Federal specifications. 


Here then, is your answer to sharp pencil 
competition ... NOFMA pedigreed and certi- 
fied Oak Flooring ... guaranteed for grade... 
and as fine quality as can be produced by the 
nation’s leading manufacturers. Line up with 
a NOFMA manufacturer. And write today for 
Grading Rules and other valuable Sales Aids. 

Reg. U. S. Pat. Office 
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Northeastern Manufacturers Debate 
Grade Marking, Wages- 


Hours, Timber Salvage 


New York, Feb. 6.—The annual meeting of 
the Northeastern Lumber Manufacturers Asso- 
ciation, held at the Commodore Hotel, this city, 
on Wednesday, Jan. 25, brought out a large 
attendance of the membership; and it also 
marked the withdrawal of Edward W. Treen 
from the office of executive secretary, though 
he will continue to serve the organization as its 
vice president, to which office he was chosen 
at this} meeting. On Feb. 15 he will take an 
important position with the Kennett Co., at 
Conway, N. H. 

Mr. Treen came to the organization in 1933 
to guide its activities through the difficult days 
under the NRA, and until the Lumber Code ex- 
pired in June, 1935. The group was then 
definitely organized as a trade association and 
under Mr. Treen’s guidance, as secretary-treas- 
urer, the lumber manufacturers of New Eng- 
land, New York State and Pennsylvania have 
accomplished much in developing definite and 
acceptable grading rules to cover eastern pine 
and spruce. Mr. Treen is 43 years of age, and 
with his wife and two sons (15 and 11) will 
make a happy addition to the community at 
Conway, N. H. He was graduated from New 
York State College of Forestry in 1917. After 
serving two years in 
the World War as a 
lieutenant of field ar- 
tillery he has devoted 
twenty-odd years to the 
lumber industry. He 
gained manufacturing 
experience prior to 1919 
with the Meadow River 





EDWARD W. TREEN 
Resigns as Secretary 





Lumber Co., Rainelle, 
W. Va., and with the 
Lamb-Fish Lumber Co., 
at Charleston, Miss. 
From 1921 to 1929 he 
served as purchasing 
agent with the hardwood 
firm of Taylor & Crate 
(Inc.), at Buffalo, and 
from 1929 to 1933 was assistant secretary of 
the National Hardwood Lumber Association, 
with offices at Chicago, from which position he 
was drafted in 1933 to organize the Northeast- 
ern manufacturers under the Lumber Code. 

_ Mr. Treen is now at Association headquarters 
in 42nd street, clearing up details before leaving 
on the 15th for his new home in Conway. 

At the business session on the 25th, which 
was presided over by President W. H. Dalton, 
of the Augusta (Maine) Lumber Co., the 
following officers for ensuing year were chosen: 


President—R. G. Brownell, 
Lumber Co., Sheffield, Pa. 

Vice Pres.—E. W. Treen, The Kennett Co., 
Conway, N. H. 

Directors for three years—W. H. Dalton, 
Augusta Lumber Co., Augusta, Maine; Owen 
Johnson, Johnson Lumber Co., Manchester, 
N. H.; H. A. Hanlon, Cotton & Hanlon, Odessa, 
N. Y.; H. H. Sharpe, L. B. Brockett Lumber 
Co., Johnsonville, N. Y. 


Central Penn. 


The directors are considering several well 
equipped executives and in a few days will 
announce the successor to Mr. Treen as secre- 
tary and treasurer. 

A delegation from the Northeastern Retail 
Lumbermen’s Association on Jan. 24 met with 
the directors of this association for a conference 
as to the growing demand for grade marked 





lumber, following which the directors adopted 
the following proposal: 

“That the Northeastern Lumber Manufac- 
turers Association promptly investigate grade- 
marking procedure, set up and copyright grade- 
marks and place grade-marking in effect as 
promptly as possible on Northeastern soft- 
woods.” 

The directors felt that the responsible mills 
in the territory served by these association 
mills were vitally interested in the present trend 
in this territory toward the wide use of grade- 
marked softwoods, and believe that its intelli- 
gent adoption and use will improve the standing 
and increase the use of Northeastern lumber. 


Demonstration Lumber House 


In connection with the construction of a 
$10,000 two story demonstration lumber house 
at the New York World’s Fair, sponsored by 
the National Lumber Manufacturers’ Associa- 
tion, the directors instructed the secretary to 
inform the sponsors that the Northeastern man- 
ufacturers’ association would supply (manufac- 
tured to specification) enough character marked 
birch paneling for the walls of the living room 
and dining room, and enough knotty white pine 
paneling to cover the walls of one bedroom. 

The annual and final report of Secretary- 
Treasurer Treen showed that all bills were paid, 
leaving a comfortable cash balance. There are 
78 operators on the membership rolls. It re- 
viewed all activities of the association and laid 
special emphasis upon the scope and property 
loss wholly in association territory resulting 
from the September hurricane and outlined in- 
dividual and association action toward timber 
salvage, and control of the fire hazard. 

At the morning session there was a question- 
and-answer period devoted to the effect of the 
Wage and Hour law upon the lumber industry. 
The questions were framed by Attorney 
D. Theodore Kelly, counsel for the association, 
and the answers were given by Maj. A. J 
Fletcher, of Washington, assistant administrator 
of the Wage and Hour Division. A complete 
transcript in printed form will soon be available. 
E. W. Tinker, of the Forest Service, who heads 
the Northeastern Timber Salvage Administra- 
tion, with temporary headquarters in Boston, 
presented a graphic story of forest conditions in 
New England and outlined the emergency work 
and problems of his army of trained federal 
foresters in salvaging the “down” logs and in 
reducing so far as possible the hazard of forest 
fires in the Spring. 





Insulation Convention Marks 


Company's 51st Anniversary 


New York, N. Y., Feb. 7.—The Standard 
Lime & Stone Co., Baltimore, Md., manufac- 
turer of Capitol rock wool home insulation, is 
marking its fifty-first anniversary with two 
conventions for the company’s insulation dealers 
and their sales manager. The convention for 
the eastern group closed here today and the 
western group will meet in Chicago at the 
Palmer House February 16-17. The Standard 
Lime & Stone Co., pioneer in the insulation in- 
—. is one of the largest producers of rock 
wool. 

Robert F. Fahy, manager of the insulation di- 
vision, who delivered the keynote address at the 
meeting here, will also be in charge of the Chi- 
cago meeting, outlining the company’s 1939 pro- 
motion program, which offers closer co-opera- 
tion with dealers, particularly in sales and in- 
stallation assistance. 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 








OAK me 


--CAREFULLY SELECTED LUMBER-- 
--PROPERLY KILN DRIED-- 
--PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W.R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, 


Band Sawn -- 
Own Manufacture -- 


HARDWOODS Sit, Tire 
CYPRESS -- 
YELLOW 2154- sort suomr 
PINE = ““Siow ana soanps 

Yard Items Treated -- 
¢ MIXED CARS ¢ 
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ARKANSAS 











MISS. 





We take this means of announcing to 
the trade that we are now cutting a con- 
siderable quantity of exceptionally nice 
Yellow Pine, and will be in a position 
to serve the trade in straight or mixed 
cars in both Hardwoods and Pine. 


We particularly solicit inquiries for . 
and better kiln-dried Finish and No. 3 
and better Dimension and Boards 4” to 
12”, and especially small dense timbers 
without heart specifications. We can cut 
lengths up to 24’. 


Eastman- Gardiner 











HARDWOOD CO* 


LAUREL, MISSISSIPPI 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TIMBERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 
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Defies Time 


Wear and Weather 


a 
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LONG LEAF 


ABER AN 
| Yellow Pine 





Aristocrat of Structural Woods 


Time tells the true story of Wier’s Long 
Leaf Yellow Pine. For years and years 
this trustworthy lumber has been meet- 
ing the needs of heavy construction— 
standing the strains, bearing the bur- 
dens. It's good business to supply 
your customers with lumber like this. 
Our Wiergate mills, largest in Texas, 
have finest modern equipment to pro- 
duce highest quality Long Leaf Pine. 
Tell us your needs. 


WIER LONG LEAF LUMBER CO. 


HOUSTON, TEXAS. 


Mills: Wiergate, Texas. 








Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 
We specialize in Oak and Poplar. 
Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 


Careful attention to inquiries and 
orders, Let us hear from you. 


WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 


NDU Bett 


LUMBER LUMBER CO. Inc. Tite 
ELIZABETH, LOUISIANA 
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YELLOW PIN E 


Timbers, chemically treated to 
prevent stain. 





Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 
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IOWANS RALLY AT 1939 
MERCHANDISING CLINIC 


Des Mornes, Iowa, Feb. 6.—Jamming to 
capacity “The Little Red Schoolhouse for 
Lumbermen,” an average of 600 dealers attended 
each business session of the 1939 Merchandising 
Clinic sponsored by the Iowa Retail Lumber- 
men’s Association in the Hotel Savery, Feb. 1, 
2 and 3. Of the total convention registration 
amounting to 1915, 843 were dealers, 676 were 
exhibitors, 396 were guests. There were 128 
exhibits in the Des Moines Coliseum. 

Horace Greenwood of Emerson was elected 
president of the Association, succeeding G. H 
Jamison of Oelwein, who was in turn elected 
trustee at large. Trustees held over in office 
include R. V. Porter of Oskaloosa, trustee at 
large, and J. W. Jones of Shenandoah. Other 
trustees elected were Ed Johnson, Sioux City; 
Arthur Andersen, Council Bluffs; John Grant, 
Rolfe; Ed Beebe, Hampton; John Gregg, Post- 
ville; J. H. Ritchie, Sabula; Gene Harlan, In- 
dianola; Walter H. France, Sigourney. The 
board appointed John Grant, vice-president; 
Arthur Andersen, Council Bluffs; John Grant, 
treasurer; and W. H. Badeaux was reappointed 
executive secretary. 


Association Changes Name 


By action of the board the association’s name 
was changed from the Iowa Association of 
Lumber and Building Material Dealers to The 
Iowa Retail Lumbermen’s Association. 

Highlight of the first afternoon was the three 
act playlet sponsored by the Iowa Lumbermen’s 
Association, The Federal Housing Administra- 
tion, and the Mortgage Investment Corporation. 
It was written by H. S. Wormhoudt of Ot- 
tumwa. The playlet made clear the funda- 
mentals of selling under FHA. 

Bring out hidden values in merchandising 
and present them in a dramatic manner from 
the customer’s point of view, said Arthur H. 
Brayton, secretary of Des Moines Convention 
Bureau. Mr. Brayton went on to quote from 
a survey on “Why People Buy,” saying that 
5% buy for quality, 12% buy because it’s 
advertised, 14% buy because of price, 19% buy 
because of location of the merchandise or 
the place of business is handy. That’s half, 
and the other 50% or half of the whole buy- 
ing public buy because of their liking for the 
merchandise or service as developed by some 
particular salesman. . .. Remember, too, at 
an early age nearly everyone falls in love 
with himself and that love quickly develops 
into a lifelong romance with the result that 
buying interest is centered first, last and all 
the time in the question “What’s it going to 
do for me?” 


George W. Dulany, Jr., Snark of the Uni- 
verse, officiated at the Hoo Hoo Concatenation 
in the Club Room of the Savery Hotel at 
4.59. Twenty-seven members were initiated. 


Merchandising Institute Session 


Business Management Day opened Thursday 
morning with a special session of the Merchan- 
dising Institute of the National Retail Lumber 
Dealers Association under the direction of O. C. 
Lance, secretary of the Northwestern Lumber- 
men’s Association. 

Here’s a plan that works, encouraged O. C. 
Lance in Thursday afternoon’s session, a plan 
of merchandising which has been used for ten 
years by one of our lumber dealers. This 
firm has been in business forty years. Ten 
years ago this firm found that rapid trans- 
portation, low prices, cheap goods, powerful 
advertising programs working in many forms, 
and increased selling costs were forcing them 
to change their plan of merchandising. The 
new plan as evolved by this company has 
worked and here it is as given by the com- 
pany head. 

First, he buys advertising because it in- 
vites customers. And right off the bat in his 
advertising campaign he gives his lumber 
yard a modern exterior. Attractive signs 
read “Home Building Headquarters” and “Re- 
modeling Headquarters,” thus impressing the 


customer that his lumber yard is a head- 
quarters and not just a conveying depot for 
lumber, plaster, cement, etc. Then he sees 
that he has an attractive window display. If 
an attractive window display is good to pro- 
mote the services of a department, drug or 
music store, then it is equally as good to 
promote his service. He changes his window 
displays frequently and Keeps them clean, In 
his inviting display room he tries to demon- 
strate just how the product he wants to sel] 
will look in actual use. Then once or twice 
a year he has “goodwill” or “appreciation” 
days when he invites all his customers to 
come in on a certain afternoon at a certain 


hour. He serves coffee, candy, ice-cream 
cones; he gives prizes; he has exhibits in 
his yard. There may be a motion picture 


to entertain his guests. He makes a special 
appeal to women and children—to women be- 
cause they control most of the money—to 
the children because they are the potential 
customers of tomorrow. He uses newspaper 
ads—one ad each week—emphasizing the 
thought behind the company slogan “Build 
and Pay the Easy Way.” 


Emphasizes Customer's View 


Second, he emphasizes selling from the 
customer’s viewpoint—stressing quality, util- 
ity, and meeting objections, Whenever pos- 
sible he works with the contractor, but not 
for him. 

Third, he emphasizes personnel or man- 
power. This successful dealer says his per- 
sonnel must know the products and their 
uses, must know building construction, must 
know more than his customers, must have 
ambition, enthusiasm and personality. He 
has given his personnel a course in construc- 
tion by the Chicago Technical College and 
now Plans to give them the course in Tested 
Selling Methods. 

Fourth, he stresses installment selling. In 
1938 he trebled his installment selling as over 
1937. At least 10% of his gross sales must 
be installment selling or he feels he is falling 
down on the job. He believes that financing 
removes the largest factor of sales resistance. 


Credit and Collections Important 


Fifth comes the treatment of credits and 
collections, which are really a part of selling. 
This dealer states that definite terms of sale 





W. H. BADEADUX, 
Des Moines, Iowa; 
Executive Secretary 


ARTHUR ANDERSEN, 
Council Bluffs, Ia.; 
Vice President 


are essential, that only paid sales are good 
sales, that debtors desert creditors for cash 
and carry, and that the older the account the 
harder it is to collect. He “ages” every 
account on his books, because based on years 
of experience he has discovered that in most 
cases a 3 months past due account is worth 
85%; a 4 months past due account is worth 
65%; and a 6 months past due account is 
worth 50%. 
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G. H. JAMISON, 
Oelwein, Iowa; 
Retiring President 


H. E. GREENWOOD, 
Emerson, Iowa; 
Elected President 


By following the above five point plan, in 
ten years this successful dealer has_ in- 
ereased his sales volume 60%. One added 
point, if he finds a so-called standardized 
item is not profitable over a period of time 
he discontinues it. 


Profit from Selling, Not Buying 


The importance of installment selling was 
likewise strongly emphasized by Mr. Ray Sab- 
erson, Weyerhaeuser Sales Company, St. Paul, 
in his talk on “Fat Ledgers vs. Hot Cash 
Registers.” “No man can outbuy to such an 
extent that he will make profits on the selling 
end of business,” he said. “Profits come from 
knowing how to sell. Cure for your business 
doesn’t come from being a better buyer—com- 
petition takes care of prices. Cure doesn’t 
come in volume items. Cure comes in install- 
ment selling. It opens up new markets for you. 
It is not a sale taken away from somebody else 
but a sale you have created by rendering a 
service.” 

Mr. Paul Blakemore, President, Coolidge 
Advertising Company, Des Moines, advertising 
counsel retained by the Association to prepare 
the 1939 statewide advertising and merchandis- 
ing drive, emphasized the necessity of dealers 
co-operating and taking advantage of the drive. 


Giese Talks Farm Building 


Professor Henry Giese of Iowa State Col- 
lege, used slides to illustrate points in his talk 
Thursday on “Recent Developments in Farm 
Building Construction.” On Friday, Farm 
Building Day, Professor Giese again talked on 
“Structural Problems in the Construction of 
Farm Buildings” with particular attention on 
resistance to wind pressure in storms. For a 
more complete understanding of these prob- 
lems, Professor Giese urged lumbermen to at- 
tend the Short Course on Farm Construction 
Problems scheduled for February 14 and 15 at 
Iowa State College. 

Another Farm Building Day session to re- 
ceive close interest was the FHA School for 
dealers sponsored by the Federal Housing Ad- 
ministration in Des Moines. Mr. Carl D. 
Whitney, chief underwriter of the FHA in 
Iowa, and Mr, J. Hobbs, underwriting 
supervisor from Washington, assured dealers 
that FHA is anxious to say “yes” to appli- 
cations submitted, but warned lumbermen to 
take care in making out applications for FHA 
loans for their customers and to investigate 
carefully and make sure that the customer is a 
good risk, that the location is o.k., and that 
the plans for the house pass requirements. 

Chief Architect Charles Lamond discussed 
minimum construction requirements for FHA 
house building. . 

“Insulation has the double appeal of econ- 
omy and comfort—with emphasis on comfort,” 
said C. H. Van Vlack, of Iowa State College 
at Ames. “Tests show that insulated walls, 
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ceilings and single glass windows bring a sav- 
ings in heat loss of approximately 28 per cent. 
Add the insulation of double glass windows 
and it will bring heat loss savings to approxi- 
mately 43 percent. In summer, insulation of 
the ceiling and double glass shaded windows 
brings an approximate saving in heat gain of 
60 percent.” Mr. Van Vlack also stressed the 
importance of a_ well-ventilated attic. 

“The Plan’s the Thing,” an entertaining play- 
let sponsored by the Louden Machinery Com- 
pany, Fairfield, was designed to show that “It’s 
easier to sell the farmer barns and farm build- 
ings by using plans.” , 

Two other Farm Building Day attractions 
were “Stokers and Stoker Coal,” a talking pic- 
ture from the Sinclair Coal Company, Kansas 
City, Mo. and a talk and demonstration by 
George C. Bartells, field engineer of the Amer- 
ican Zinc Institute, Chicago, on “Galvanized 
Sheets—Their Selection, Application, Storage 
and Preservation.” 
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Amid much applause, Retiring President 
Jamison was presented with a Remington 
Sportsman Gun from the Association by R. V. 
Porter. 


Entertainment Is Varied 


Entertainment features on the three-day pro- 
gram included singing and instrumental music 
preceding each afternoon session, a Hoo Hoo 
stag dinner and show in the ball room of Hotel 
Savery Wednesday evening, a dance in the 
Hotel Fort Des Moines ball room Thursday 
night, and a banquet, show and dance at Hotel 
Fort Des Moines Friday night. _ 

Meeting in conjunction with the association 
was the Iowa Ladies Auxiliary. Newly elected 
officers in this group are: 

President, Mrs. H. C. Davidson of Storm 
Lake; vice-president, Mrs. E. E. Hiveley of 
Lovilia; secretary, Mrs. Henry Mitchell of 
Des Moines; treasurer, Mrs. Harry Taggart 
of Indianola. 





ESSCO Southern Pine 





There is no better nor more economical 
building material than good lumber 


ESSCO Lumber Is Good Lumber 


There are several species of 
ESSCO Lumber --- all good 


ESSCO Klamath Soft Pine 
ESSCO Oak Flooring ESSCO West Coast Woods 





EXCHANGE SAWMILLS SaALes Co. 
1111 R. A. Long Building, 


ESSCO Hardwoods 


KANSAS CITY, MO. 











Hardwoods 
Plywoods 
Pine 


—— QUALITY lumber — choice 
products of several mills. We can sup- 
ply practically ALL your lumber needs. 
We carry in St. Louis complete stocks 
of Cypress, Oak, Birch, Poplar, Hard 
Maple, Yellow Pine Finish, Walnut, 
Mahogany, Ponderosa, California Sugar 
Pine, Northern White Pine, Plywoods of 
California Pine, Fir, Hardwoods. Full 
lines of Northern and Southern Hard- 
woods, Air-Dried and Kiln-Dried. 


Special—Super Harbord Siding. 


Let us quote on your requirements, or 
fill an order for you. 


FRY-FULTON LUMBER CO. 


146 Carroll St., ST. LOUIS, MO. 
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Long Kerman Large Stocks of 
mus 4x4 and 4x6 


To make a long leaf story short, this Zimmer- 
man Virgin Long Leaf Pine is extra value 
lumber, cut from extra fine timber. It's tough, 
strong, straight and upstanding. For our 
Dimension and Timbers we use the best of 
the Long Leaf—the CREAM of the log. That's 
why our Dimension and Timbers lead in popu- 
larity. That's why they make good on the big 
jobs which demand lumber that can stand the 
strains of heavy service. Lignasan-treated, to 
prevent stain and discoloration. Let this bet- 
ter Long Leaf help you win more trade and 
profit. Straight Car and Mixed Car Service. 


Write us today and tell us your needs. 


JABENTLEY LUMBER 0. 


ZIMMERMAN. LA. 





AM-MEX SALES COMPANY 


INCORPQRATED 


Lumber—Plywood—Tropical Hardwoods 


28 Church Street, Buffalo, N. Y. 


Specializing in 


PLYWOOD of every description 








Idaho— 


Ponderosa— 


California White 
and Sugar Pine 


Cedar and 
West Coast Products 


WHITE PINE 


Also 
Fir Wallboar 


William Schuette Company 


New York 
Offce—4i East 42d St. 





PITTSBURGH, PA. 


= 









MAPLE FLOORING — 














MANISTIQUE, MICHIGAN 





LEMIEUX BROS.,INC. 


FORESTERS —- TIMBER ESTIMATORS 
APPRAISERS --- CIVIL ENGINEERS 
410-11 Maritime Bidg. NEW ORLEANS, LA. 
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Building Continues Gains 


Cost of Building Materials Now 
Far Below 1926 


WasuinctTon, D. C., Feb. 4.—Building ma- 
terials, which represent approximately 55. per- 
cent of a structure’s final cost, are still priced 
far below costs for the so-called “normal” year 
of 1926, and last year’s figures showed a decline 
of 6 percent from the preceding year’s costs, a 
study of U. S. Department of Labor Statistics 
reveals, 

Making public these figures here today, the 
National Retail Lumber Dealers Association 
pointed to the advantages to prospective home 
owners who plan to build on today’s market. 

The cost index figures compiled by the Bu- 
reau of Labor Statistics for 1938, just made 
public, show that building materials as a group 
stood at 90.3 for the year, on the basis of the 
1926 average of 100. This is a decline of ap- 
proximately 6 percent from the 1937 average 
cost figure, 

The significance of this decline in the actual 
cost of a dwelling was stressed by Frank Carna- 
han, secretary of the national dealers’ organiza- 
tion. In the field of low-cost housing, in which 
the association anticipates greatest activity 
during 1939, such a drop represents an im- 
portant factor, he asserted. 

“In the face of propaganda intimating that 
building costs are on the rise,” Mr. Carnahan 
declared, “these Federal statistics speak for 
themselves. They show that the cost of build- 
ing materials is still far below normal, and that 
the trend over the past two years has been 
downward.” 

One of the biggest drops in material costs, as 
shown by the Bureau of Labor Statistics com- 
pilations, was registered by lumber, whose index 
figure stood at 90.9 for 1938, as compared with 
99 for the preceding year. 





San Francisco Building Active 


San Francisco, CAtir., Feb. 4—Weather 
during January was favorable, and authorized 
residential construction in San Francisco totaled 
$1,017,026, compared with $784,828 in Decem- 
ber, 1938, and $815,540 in January, 1938. To- 
tal January construction was $1,490,394, com- 
pared with $1,576,251 last yeare A $1,500,000 
home project, regarded as the greatest single 
group housing project in the West under FHA 
insured loans, has been announced for Oak- 
land, a $1,500,000 home development just south 
of San Mateo is announced, and a San Fran- 
cisco builder will construct 125 residence units, 
aggregating $2,000,000, increase of 33 percent 
over his 1938 program. 





Canadian Housing Act Called 
Salvation of Lumber Trade 


MonTREAL, CANADA, Feb. 6.—New housing, 
the building of homes by owners or for sale, 
was called the salvation and responsibility of 
the lumber trade under conditions of the Na- 
tional Housing Act, by W. J. LeClair, Tor- 
onto, member Housing Act Committee, at a 
meeting of the Montreal Wholesale Lumber 
Dealers’ Association in the Queen’s Hotel. J. 
Taylor Wood, mortgage inspector of the Sun 
Life Assurance Co., also addressed the meeting. 
H. S. Cheesbrough, president of the associa- 
tion, was chairman. 

Mr. LeClair outlined the importance of the 
lumber industry which employs 17 percent of 
Canada’s workmen and attacked the “too great 
dependence of the trade on the export markets.” 
These had failed during the past year when 
10,000,000 feet of pine, 15,000,000 of birch, and 
59,000,000 of spruce had marked the decrease 
in shipments to Great Britain. The decrease 
in shipments to the United States was 28,000,- 
000 feet of pine, 12,000,000 feet of birch, and 
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81,000,000 fect of spruce. The period covered 
was the first eight months of 1938. 

“We have a crying need for low-cost housing 
in Canada,” said Mr. LeClair. “The Nationa] 
Housing Act of 1938 and the Home Improve- 
ment Act of 1937 are life lines to the lumber 
trade.” He urged his listeners, wholesalers, re- 
tailers, contractors, not to sell “lumber” but to 
sell “housing.” 





Says Home Construction Re- 
versed Business Trend 


New Orteans, La., Feb. 6—New home con- 
struction in the United States last year showed 
a gain of at least ten percent over 1937, and 
the gain may reach fifteen percent when all fig- 
ures for the country are complete according to 
a national survey of business conditions reported 
to the annual convention of Investors Syndicate 
here Jan. 26. In the face of a drop in general 
building construction in most sections, as shown 
by reports from 41 States, almost every section 
in the country showed an upward trend in new 
residences in 1938. 

“Despite drops in practically all other busi- 
ness indices last year, as compared with 1937, 
home building moved forward steadily,” said 
Daniel E. Farr, chairman of the board of In- 
vestors Syndicate in commenting on the sur- 
vey. “The liberal policy of the FHA, combined 
with a growing national conviction that home 
ownership is a wise investment, have played a 
leading part in the reversal of the business trend 
by home construction.” 

Mr. Farr said that from present indications, 
and from reports from his company’s 3,500 
representatives throughout the country, 1939 
residential building should exceed the 1938 rec- 
ord by ten to fifteen percent. The survey quoted 
by Mr. Farr showed a low record of arrears 
and foreclosures in the home mortgage field. 

The national survey showed decreases below 
1937 in bank clearings, car loadings, power con- 
sumption and retail sales which followed the 
general business curve for 1938. However, col- 
lections were reported fair to good for every 
section, attributed largely to less extension of 
credit and a more conservative credit policy 
last year. 


Exhibit Shows, by Contrast, 
Good and Bad Building 


OAKLAND, CALIF., Feb. 6.—The outstanding 
feature of the second annual Oakland National 
Housing Exposition held in the Exposition 
building here Jan. 20 to 28 was the educational 
exhibit sponsored by local lumber companies 
and the General Contractors and Builders As- 
sociation of the East Bay. In full-sized con- 
struction, the exhibit showed both the right and 
the wrong way to build a house. One end and 
two sides of a house were built, the left half of 
the end wall and the left side wall were of 
“Jerry” construction, while the right half of 
the end wall and right side wall were of “mas- 
ter” construction. The right half was built 
strictly in accordance with Federal Housing 
Administration construction requirements, while 
the left half had every possible and conceivable 
“Jerry” construction defect. All construction 
parts and details were exposed and _ labeled, 
making the exhibit self-explanatory. The ex- 
hibit was planned and supervised by Alton E. 
Gould of Gould & Kane (Inc.) general con- 
tractors, of Berkeley. 

Also included in the exhibit and fenced in 
with a picket fence were good and bad exam- 
ples of sash, doors, fireplaces, roofing, etc. 
furnished by the lumber companies. 

The participating lumber companies included 
Smith Lumber Co., Lannom Bros. Mfg. Co., 
Atkinson Mill & Mfg. Co., Tilden Lumber Co., 
E. K. Wood Lumber Co., Loop Lumber & 
Mill Co., Hogan Lumber Co., Western Door 
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& Sash Co., Eureka Mill & Lumber Co., Oak- 
land Planing Mill, Strable Hardwood Co., 
Piedmont Lumber Co., Melrose Lumber & 
Supply Co., and Zenith Mill & Lumber Co. 





Residential Building Shows 
Continued Expansion 


The strong upturn in residential building 
which has been in evidence since the spring of 
1938 shows continued expansion as the new 
year opens. Total residential contracts for the 
first three weeks of January, 1939, amounted to 
$50,095,000 in the 37 eastern States, according 
to F. W. Dodge Corporation. This compares 
with $23,637,000 for the comparable period of 
last year, representing a gain of 112 percent. 

Not since 1929 has any January record for 
residential work started so auspiciously. The 
present upsurge surpasses by 12 percent the 
first three-weeks period of 1937 which pre- 
viously had been the highest January total since 
1929. Present indications, therefore, seem to 
point to continued expansion in this class of 
work as the year progresses. 

Two public housing projects having a com- 
bined contract total of $3,254,000 were included 
in the residential record for the first three 
weeks of 1939. 





Ninth Federal Reserve Boasts 
Activity in Home Building 


MINNEAPOLIS, MINN., Feb. 7.—Building con- 
tracts awarded in the Ninth Federal Reserve 
district during 1938 totaled more than those 
awarded in 1937, and were the highest since 
1930, the current report of the Reserve bank 
here shows. 

“Nearly half of the 1938 building total was 
residential building, a larger volume and per- 
centage of the total than in any other year in 
our nine year record,” the report continues. 
“Building permits issued in 46 cities did not 
show the usual seasonal decline in December, 
with the result that the 1938 total was larger 
than in 1937. 

“The outlook for 1939 in residence building 
is for a continuance of this residence building 
program to meet a steadily increasing demand 
for new living quarters. 

“The facts and figures constitute one of the 
reasons for the early interest being shown in 
the Minneapolis Builders’ Show which will be 
held at the Minneapolis Auditorium March 11 
to 18. The building public is desirous of see- 
ing how various materials and equipment may 
be used and to know what new products there 
are in the market.” 





Permanent "House of Homes" 
to Open in New York 


New York, Feb. 6—The House of Homes, 
in Rockefeller Center, assembling under one 
roof three houses, one a two-story house built 
by shoring up a skyscraper, and a hundred ex- 
hibits of home equipment, will be open to the 
public, daily except Sundays, free admission, 
beginning Feb. 28. 

This new clearing house for the home owner 
will fill nearly the entire mezzanine and third 
floors of the International Building with its 
three model houses, special exhibition rooms, 
art gallery, library, miniature theater, and “liv- 
ing office.” The procession of exhibits will 
preview the news in home decoration and archi- 
tecture with special exhibits each month, by 
prominent architects and decorators, to point 
up the latest trend. These exhibits will be 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 
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dramatized in the three model houses, showing 
these and other products in actual use. 

In addition to presenting the newest build- 
ing and decorative products in dramatic dis- 
plays, the House of Homes will maintain a 
staff of fifteen trained attendants. A complete 
library and file of trade journals and architec- 
tural books and magazines will be available 
for free reference. More than 500,000 people 
will visit the exhibition each year, the archi- 
tects estimate. 





Issues Report on Selective Cut- 
ting of Second Growth Pine 


Applied forest management in the South has 
not yet progressed far enough to disclose its 
ultimate financial possibilities, but a recent re- 
port, based on studies made by the Southern 
Forest Experiment Station, New Orleans, La., 
gives the best present estimate of costs and re- 
turns from selective timber management of sec- 
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ond-growth shortleaf and loblolly pine. A report 
dealing with 100,000 acres is contained in the 
station’s Occasional Paper No. 79. Lumbering 
operations have been conducted continuously on 
the property in question for more than thirty 
years. 

Based on the calculations in this paper, sus- 
tained-yield management of large properties of 
shortleaf and loblolly pine is profitable. In fact, 
selective-timber management is currently more 
profitable than clear-cutting, because in the lat- 
ter (1) many small immature trees are cut 
which yield little net income and may result 
in a loss; (2) depletion charges must be added 
to costs; (3) the depreciation costs are in- 
creased; and (4) the business must be con- 
cluded and new investments sought. Selective- 
timber management, on the other hand, is good 
business from the start. It gradually builds up 
the growing stock and at the same time yields 
progressively increasing net returns, which com- 
pare favorably with those from other sound 
investments. 






























All your needs in Southern Pine and Hard- 
woods... all your needs in Treated Lumber 
. .. are met with top-quality products and 
on-time deliveries from the 5 Mills of Ange- 
lina. We have fine large stocks of Short 
Leaf Yellow Pine, Oak, Gum, Elm, Ash, 
Cypress, Gum Veneer. During all our 52 
years of dealer-serving experience, the 
careful handling of our customers’ wants 
and needs have been matters of first con- 









cern in all of the Five Mills of Angelina. 
In Straight or Mixed Cars we can promptly 
ship you REGULAR LUMBER ITEMS, CRE- 
OSOTED ITEMS, "WOLMANIZED" LUM- 
BER, CHROMATED ZINC CHLORIDE- 
TREATED LUMBER. Tell us your needs in 
these: Dimension, Finish, Casing, Base, 
Mouldings, Oak and Maple Flooring, Fence 
Lath, Hardwood Items, Pickets, Plaster 
Lath, Woven Wire Picket Fence. 


We invite your inquiries and orders. They will receive our prompt 
and careful attention. ‘Phone, write or wire. Why not today? 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 


110 N. Franklin St., Chicago, Hl. 
Retail and Industrial Sales 


A. E. BOATRIGHT LUMBER COMPANY, 


111 W. Washington St., Chicago, Ill. 
Railroad and Car Material 


Angelina County Lumber Company, Keltys, Texas 
a ee 


KURTH LUMBER MFG, CO. Clarksville, Texas 


CONROE LUMBER CORPORATION, Conroe, Texas 


ANGELINA HARDWOOD CO. Keltys, Texas 
TROUT CREEK LUMBER CO. Kirbyville, Texas 


TEXAS OAK FLOORING CO. Dallas, Texas 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 
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WasHIncrTon, D. C., Feb. 6.—Following is the National Lumber Manufacturers’ Association’s report for two weeks ended Jan. 28, and for four 
weeks ended that date, covering mills whose statistics for both 1939 and 1938 are available, and percentage comparison with statistics of identical 


mills for the corresponding period of 1938: 


TWO WEEKS: 
Softwoods: 

TE. cs add wees ee adee € tees eadaee 
an Soka écn nett he wead ae ees aneene ee 
I ee ne ee 
SS ree re re 
EE ES I Rs ee 
Northern Pine 


SE NOD ons ccceecareconsneaveuavens 
Hardwoods: 


Southern Hardwoods ............ccceeeeeeees 
PRORCMOTT TEBTOWOOGES onc ccc cccccccccccccses 


ee ce cce eee eeene eens eoeene 

Ce anes birch eh eet aeee esse oe on en 
eh cas ew ae Weer eee enRtenee anes 
Maple Flooring 
FOUR WEEKS 
Softwoods: 
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oe kee wr eine 0.4g nee wee weeeenn 
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Total Softwoods 


Hardwoods: 
Southern Hardwoods 
Northern Hardwoods 
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en kek ne he bbe OEE eS ee. eR wR 


TUnits of Production. 








Av. No. Production Percent Shipments Percent Orders Percent 
Mills 1939 of 1938 193 of 1938 1939 of 1938 
126 61,922,000 103 63,611,000 90 63,126,000 85 
143 184929.000 132 175,093,000 126 181,412'000 116 
120 75,893,000 193 120,323,000 113 110,355,000 96 
13 13,481,000 135 13,043,000 104 21,600,000 141 
10 5,261,000 105 4,771,000 143 4,996,000 152 
10 470,000 7 3,762,000 142 3,437,000 94 
17 3,192,000 116 2'380,000 150 2/885,000 73 
439 345,048,000 134 382,983,000 114 387,811,000 104 
+73 8,135,000 106 13,818,000 186 12,982,000 152 
17 5,811,000 81 3,008,000 138 2'653,000 103 
90 13,946,000 94 16,826,000 175 15,635,000 140 
512 358,994,000 132 399,809,000 115 403,446,000 105 
65 12,603,000 129 13,325,000 124 12,278,000 175 
13 1,906,000 133 1/498,000 126 2'234.000 151 
127 123,583,000 105 116,286,000 93 129,757,000 94 
143 348,175,000 122 321,908,000 120 347,205,000 122 
118 145,334,000 201 233,785,000 118 205,700,000 95 
13 24'262,000 130 24'780.000 113 34,675,000 12 
10 10/842/000 110 9'120,000 148 9,951,000 167 
10 968,000 84 6,885,000 129 6,613,000 99 
18 5,525,000 26 4°597,000 159 5,644,000 94 
439 658,689,000 135 717,361,000 114 739,545,000 108 
+81 15,963,000 102 22,819,000 167 23,535,000 154 
18 12,343,000 7 6,620,000 157 5,835,000 131 
99 28,306,000 89 29,439,000 164 29,370,000 149 
520 686,995,000 132 746,800,000 116 768,915,000 109 
65 25,256,000 116 23,862,000 102 35,208,000 170 
14 3'843,000 136 3'360,000 130 4°179,000 165 





West Coast Review 


[Special radiogram to AmeRIcAn LuMBERMAN] 

SEATTLE, WASH., Feb. 8.— The 143 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 


two weeks ended Feb. 4, reported: 
Production 173,980,000 


Shipments 184,473,000 6.03% over production 
Orders 182,785,000 5.06% over production 


A group of 143 mills, whose production re- 
ports for 1939 to date are complete, reported 
as follows: 

Average weekly cut for five weeks: 


ED a he-a G ce Gao ane wee Read beled 65,300,000 

i ahah a la 6 a alin ah ie ie ala Gia ae 86,489,000 
Average cut for two weeks ended 

i Seer rr 86,990,000 


A group of 143 mills, whose production for 
the two weeks ended Feb. 4 was 173,980,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
ee 73,718,000 70,170,000 116,246,000 

Domestic 

cargo.... 81,458,000 79,714,000 156,089,000 
Export ... 10,644,000 14,248,000 52,626,000 
Local . 18,653,000 5 oo) eee 
184,473,000 182,785,000 324,961,000 


A group of 143 identical mills, whose reports 


of production, shipments and orders are com- 
plete for 1938 and 1939 to date, reported as 





Western Pine Summary 


follows: Aver. for 2 a 
wks. ended Aver. for 5 wks. ended PorTLAND, ORE., Feb. 4—The Western Pine 
*. £ 4 ree. 6, Association reports as follows on operation of 
Production 86,990,000 86,489,000 65,300,000 yn gl Inland Empire and California mills 
Shipments 92,237,000 83,831,000 70,161,000 during the two weeks ended Jan. 28. 
Orders 91,392,000 88,407,000 72,580,000 mepese of an ausdane wt £20 siltiee 
Total for 2 Weeks Ended 
S th Pi St ti ti Jan. 28, 1939 Jan, 29, 1938 
Production ...... 75,893,000 39,249,000 
ourmern ine ATIsTICS Shipments ....... 120,323,000 106,543,000 
[Special telegram to AMERICAN LUMBERMAN] Orders received... 110,355,000 115,392,000 


New Orteans, La., Feb. 8.—Following is 
a summary of reports from southern pine mills 
for two weeks ended Feb. 4: 


Average weekly number of mills, 133; 
Units,} 113 


Report of an average of 121 mills: 


Jan. 28,1939 Jan. 29, 1938 
Unfilled orders ... 196,039,000 150,230,000 
Gross stocks ..... 1,630,678,000 1,707,347,000 


Report of 121 identical mills: 


a LA —— for —— 

= * 
qaree;vour arerase production’.-""HRAGEANE production ..... 147487000 taahom 
epee NR aia 63,448,000 Shipments ....... 237,526,000 201,077,008 
eS EO ee ee er 65,791,000 Orders .........-. eee atatte ee 


Number of mills, 132; Units,} 112 
On Feb. 4, 1939 
Be, SE... 5c wsrivewes sence to 77,836,000 
SE NEED ccs bdek eas caveesuce 470,794,000 
*October, 1934, to October, 1937. 
Unit is 308,000 feet of “3-year average” 
production. 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Feb. 6—Following is statement for nine groups of identical mills and 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on Jan. 28: 











West Coast Furniture Show 
Most Successful in History 


San Francisco, CAuir., Feb. 4.—The spring 
market at the local Furniture Mart closed 
today, and was called the most successful in the 
history of the Western Merchandise Mart. At- 
tendance was the best in Mart history, and 
dealers showed a buying interest that was 


pitiiaiiit ay a ae uae eee. accounted for by a feeling of renewed confi- 
Southern Pine ..........-...0005 122 72,864,000 75,611,000 532,153,000 549,960,000 a sense of igh Y = ee" a 
3 geet eee 143 327,390,000 287,203,000 871,550,000 1,006,705,000 [tO a large increase in home building. ctua 
I acc ndnces cou snees 121 196,039,000 150,230,000 1,630,678,000 1,707,347,000 buying was reported heavier than it has been 
California Redwood ..... aeasaue 13 36,897,000 27,082,000  °305,105,000 307,865,000 for a number of years. 
Southern Cypress 10 7,143,000 4,981,000 198,707,000 186,696,000 Rinse 
Northern Pine ................-. 10 5,038,000 5,459,000 147,100,000 162,457,000 As far as furniture is concerned, experts de: 
Northern Hemlock* ............. 13 10,258,000 9,165,000 108,476,000 113,433,000 cClared the coming season is a “blonde year. 
— The trend of display and demand is toward 
Total Softwoods ............ 432 655,629,000 559,731,000 3,793,769,000 4,034,463,000 natural effects in mahogany, walnut, maple, 
Southern Hardwoods ........... 74 38,903,000 33,455,000 250,825,000 268,825,000 birch, apple, and pear, Mart offcials said. 
Northern Hardwoods* ........... 15 12,402,000 11,523,000 124,898,000 112,765,000 Barring a war in Europe, Nathan S. a 
—— of New York, president of the National Retai 
Total Hardwoods .......... a a 51,305,000 44,978,000 375,723,000 381,590,000 : » pres 
Total Lumber ............... 508 -706'934,000  604’709,000 4,169,492,000 4,416,053,000 Furniture Association, told the assembled deal- 
Flooring— ers that 1939 will see a 10 to 25 percent upswing 
ee 15 67,216,000 23,857,000 98,051,000 —«- 84,959,000 +—in the furniture business. He based his pre- 
Maple, Beech & Birch Flg....... 13 9,841,000 6,545,000 16,227,000 16,826,000 diction on reports from all over the United 
*Unfilled orders reported by 13 and 15 mills; stocks by 16 mills. 7fUnits. States. 
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CLUB NEWS 


Carolina Virginia Club Stages 
Annual Meeting 


RaeicH, N. C., Feb. 6.—The annual meeting 
of the Carolina Virginia Hardwood Club was 
held, here, Jan. 27. All officers were re-elected 
for the ensuing year. These are: 

President—V. A. Miller, Hoffman Lumber 
Co., Columbia, S. C. 

First Vice-President—L. C. Blades, Foreman- 
Blades Lumber Co., Elizabeth City, N. C. 

Second Vice-President—F. B. Gault, North 
Carolina Lumber Co., Lake Waccamaw, N. C. 

Secretary-Treasurer—T. J. Wright, Jr., Suf- 
folk, Va. 

Directors of the club are: C. C. Royal, J. M. 
Saunders, R. A. Huffstetler, and J. C. Virge- 
son, Jr. 

An executive meeting was held prior to the 
general meeting, which got under way in mid- 
afternoon. Most of the session was given over 
to a general discussion of business conditions. 
Speakers included T. B. Bledsoe, Brown-Bled- 
soe Lumber Co., Greensboro, N. C., A. E. 
Wackerman, professor of forestry, Duke Uni- 
versity, and J. S. Holmes, North Carolina State 
forester. 

At the annual banquet, B. H. Thomason, 
Thomason Lumber & Veneer Co., Wilmington, 
N. C., presided as toastmaster. Speakers for the 
evening were Lieutenant-Governor W. P. Hor- 
ton of North Carolina, Wayland Spruil, State 
senator, and Carl Goorch, editor “The State,” 
Raleigh. Those present were generally optimis- 
tic as to the prospects for 1939 business. 


Dealers Practice "Taking Off’ From 
Blue Prints at Monthly Meeting 


ELKHART LAKE, WISs., Feb. 6.—A novel edu- 
cational program featured the regular monthly 
meeting of the Sheboygan-Calumet City Lum- 
bermen’s Club, held at Club Elkhart, with 21 
members participating. Each dealer present 
was furnished with a set of blue prints and 
material lists and for two and a half hours they 
“took off” quantities of lumber from the plans. 
A similar educational meeting is to feature 
meetings in the future also, it was decided. 

















New Orleans Lumber Salesmen to 
Hold Meetings Monthly 


New Or.eans, Feb. 6.—Salesmen belonging 
to the New Orleans Lumbermen’s Club have 
decided that their division shall hold a regular 
meeting on the first Thursday of each month. 





Interest in Reorganized Hoo-Hoo 
Grows on Pacific Coast 


SPOKANE, WASH., Feb. 4.—Interest in Hoo- 
Hoo, recently reorganized, is waxing strong. 
Senior Hoo-Hoo George Duffy of the Spokane 
Hoo-Hoo Club is arranging with officials of 
the Western Retail Lumbermen’s Association 
to hold a concatenation at Portland, Friday, 
Feb. 24, preceding banquet at the annual con- 
vention to be held there starting Feb. 22. 

Vicerent R. L. Bayne announced that he is 
considering a concatenation to be ‘held in Spo- 
kane this spring, and another in August on the 
occasion of anticipated visit here at that time 
of Snark of the Universe George W. Dulany, 
Jr., of Clinton, Iowa. 





Spring Problems Appear to 
Confuse the Dealer 


Maybe it isn’t quite spring but you will have 
to take off your hat to figure out these ques- 
tions, particularly the first one: 1. A man 
gave a $10 bill in payment for a $4 hat. The 
hatman borrowed the change for the $10 and 
gave the customer his change and hat. The 
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man who changed the bill found it was counter- 
feit and received good money for it. How 
much did the hat man lose? 2. What is half 
a brick? 3. What large city in the United 
States has no political connection with the 
county in which it is located? Look on a 
classified page for the answers. 





Europe's November Exports 


Brussels, BELGIuM, Jan. 24-—The Comité 
International du Bois states that the firm ten- 
dency of the international market for sawn 
goods became even more pronounced in De- 
cember. Various transactions were effected 
between importers and exporters for prompt 
delivery, as the stocks in importing countries 
became low in many cases. For these trans- 
actions advances of 5 to 10 shillings against 
the prices a month ago were obtained. , The 
Polish State Forests succeeded in placing con- 
siderable quantities of sawn goods in England 


69 


and in some other markets., The Swedish and 
Finnish exporters were also able to conclude 
sales to Denmark and England. November ex- 
ports of the individual countries were as fol- 
lows: 

Thereof Exports of 





Total Sawn Softwood In- 
Exports cluding Boxboards 
Country in Cubic Cubic 
of Origin— Metres Metres Standards 
NOCWRT 2..5540:8 19,863 12,797 2,739 
Sweden ......... 533,72 478,464 102,411 
yi YY a 724,352 521,909 111,710 
Cewek 535,702 280,506 60,04 
Wetmeeta .....s. 47,924 39,960 8,553 
Se 162,146 85,941 18,395 
Tatmmeeia 4.4... ,72 10,306 2,206 
Sr 220,305 107,507 23,011 
*Czechoslovakia. 47,683 13,777 2,949 
Austria 
(Germany) ... 4,202 74 16 
Yougoslavia .... 152,438 74,490 15,944 
Rumania ....... 166,186 103,625 22,180 
Ee ie eiewn 2,636,248 1,729,356 370,154 





*October and November. 
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REG. U. S. PAT. OFF. 


pom lumber against sap stain for longer periods 
under more severe conditions at no greater cost. 


This new LIGNASAN mixes easier and is used in the 
same proportion as the older type. Vat operators re- 
quire no additional instructions. 


Use this Coupon to order your trial supply. 





Wilmington, Delaware 





E. I. du Pont de Nemours & Co., Inc. 
Grasselli Chemicals Department 


RT si nieeiasicinisesiininnicselsitarioninrnninniilesic Ibs. of New Improved LIGNASAN 
A EN Nn OT ee 8 TS eee no 
eR incintntincctaicennccitacaucanniibanal Se iicicacend Seana 
ee ESTE. | eR Se ee $ .50 Ib 

ae Os cores Gy, 5 Te GHD... .... isn hb 2 ees .58 Ib 
F.O.B. Carneys Point, New Jersey — Memphis, Tenn. — Atlanta, Georgia 

New Orleans, La. — Portland, Ore. — San Francisco, California 
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LONG TIMBERS! 


Our Main 
Lumber 
Business 


Our Real 
Lumber 
Business is 


OST R ANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 














| 350,000 Feet a Day 


—f ‘; Best 


Every 
Modern 
Facility 


Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


nr hn i 








MERSHON, EDDY, 
PARKER COMPANY 


Saginaw, Michigan 
Manufacturers of 
GENUINE WHITE PINE 
WINDOW & DOOR FRAMES 


Venetian Blind Slats, Specialties 
to order in both Hardwoods 
and Softwoods 


We are wholesale dealers in Northern White 
Pine, Norway. Spruce and Hemlock—Idaho 
White Pine, Ponderosa Pine, Hemlock, Fir, 
Cedar, Western Spruce, Sugar Pine and other 
forest products. 











RUSSELL & PUGH 
LUMBER CO. 


Mill and Sales Office 


SPRINGSTON, IDAHO 


Idaho White Pine 
Ponderosa Pine 
Fir, Larch, Cedar 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


Feb. 14-16—Wisconsin Retail Lumbermen’s Asso- 
ciation, Milwaukee Auditorium, Milwaukee. 
Annual, 

Feb. 16-17—Southern Safety Conference, Robert E. 
Lee Hotel, Jackson, Miss. Annual. 


Feb. 16-17—Virginia Building Material Association, 
John Marshall Hotel, Richmond, Va. Annual. 

Feb. 16-18—Ontario Retail Lumber Dealers’ Asso- 
ciation, Royal York Hotel, Toronto. Annual. 

Feb. 20-21—North Dakota Retail Lumbermen’s 
Association, Fargo, N. D. Annual, 

Feb. 22—Northern Indiana & Southern Michigan 
Retail Lumber Dealers’ Association, Columbia 
Athletic Club, South Bend, Ind. Annual. 


Feb. 22-24—Nebraska Lumber Merchants’ Associa- 
tion, Municipal Auditorium, Omaha. Annual. 


Feb. 23-25—Western Retail Lumbermen’s Associa- 
tion, Multnomah Hotel, Portland, Ore. Annual. 

Feb. 24—Western Pine Association, Palace Hotel, 
San Francisco, Calif. Annual. 

March 2-3—Southwestern Iowa Retail Lumbermen’s 
Association, Chieftain Hotel, Council Bluffs, 
Iowa. Annual, 

March 6-11—Associated General 
America, San Francisco, Calif. 


Contractors of 
Annual. 


March 9-10—Southern Hardwood Producers (Inc.), 
Hotel Roosevelt, New Orleans. Annual. 


March 10-11—Utah Lumber Dealers Association, 
Hotel Utah, Salt Lake City. Annual. 


March 22, 23 and 24—Southern Pine Association, 
Roosevelt Hotel, New Orleans, La. Annual, 


March 26-31—National Lumber Exporters’ Associa- 
tion, Memphis, Tenn. Annual convention wil) 
be a cruise to Cuba on S. S. Rotterdam. 


April 10-13—Lumbermen’s Association of Texas, 
Beaumont, Tex. Annual. 


April 14-15—Florida Lumber & Millwork Associa- 
tion, Hollywood Beach Hotel, Hollywood, Fla. 
Annual, 


May 4-5—Associated Cooperage Industries of Amer- 
ica, Jefferson Hotel, St. Louis, Mo. Annual. 


May 25-26—National Association of Commission 
Lumber Salesmen, Hotel Peabody, Memphis, 
Tenn. Annual meeting and National Forest 
Products Sales Congress. 


June 6-7—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual, 


June 14-16—South Dakota Retail 
Association, Rapid City, S. D. 


Lumbermen’s 
Annual. 





National Lumber Trade Conference 
Is Postponed 


The proposed National Lumber Trade Con- 
ference scheduled to be held in Chicago, Feb. 
17-18, composed of representatives of the three 
main branches of the industry—manufacturers, 
wholesalers and retailers—has been postponed 
until some time later, possibly in May or June, 
according to a statement sent to the members 
of the conference by Chairman G. W. Dulany, 
Jr., of Clinton, Iowa. It was felt by a major- 
ity of those expressing themselves on the sub- 
ject that the dates originally set would be too 
early to enable the conference to accomplish 
the desired results, and that the best interests 
of all concerned will be served by postponing 
the conference. 


Utah Dealers Are Planning Good 
Program for Annual, March 10-1 


SaLt Lake City, Utan, Feb. 6.—Announce- 
ment is made by Ralph Todd, secretary Utah 
Lumber Dealers’ Association, that the 14th 
annual convention of the organization will be 
held at the Hotel Utah, Salt Lake City, March 
10 and 11. The program committee is at work 
arranging for speakers, discussions and other 
features to make the meeting interesting and 
helpful to those who attend. There will be four 
business sessions, one each morning and after- 
noon, and the entertainment features will be 
climaxed with a dinner-dance on Saturday 
evening. 








SPA Grading Committee to Con- 
sider Proposals for Rule Changes 


New Or eEANS, La., Feb. 6—A meeting of 
the Southern Pine Association Grading Com- 
mittee to consider proposals and suggestions 
for changes in or modifications of the official 
grading rules for Southern pine, will be held 
in New Orleans, Feb. 15 and 16, H. C. Berckes, 
secretary-manager, has announced. W. T. 
Murray, of Rochelle, La., is chairman of the 
Grading Committee, and will preside at the 
sessions, to which all Southern pine manufac- 
turers are invited. 

For several weeks past suggestions have been 
requested from lumber manufacturers and deal- 
ers for changes in the grading rules, and these 
proposals will be considered, along with others 
submitted by engineers, specifiers and manu- 
facturers. The purpose of any modifications 
that may be made in the grading rules is to 


improve the quality of lumber produced under 
the specifications and to better serve the needs 
and requirements of builders and other users 
of Southern pine lumber. 





New Dates and Place of Meeting 
Announced for Florida Annual 


OrLANDO, FLA., Feb. 6—Marie M. Bennett, 
acting secretary of the Florida Lumber and 
Millwork Association, states that the dates and 
the place of meeting originally scheduled for the 
annual meeting of the above organization have 
both been changed. Instead of being held in 
Orlando, in March, as was planned, the annual 
convention will be held at the Hollywood Beach 
Hotel, Hollywood, Fla., on April 14 and 15. 





Northeast Salesmen's Organization 
Elects Officers 


New York, Feb. 6.—The Northeastern Sales- 
men’s Conference met during the convention of 
the Northeastern retailers at the Pennsylvania 
hotel, New York, on Jan. 24 to elect new officers 
for the ensuing year. 

Chester C. Kelsey, of the Connecticut Sales- 
men’s Association was chosen president; Ed- 
ward Greer of the Eastern Lumber Salesmen’s 
Association, vice president; George A. Cos- 
grove of the Associated Lumber and Allied 
Materials Salesmen of New Jersey, secretary- 
treasurer. 

Trustees elected were George B. Frederick- 
son of the Baltimore-Washington Salesmen’s 
Club; Fenimore Cady of the Westchester Allied 
Salesmen’s Association; W. R. Dammann of the 
Long Island Salesmen’s Association, and John 
A. Wiesing of the Lumber Salesmen’s Associa- 
tion of New York. 





North Carolina Dealers Ask Removal 
of Tax on Shelter 


SauisBury, N. C., Feb. 6.—North Carolina 
members of the Carolina Lumber & Building 
Supply Association are being asked to take up 
with their legislators at once two important 
objectives of the association, it was learned 
from E. M. Garner, executive secretary. 

One of these is the removal of the North 
Carolina sales tax on necessities of life, such 
as food, clothing, fuel, and shelter. Mr. Garner 
said his organization feels that shelter is just 
as much a necessity as any of the others and 
that the tax on shelter should be removed. 

The dealers are also asked to encourage the 
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passage of the “unfair sales act” which is ex- 
pected to be introduced. * 3 

In South Carolina the association has done 
a considerable amount of preliminary work 
toward obtaining passage of a uniform me- 
chanics’ lien law, and dealers in South Carolina 
are being asked to urge with all the force 
possible that this much-needed law be passed 
in South Carolina. 

In both States Mr. Garner is expecting State 
wage and hour bills to be introduced. He 
stressed the fact that it is important that deal- 
ers keep up with this matter and use every in- 
fluence they have to prevent removal of exemp- 
tions granted retail establishments under the 
Federal law. 





New Shingle Bureau Head Is 
Advocate of Promotion 


SEATTLE, WASH., Feb. 4.—With the election 
of R. M. Ingram to the presidency of the Red 
Cedar Shingle Bureau on the occasion of that 
organization’s annual meeting, here, in Janu- 
ary, the bureau is headed by one of the fore- 
most advocates of trade promotion and adver- 
tising in the lumber and shingle industry. 

Immediately preceding election to his present 
ofice, Mr. Ingram served for two consecutive 
years as vice president and chairman of the 
bureau’s trade promo- 
tion and advertising 
committee. In that ca- 
pacity he was a guid- 
ing force in mapping a 
vigorous campaign for 
Certigrade red cedar 





R. M. INGRAM, 
Aberdeen, Wash.; 


Red Cedar’s 
New President 





shingles on a program 
which included con- 
sistent space in maga- 
zines of national circu- 


lation, reaching the 
home and farm fields, 
in architectural and 





building magazines 
reaching specialized 
groups, and in journals in the lumber trade. 

The advertising program has been supple- 
mented all along by vigorous work among re- 
tail lumber dealers and others identified with 
the building industry through a staff of trained 
field representatives covering the entire United 
States. © These men are equipped with sound 
motion picture projectors for the showing of 
the bureau’s own two pictures. The field staff 
traveled more than 200,000 miles last year and 
personally contacted thousands of dealers. That 
the Red Cedar Shingle Bureau’s promotion pro- 
gram bears fruit is evidenced by the widening 
demand for shingles bearing the Certigrade 
label and by the fact that the 1939 program 
has been extended. Mr. Ingram is secretary- 
treasurer of the E. C. Miller Lumber Co. of 
Aberdeen, Wash. 





Encourage Farm Forestry by Profit 


New OreaAns, LaA., Feb. 6—Approach to 
practice of advanced forestry methods on farm 
woodlands, lies through public agencies demon- 
strating to the owners they can make money 
from exercise of good management, according to 
speakers before the forestry section of the 
Association of Southern Agricultural Workers. 
“How the saw timber manufacturer can im- 
prove the farmer’s management of his wood- 
lands,” was the subject of an address by L. K. 
Pomeroy, president Badger Lumber Co., Wil- 
mer, Ark., and Arthur Koehler, Forest Products 
Laboratory, Madison, Wis., spoke on recent 
developments in the search for new uses of 
wood. V. H. Sonderegger, Louisiana State 
forester, urged establishment of forest credits 
for all farmers owning not less than ten acres 


Amemcanfiumberman 


of woodlands. B. M. Lufburrow, SPA forester, 
declared the forestry services must sell a for- 
estry program to the farmers—that doing so is 
not up to the manufacturer. The forestry serv- 
ices, declared Lloyd P. Blackwell, forester for 
Urania Lumber Co., Urania, La., must go into 
the farm forestry problem from the viewpoint 
of the farm owner; nine out of ten times the 
farmer-sellers of logs are in a position in 
which they must raise a stipulated sum. The 
Section adopted a resolution that as one-half 
the forest land in the South is held by farmers, 
proper protection and management of this land 
can furnish materially increased employment 
and income to farmers; while opportunities for 
sale of forest farm products to pulpwood and 
other industries are growing better from year 
to year, the vast majority of farm woodlands 
are not protected and managed, therefore the 
Section recommend a greatly expanded program 
of education with demonstration and research, 
and the correlation of all agencies in the field 
of farm forestry. 


Southern California Hardwood 


Institute Elects Officers 


Los ANGELES, CALIF., Feb. 4—W. B. Jones, 
of the Owens-Parks Lumber Co., was elected 
president of the Hardwood Institute of South- 
ern California at the annual meeting of the 
Institute held here recently. Greeg Lifur, Cali- 
fornia Forest Products Co., was elected vice 
president and C. C. Bohnhoff, Bohnhoff Lumber 
Co., treasurer. John M. Clugston was re-elected 
secretary. 

Executive committee members for the ensuing 
year include F. J. Connolly, Western Hardwood 
Lumber Co.; C. R. Taenzer, American Hard- 
wood Co., and John Rohr, E. L. Bruce Lumber 
Co. All officers and committee members are 
identified with Los Angeles firms. 








National Small Homes Program 
Swings Into Action 


WasuincrTon, D. C., Feb. 6—The first an- 
nouncement of the 1939 National Small Homes 
Demonstration has just been distributed by the 
National Lumber Manufacturers Association 
and National Retail Lumber Dealers Associa- 
tion to nearly 20,000 lumber dealers throughout 
the United States. Containing a letter from 
Don Campbell, president of the N. R. L. D. A,, 
and a statement from James G. McNary, N. L. 
M. A. head, the announcement, which is pat- 
terned after a broadside, asks all dealers to 
“work together” during the campaign. 

The announcement lists numerous sales helps 
that are available to lumbermen as aids in sell- 
ing small homes. Plans, specifications, material 
lists, sales manuals, display models, advertising 
helps, news stories, etc., are offered in this co- 
operative program. 

The two small homes to be built as demon- 
strators this year—and of which there are six 
variations each—are illustrated; and, in the 
words of Mr. McNary, offer “an opportunity 
for increasing our business volume that is bet- 
ter than that of any other great industry.” 

A blank for registering as a co-operator in 
the National Small Homes Demonstration was 
sent to the dealers with the broadside. Those 
so registering will receive unusual advertising, 
in that their names will be made available to 
prospects visiting the Small Homes Demonstra- 
tors that are to be constructed at the New York 
and the San Francisco World’s Fairs. 





West African Line Announced 


SAN Francisco, CAuirF., Feb. 4.—A new serv- 
ice from San Francisco to West Africa, that 
will open up an entirely new area to California 
manufactured products, will be started in April 
or Mav, according to recent announcement by 
E. C. Evans & Sons, general steamship agents. 
The new line, yet unnamed, will be routed 
through the Panama Canal, with probable calls 
at Trinidad and Cape Verde Islands. 





71 


Get Your Share of this 
New Building Business 


Many a job of building and many a job of 
modernizing ... and many an opportunity to 
sell Booth-Kelly Certified Lumber. Soon you'll 
be needing to replenish your stocks. Remem- 
ber Booth-Kelly Certified Old-Growth Douglas 
Fir in Straight or Mixed Cars. And remember 
the mark of “20” on the lumber is Booth- 
Kelly's pledge of superior quality: and the 
marks of the West Coast Lumbermen’s Assn. 
and National Lumber Mfrs. Assn. guarantees 
proper grading. This is the kind of lumber 
that brings your customers back for more. 
Prompt, dependable Mixed Car Service. Let 
us know your needs. 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, ete. « 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Clean Up Doors and Sash... 
Eliminate All Hand Work with 


SKILSAW SANDER 


| — a smooth 
even finish, without ripples or 
ridges . the modern electrical 
way ... easier, faster, cheaper! Just the 
thing for cleaning up sash, doors and frames 
before delivery—makes them ready for paint- 
ing on the job. Removes scratches and stains 
from plywood panels; used for lining up glued 
joints and final finishing in sash and door 
manufacture. Compact, perfectly balanced, easy 
to use. Plugs into any light socket. THOU- 
SANDS IN USE! Made with and _ without 
vacuum dust collector. 


SKILSAW, INC. 
5037A Elston Avenue, Chicago. 


214 E. 40th St., New York—52 Brookline Ave., Boston— 
1429 Spring Garden, Philadelphia—2124 Main Street, Dal- 
las—918 Union Street, New Orleans—i253 S. Flower St., 
Los Angeles—2065 Webster St., Oakland. Canadian 
Branch: 85 Deloraine Ave., Toronto. 





HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 


Centrally lo- 
cated. Aijr condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 














Resawed Fables 


is a collection of the funniest 
prosewritings of ‘the lumber- 
man poet.” 

It is the everyday experi- 
ences of the lum n, told 
with a smile, Every lumber- 
man owes it to himself. 


Price postpaid, $1.00. 
AMERICAN LUMBERMAN, Publisher 
431 So. Dearborn St., CHICAGO 
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Here’s What's New 


Fireplace Control and Heating 
Specialties Featured in Catalog 


The Peerless Mig. Corp., 1400 W. Ormsby 
St., Louisville, Ky., manufacturer of dome 


dampers, coal windows, ash pit doors, and ash 
dumps, gas wall type heaters and other building 
specialties, has just issued an attractive catalog 
“Tomorrow’s Products for Today’s Homes.” 
The catalog features the company’s various 
products, including a dome type damper, oper- 
ated by a rotary control, and a steel coal de- 





livery window which affords protection, lasting 
service, and a harmonious appearance. The 
rotary control allows the damper door to be 
opened and closed by means of ‘an iron rod 
which extends through the mantel facing and is 
fitted with a brass handle, the only visible part 
of the operating mechanism. In addition to the 
catalog, which may be secured without obliga- 
tion from the company, there is also available 





an interesting leaflet on fireplace dampers which 
carries on the front cover space for the dealer’s 
imprint. Both the catalog and the folder are 
excellent sales literature for dealer use. The 
company also manufactures a complete line of 
fireplace fixtures. 


Paint Products Solve the Painting 
of Second-Hand Brick 


The Reardon Co., 2200 N. 2nd St., St. Louis, 
Mo., announces Bondex waterproof cement 
paint and Bondex Primer as being particularly 
effective for painting second-hand brick. The 
primer, according to the company, has amazing 
effectiveness in preparing all kinds of masonry 
surface, painted or unpainted, porous or non- 
porous. The use of the primer, followed by 
a coat of the waterproof cement paint, is said 
to do away with “blackheads” and peeling. 
Complete instructions for painting second-hand 
brick may be obtained by writing to Dept. 162 
of the company. There is no obligation. 


New "One Man" Sheathing Braces 
and Protects 


The United States Gypsum Co., 300 W. 
Adams St., Chicago, has introduced “One Man” 
Weatherwood, 2 ft. x 8 ft. tongue and groove, 
asphalt-coated sheathing. According to the 
manufacturer, it is a safe sheathing to handle 
on the scaffold, easier and faster to apply. Cut- 
outs for doors and window may made in 
place and the tongue and grooved edges assure 
tight joints. There is less waste, the framing 
is always in sight, eliminating improper nailing, 
no headers are required and the asphalt coating 
provides moisture and weather protection. Ap- 


plied horizontally, the sheathing carries out jts 
main purposes of bracing and insulating. Fylj 
details may be obtained without obligation by 
writing to Dept. AL-2-11 of the company. 


Extensive Campaign to Build Up 
Profitable Paint Sales 


The Pittsburgh Plate Glass Co., paint diyi- 
sion, Pittsburgh, Pa., has announced a com- 
prehensive sales-building campaign for its 
dealers for 1939. The campaign includes, 
among other things, a 50-50 co-operative 
advertising plan, enabling the Pittsburgh 
dealer to take advantage of forceful news- 
paper advertising. Other features of the 
campaign are 24-sheet posters, messages 
dramatizing the Pittsburgh story in na- 
tional magazines for home owners, full- 
color mailing pieces containing several 
useful facts about paints and painting, 
neon signs spotlighting every dealer, as well 
as traffic-stopping window displays, counter 
cards and other dealer helps. Complete details 
of the campaign as well as information about 
such Pittsburgh products as Wallhide, Flor- 
hide, Waterspar and Sun-Proof may be ob- 
tained without obligation from the company. 


New Nail Catalogue Is Complete 
Reference Directory 


Republic Steel Corp., Cleveland, Ohio, an- 
nounces a new, deluxe, 52-page catalog on 
nails, containing size, length, gauge number, 
diameter of head, approximate number to 
pound and description of 62 types of nails. 
Standard extras per 100 lbs. are shown on an 
insert bound into the book. One portion of 
the book is devoted to an interesting history 
of nails and a description of the manufacture 
of wire and wire nails. This section is freely 
illustrated. Nail sizes are graphically shown 
and the origin of the “penny” (d) system is 
discussed. Another highlight is description and 
illustration on a greatly enlarged scale of the 
six common nail points—diamond, blunt, 
chisel, needle, duck bill and side. These large 
illustrations permit quick identification of the 
various styles of points. Information on other 





Republic wire products, including staples, bolts 
and nuts, wire, bale ties, fence, barbed wire, 
fence posts, formed steel roofing and siding, 1s 
included. Copies of this attractive catalog can 
be obtained by writing Republic Steel Corp., 
Wire Division, Chicago, Ill, for catalog 
WD-207. There is no obligation. 
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New Hardware Uses Plastic Colored 
Inserts in Five Colors 


The Stanley Works, New Britain, Conn., 
has just announced a complete line of “Multi- 
chrome” hardware finished in bright chromium 
with colored plastic inserts of red, ivory, black, 
blue and green. It takes little time to change 


the colors to meet each customer’s require- 
ments and the dealer can stock the various 
hinges, catches and drawer pulls and a supply 





of the different colored plastic inserts. The 
hardware is made of brass, and, according to 
the manufacturer, the inserts, which may be 
cleaned easily, will not chip, fade or peel. 
The company offers an _ attractive counter 
model display equipped with the hardware, 
which demonstrates how it works and looks 
when applied. The company also supplies an 
envelope stuffer printed in colors which shows 
the complete line. Dealers interested in ob- 
taining complete information on the Multi- 
chrome hardware should write the manufac- 
turer. There is no obligation. 





Modern Kiln Reduces Usual 
Large Inventory 


Mitrorp, N. H., Feb. 6—Ranking among the 
best-known furniture producers in New Eng- 
land is the French & Heald Co., here, well 
known for the manufacture of bedroom furni- 
ture. The company is one of the oldest and 
most progressive of its type. It was established 
in 1856 and incorporated in 1906. Showrooms 
are maintained at 90 Canal St., Boston, and at 
the Furniture Exchange and at 206 Lexington 
Ave. me. 4. © 

Realizing the importance of properly sea- 
soned lumber, the company uses the latest type 
Moore cross-circulation fan kiln to dry air-dried 
birch and maple. S. L. Rodenbough, works 
manager, finds that it is no longer necessary 
to carry a large yard inventorv as he gets uni- 
formly dry lumber promptly from the modern 
kiln, which measures 18 x 50 ft. and is 
equipped with automatic temperature and hu- 
midity controls. Drying conditions inside the 
kiln are kept under perfect control at all times. 
According to Mr. Rodenbough, the saving re- 
sulting from uniform, rapid drying has been 
tremendous. During and after the drying 
process, the stock is carefully checked and re- 
checked as to moisture content. 

C. T. Hall is president of the company: 
A. W. deCamn, vice president and general 
manager; and G. C. Langdell is treasurer. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended Jan. 
28, totaled 1,184,738 cars, as follows: Forest 
products, 55,175 cars (an increase of 7,026 cars 
above the amount for the two weeks ended Jan. 
14); grain, 65,231 cars; livestock, 26,805 cars; 
coal, 272,029 cars; coke, 15,828 cars; ore, 16,604 
cars; merchandise, 293.014 cars: and miscel- 
laneous, 440,042 cars. The total loadings for 
the two weeks ended Jan. 28 show an increase 
of 67,012 cars above the amount for the two 
weeks ended Jan. 14. 
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NEW-TYPE SHEATHING 
extra sales points! 


Armstrong’s Temseal bars vapor infiltration 
with factory seal of both asphalt and paper 





ReEsIDENCE in Youn stown, Ohio, being anes ene * and a in, 
too, in this insulating sheathing. 


Temseal Sheathing. There’s added strengt 


ration with 
‘emlok it 


saler, Interstate Sash & Door Company, W Cleveland: dealer, Heller-Murray Co., Canfield, 


Owners and builders alike 
discover TEMSEAL features 
include unusual strength 


OU can leave competition behind 

when you offer customers the extra 
advantages of Armstrong’s Temseal 
Sheathing! For here is an insulating 
board which has both asphalt coating 
and strong paper reinforcement—the 
only sheathing of its kind. 

Armstrong’s Temseal is made from 
Temlok, the highly efficient fibreboard 
insulation. Sealed with asphalt, and 
reinforced with paper, it has unusual 
strength, high resistance to air and mois- 
ture infiltration, and exceptional insu- 
lating efficiency. The factory-applied 
seal makes it unnecessary to use building 
paper or felt. Temseal takes the place of 





standard Temlok Sheathing. It adds 
strength and rigidity to the building and 
offers additional advantages to both 
builder and owner, at no extra cost. It is 
available in the standard sheathing 
thickness of 2545”, and in sheets 4’ wide 
by 6’, 7’, 8’, 814’, 9’, 10’, and 12’ long. 

Let us send you complete details of 
this new Armstrong’s Temlok 
Product. Mail the coupon below 
today for sample and full details. 


ARMSTRONG CoRK COMPANY 
Building Materials Division 
987 Concord Street, Lancaster, Pa. 








Please send me a sample and complete 
information about the new Armstrong's 
Temseal Sheathing. 
i ean hinenccelsionenaliaiiiveatiaen 


Cay tei as insane cnn es eves core cnr cengesonn enns 


A rmstrong s aa ime) aml eitia. are), 


DE LUXE INTERIOR FINISHES 





TEMSEAL SHEATHING 


LATH 
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Two generations ago Jack used 
Robert McNair’s fine shingles and 
shakes on his house. ‘Today the roof 
is still in good condition, after- years 
and years of service. 


Government Tests prove great insu- 
lation value; Health—elimination of 
rheumatism, tuberculosis; Economy, 
Endurance. The New England and 
Florida Hurricane proved McNair 
Shingles HOLD ON! 


ROBERT MCNAIR 
SHINGLE COMPANY 
VANCOUVER, CANADA 














Quam BIRCH 


FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&IWWELLAS 


LUMBER COMPANY 








MANUFAC TUVRERS 
MENOMINEE MICHIGAN. 


ARE. 
CARR 


Lumber Company, 


Manufacturers of 
“BILTMORE” 
FLOORING 


“BILTMORE” 
HARD WOODS 


Pisgah Forest, N.C. 
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Takes Charge of Finance for 
Leading Material Producer 


New York, Feb. 6.—At a recent meeting of 
the board of directors of the Johns-Manville 
Corp., Robert W. Lea was elected a vice presi- 
dent, and will have 
charge of finance, re- 
porting to the president. 
He will take over his 
new duties the latter 
part of March. Mr. 
Lea comes to Johns- 





ROBERT W. LEA, 
New York; 
Vice President in 
Charge of Finance for 
Johns-Manville Corp. 





Manville with a_ back- 
ground of thirty years 
of well-rounded _ busi- 
ness experience, which 
has included important 
sales, production and 
financial responsibilities, 
as well as_ executive 
positions in a number of outstanding companies. 
He has resigned as president of the West Vir- 
ginia Coal & Coke Co., but will continue as a 
director. He fills with Johns-Manville the po- 
sition left vacant by the resignation of E. M. 
Vorhees. 


Was Frank in Murder Case 


A Chicago lumberman showed his candid 
honesty Feb. 7 when called on a jury panel 
in criminal court. A. H. Ruth, who has a 
hardwood wholesale business, is known among 
his friends as being very frank in his opinions 
and lived up the characteristic in court. 

Mr. Ruth was among more than 20 called 
as possible jurors to hear the case against 
Rubin Jersky charged with killing a man. 
When questioned by the attorney for the State 
whether he knew of the case, the lumberman 
said he read of it in the newspaper at the 
time. The next qeustion was if he had formed 
an opinion, and Mr. Ruth replied that he 
thought it was a brutal murder. Twenty-four 
other prospective jurors heard the remarks and 
on request of the defense attorneys were ex- 
cused. 








Baltic Pulp Supplants Ontario's 
in U. S. Market 


Fr. Witt1aM, Ont., Feb. 6.—At a meeting 
here of more than one-hundred representatives 
of communities from White River to Kenora, 
called to grapple with a most acute unemploy- 
ment crisis, it was pointed out that the United 
States sections near the Great Lakes last year 
imported from Baltic countries 1,700,000 tons 
of chemical pulps and 300,000 tons of news- 
print, that northwestern Ontario can supply, 
while mills of this region are functioning at 
50 to 60 percent capacity, with 70 percent of 
the population normally engaged in forest prod- 
ucts industries idle. A resolution urged a 
Government grant of $1,000,000 for northwest- 
ern relief works. 





Truck, Hauling Materials, Has 


Excellent Record 


Los ANGELES, Cauir., Feb. 4—A 1935 Ford 
V-8 truck, owned by the S. H. Bacon Mate- 
rials Co. here, at the end of 1938 had travelled 
well over 400,000 miles, the equivalent of more 
than sixteen trips around the earth or almost 
a complete round trip to the moon. The _ unit 
is equipped with heavy duty two-speed driving 
axle and heavy duty dump-body. It has hauled 
approximately 100,000 tons of materials, aver- 
aging 300 miles per day in 12-hour stretches. 
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360 days per year. The engine in the truck 
was changed six times, in accordance with the 
company’s operating policy, giving an average 
of 65,000 miles per engine. 


Buys 40 Million Feet Timber 


Brevard, N. C., Feb. 6.—Gloucester Lumber 
Co. of Rosman, has purchased 12,000 acres of 
timberland, involving an estimated 40,000,000 
feet of lumber, on the Toxaway and Horse 
Pasture rivers in western North Carolina, from 
R. E. Wood, formerly of the Montvale Lumber 
Co. In addition to getting out lumber, the com- 
pany will furnish bark to the tanneries in Ros- 
man and Brevard, and chestnut wood to the 
Rosman extract plant, according to Jos. S. 
Silversteen, president and general manager of 
the concern. Much of the timber is virgin, 
The Gloucester company has been operating at 
Rosman for the past 28 years and employs 
about 300 persons. 


Start South Seas Services 


SAN Francisco, CAuir., Feb. 4.—Pacific 
Islands Transport Line, General Steamship 
Corp. agent, has inaugurated a new Pacific 
Coast-South Sea Islands service from this port. 
Two vessels will maintain it. Ports of call will 

Apia, Suva, Levuka, Lautoka, Vavua, 
Hapaai, Nukualofa, Vila, Santo and ports in 
New Britain, New Ireland, New Guinea, the 
Solomon group, Papua and the Gilberts. If 
inducements make it worthwhile, ships will also 
proceed to north Australian ports at Thursday 
Island, Port Darwin, Cairns, Townsville, 
Bowen, Mackay, Rockhampton, Gladstone and 
Maryborough. 

Catering to the general freight trade, the 
Carpenter Line Interocean Steamship Corp., 
agents dispatched the new steamer Suva from 
here recently to Apia, Suva, Lautoka, Tavua 
and Rabual. 











Acquires Ponderosa Pine Unit 
of 200 Million Feet 


KLAMATH FALLs, OreE., Feb. 4.—The Kester- 
son Lumber Corp., with mill and sales office 
here, recently acquired the Antelope Valley 
timber unit on the Klamath Indian reservation. 
This unit contains approximately 205 million 
feet of Ponderosa pine, which, according to 
Irving E. Kesterson, vice-president, forms an 
additional supply of timber sufficient to add four 
years to the operating 
life of the plant. The 
timber is reported to be 
exceptionally good qual- 
ity. 

The company expects 
to construct a 10-mile 
truck road from AI- 





I. E. KESTERSON, 
Vice President, 
Kesterson Lumber 
Corp.; 
Klamath Falls, Ore. 





goma, Ore., into the 
timber, from which the 
logs will be delivered to 
the main line railroad at 
Algoma and thence ship- 
ped thirteen miles by 
rail to Klamath Falls. 

The Algoma Lumber Co., at present log- 
ging in the Yemkey tract of timber near Ft. 
Klamath, contracted for tract several years ago. 
Originally it contained in excess of 300 million 
feet of high grade pine timber. The company 
found itself overloaded with timber, requiring 
annual cutting in excess of mill capacity and 
negotiated with the Kesterson Lumber Corp. 
for disposal of the tract on the Antelope Valley 
unit. 
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"THE LUMBERMAN POET 








Forty 


Up the hill to 40 was a merry tramp; 

Daisies on the hillside, lilies in the damp, 
Friends to walk beside me all the busy years, 
Sharing of my laughter, sharing of my tears. 


Down the hill from 40, may it be the best !__ 
Walking to the refuge waiting in the West: 
Straight ahead the sunset, straight ahead the 


stars, , 
And the beacon burning at the open bars. 


—The LuMBERMAN Poet on his 40th birth- 

day. 
Poet's Epigrams 

“One of the saddest features of the 
lumber market is the falling off in the use 
of hickory by parents.” 

“Don’t expect the boy to be better than 
his dad !” 


“Let a man grade himself and it is re- 
markable how few culls he will find.” 


“Capital is entirely to blame for labor 
troubles; all capital needs to do is to give 
labor everything it wants.” 


“The planer a girl is the harder it is 
to matcher.” 


The following poem was sent in by a friend 
of the AMERICAN LUMBERMAN and is reprinted 
here as an expression of sentiment that will ap- 
peal to many of our readers: 


My Sentiments 


When I pass out and my time is spent, 

I hope for no lofty monument, 

No solemn procession marching slow 
Along the last long road I shall go; 

No pomp and glory I care for then, 

When I depart from this world of men. 


But I’d like to think when my race is through 
That there will be in the world a few 

Who'll say, “Well, there is a good man gone, 
I’m sorry to see him passing on, 

For he was a sort that’s fair and square, 











“A man is known by the 
keeps on the payroll of.” 


“The trouble with peace councils is 
that they carry a white flag in front and 


a red flag behind.” 


“Putting off problems is like brushing 


off flies.” 


“Undoubtedly .the original canthook 


company he 


The kind of a fellow it’s hard to spare. 


He hadn’t wealth, he hadn’t fame, 


But he kept the rules and played the game. 


His eyes were true and his laugh was clear, 
He held the truth and his honor dear, 
And now that his work is at an end, 


I know what it means to lose such a friend.” 


If my life shall earn such words as those 


I shall smile in peace as my eyelids close; 


was the cow with the crumpled horn.” 


I shall rest in quiet and be content, 
With the words of a friend for my monument. 


—Maurice H. Apams. 





NEWS AND 
VIEWS OF 





50 YEARS AGO | 


From the AMERICAN LUMBERMAN 








The notorious Jack Mahoney, 
recently shot at Ashland, Wis., 
was born in New York State 
35 years ago and came to the 
Michigan pine forests about 
fifteen years ago, engaging in 
the logging business, exceeding 
his capacity, and failed. In 
1882 he came to Ashland to 
open his dance house which 
proved a gold mine and netted 
him over $1,000 a week, and he 
left an estate valued at $150,- 
000. The authorities will find 
it much less difficult to execute 
the laws now he is out of the 
way. 

* * * 

Much talk has been indulged 
in recently about bribing weigh- 
masters on certain roads in the 
West and Southwest, and in 
conversation with an official on 
one of the roads a few days ago 
the editor learned of a case of 
bribing by a shingle manufac- 
turer who had two men con- 
nected with the road “fixed”—a 
weighmaster and a night clerk 
—and by an _ accident the 
freight agent of the road fell 
upon an open letter addressed 
to the night clerk which gave 
it all away. As soon as the 


clerk missed his letter he 
skipped out, and the railway 
men did not find him in that 
section of country again. 

* * * 

Congressman Springer’s Ok- 
lahoma bill for opening up the 
Cherokee outlet, the public 
land strip and Oklahoma, 
11,582,684 acres in all, was 
passed by the lower house last 
Saturday (Feb. 2, 1889). If 
it passes the Senate the result 
in the way of creating a de- 
mand for southwestern lumber 
will depend upon the speed 
with which the agreements with 
Indians and other necessary 
details are disposed of, so as 
to enable the President to issue 
a legal proclamation opening 
up Oklahoma Territory. 

* * * 

The organization was com- 
pleted at Minneapolis of what 
is to be known as the H. C. 
Akeley Lumber Co., incorpo- 
rated with a capital stock of 
$500,000, by H. C. Akeley, F. 
S. Farr, Ray W. Jones, C. H. 
Hackley, and Thomas Hume. 
The company absorbs the De 
Soto Lumber Co. and will op- 





erate the mill built by that 


concern. Mr. Jones will have 
immediate charge of the han- 
dling of the lumber. Mr. Farr 
will run the mill. The Itasca 
Lumber Co. will in the future 
be known simply as handler of 
logs under the contract held 
by that company with T. B. 
Walker and John S. Pillsbury. 
* * * 

The Paine Lumber Co., Osh- 
kosh, Wis. was awarded 
$66,000 by the overflow com- 
mission for damages. The 
claim was $43,000 with interest 
added for eight years. 


x *k * 
The L. W. Blinn Lumber 
Co., Tombstone, Ariz., has 


made a proposition to the Russ 
Lumber Co. of San Diego, 
Calif., to purchase the yards 
of the former concern at Riv- 
erside, San Bernardino, Colton, 
San Jacinto and other points 
without reference to the San 
Diego business. The Blinn 
company has a heavy trade in 
Arizona and New Mexico, and 
has large interests in the Salt 
River valley, which is likely 
soon to be reached by the San 
Diego, Cuyamaca & Eastern 
railroad. 





75 


Profit-Paying 
Products of 
Ponderosa Pine 


More and more buyers are turning to the qual- 
ity products of Southwest Lumber Mills In- 
corporated. The great popularity of this fine 
line of lumber is richly well deserved. For 
here is pine of choice selection, of high- 
altitude growth, soft-textured, fine-grained, in 
every way superior. Our two modern mills 
have every facility for precision manufacture. 
Our Mixed Car Service for Dealers includes 
all Building Items—Dimension, Siding, In- 
terior Trim, “Apache Brand” Mouldings, Ceil- 
ing, Casing, Base, Lath, Selects, Common. 


We invite your inquiries and orders, assuring 
you that they will have our prompt attention. 


Write us today. 


UTHWE 
LUMBER 
MILLS INC 


Southwest Lumber Mills Inc. 
McNary, A.izona 


Mills at Flagstaff and 
McNary, Arizona 


DISTRICT SALES OFFICES 
PHOENIX, ARIZ.— °° "Sty; ssontatv 
CHICAGO — © fiateoer=® Pine: Spurl 6 
NEW YORK — “” Prone Vanden sea07" 
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Box Shooks and Crates 


Address your orders to 


SOUTHWEST LUMBER CO. 


J Alamogordo, New Mexico 
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100% Dealer Distribution 


We solicit business from lumber 
dealers and supply them with all 


SOUTHERN and WESTERN WOODS 


P. M. BARGER LUMBER CO. 


Wie cusdebric, MOORESVILLE, N.C. 


418 Colorado Bidg. 











Raine and Raine, Inc. 
RAINELLE, W. VA. 


Appalachian Hardwoods 
———e | 


CHICAGO 


19 N. CLARK STREET 
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IN THE CENTER 
OF THE LOOP 


Amermecanfiumberman 
New Wholesale Warehouse in 


Chicago Heights Area 


The Edward Hines Lumber Co., Chicago, is 
not only looking forward to increased building 
activity, but is preparing for it. For example, 
according to an announcement by Charles Hines, 
executive vice president, the company will 
shortly open another wholesale warehouse in 
Chicago Heights to serve lumber dealers in IIli- 
noise, Michigan and Indiana. The warehouse 
will have 63,000 sq. ft. space on the main floor 
and 15,000 sq. ft. of space in the basement. 

Three years ago the company opened its first 
wholesale warehouse in Park Ridge to serve its 
own 20 retail yards and the many neighboring 
lumber dealers with building materials other 
than lumber. According to Mr. Hines, “So 
great has been the expansion in the dealers’ 
business in specialty items, such as insulation, 
wallboard and plywood, that the facilities of the 
Park Ridge warehouse, with 48,000 sq. ft., have 
been taxed beyond capacity and necessitated the 
opening of a second warehouse, which will be 
under the management of Albert Fifield, a 30- 
year Hines veteran who is leaving his post as 
manager of one of the company’s yards. He 
will work under direct supervision of Arthur 
Mohring, manager of the Park Ridge ware- 
house, and George J. L. Mohring, vice presi- 
dent.” 

Over 600 dealers in the four-State area sur- 
rounding Chicago have found it convenient to 
draw their supplies from the Park Ridge ware- 
house with their own trucks. Hines offers de- 
livery service within 40 to 50 miles from Chi- 
cago. This modern method of distribution by 
Hines is reflected in lower building material 
prices to the consumer because the dealers do 
not have to carry large inventories. 


To Log 4,000-Acre Tract 


Vancouver, B. C., Feb. 4.—Logging will 
start about July 1 on a choice 4000-acre tract 
of fir timber of the Victoria Lumber Manufac- 
turing Co. (Ltd.), which has its big mill at 
Chemainus. on Cowichan Bay. The tract is be- 
hind Fanny Bay, 10 miles south of Union Bay 
on the east coast of the Island. Production will 
all go to the big Chemainus mill, which means 
a tow of about 90 miles down the Island coast 
to Cowichan Bay. Manager J. A. Humbird 
estimates that the operation will last a little 
short of ten years. 








Progress of Woven Wire Fence 
Parallels Company's History 


PeortA, ILt., Feb. 6.—Fifty years ago one of 
the meanest jobs on the farm was building 
and keeping up rail fences. Peter Sommer, an 
Illinois farmer, got tired of wasting weeks of 
labor in keeping up fences and started looking 
for a better fence than rails. He found that 
in woven wire, first experimenting with cross 
wires twisted by hand into line wires stretched 
on posts in the field, the weave forming open- 
ings like a keystone. In 1899 he completed 
his first fence weaving machine, operated by 
hand, which required the labor of two men 
and a boy. It would turn out ten rods of 
the Keystone fence in a twelve-hour day. 

The fence was practical and immediately 
came into demand. The little shed housing the 
machine became the first factory of the Key- 
stone Steel & Wire Co. From it has grown, 
in the past half century, the world’s largest 
independent steel and wire mills. Some of the 
wire woven on that first machine stood up 
for 20 years. Years of practical use and con- 
stant experimenting have brought about more 
efficient machines and improvements, such as 
the addition of 20 to 30 points of copper which 
made the steel resist rusting two to three times 
as long as steel without copper. 

A revolutionary improvement in the method 
of zinc coatine fence wire was developed and 
patented by Keystone. The process is called 
“galvannealing.” Other improvements includ- 
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ed more compact, tightly formed knots, crimps 
in the line wires and weights and type of 
fabrics to suit various purposes. 

This spring Keystone marks 50 years of 
fence making with an interesting departure jp 
fence advertising. Farm paper advertising 
posters, direct mail, catalogs, motion pictures 
and radio will carry the story of how woven 
wire fence was invented. This program yl 
point out dramatically the hard, back-breaking 
labor that went into the old rail fences anq 
how it led to the development of the efficient 
economical woven wire fencing used today, 





Half Century of Service 
Completed by lowan 


CarroLt, Iowa, Feb. 6—On January 26, 
G. W. Thomas completed his fiftieth year of 
service with the Green Bay Lumber Co, of 
Des Moines, Iowa, which operates a number 
of yards, including the Green Bay Lumber Co, 
here. At the close of 1888, Mr. Thomas had 
just completed six years as clerk of the court 
at Wapello, Ia. In looking around for an 
opening following his early political career, he 
had three positions offered him. Two with 
law firms and one in the lumber business. He 





G. W. THOMAS, Carroll, Iowa; 
Carroll, Iowa; 
Completes 50 Years 
With One Company 


chose the latter and started in as manager of the 
Green Bay Lumber Co. yard at Villisca, Ia. 
Less than a year later he was moved to Clar- 
inda, where he was manager for nearly five 
years. 

Since that time he has been auditor of the 
company, coming to Carroll in January, 1903 
as auditor in charge of all of the company’s 
yards located on the Chicago & Northwestern 
railroad. For the past fifteen years he has been 
a director of the company, and since 1932 has 
been its treasurer. A son, G. S. Thomas, is 
assistant auditor of the company. 





Paint Company's Warehouse 
Assures Rapid Delivery 


Erte, Pa., Feb. 6—The Marietta Paint & 
Color Co. recently announced: the opening of a 
new warehouse, here, at 2121 McKinldy Ave. The 
additional warehouse was required, according 
to the company, because of the rapidly increas- 
ing number of distributors of Marietta products 
in northeastern Ohio, western Pennsylvania, and 
northwestern New York, which the warehouse 
will serve. The company is now able to effect 
deliveries from the warehouse within 12 to 24 
hours after orders are received. All mail for 
the company, with the exception of orders for 
the above named area, should be sent to the 
main office at Marietta, Ohio. 
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THE BUSINESS RECORD 








New Ventures 


CALIFORNIA. Cutler—Visalia Lumber Co. is 
restocking the large warehouse and yard which 
has been closed since 1932. The company will 
handle lumber, hardware, poultry wire, paints and 
plaster, and_will arrange long-term financing 
through the FHA. 

Long Beach—Galleher-Cline Hardwood Co. en- 
gaged in business at 6803 Stanford Avenue. 

MICHIGAN. Detroit—The Filmore Lumber Co., 
24204 Gratiot Avenue, has opened a modern Jum- 
ber yard to serve East Detroit, Mt. Clemens and 
surrounding territory. 


OHIO. Clyde—Parker Lumber Yard opened by 
Ben Parker. 
OREGON. Jefferson—Jefferson Lumber Co. be- 


ing opened by Delbert and Avery Murphy of Stay- 
ton. 

WASHINGTON. Arlington—Frank Kahan and 
Earl Godfrey have begun operations as Bear Creek 
Lumber Co. near Jim Creek reservoir. 


New Mills and Equipment 


ALABAMA. Monroeville—J. M. and J. L. Min- 
ish, of Butler, Tenn., will erect a woodworking 
plant here, to cost $20,000. 

FLORIDA. Bonifay—Highlands Crate Co.’s new 
veneer mill has begun operation of its new plant. 

Port St. Joe—The St. Joe Lumber & Export 
Co. started operations at their mill. The mill is 
a single band and resaw, constructed to take tim- 
bers up to 45 feet in length, with two large brick 


dry kilns, huge rough sheds, planing mill and 
dress sheds. 
TEXAS. Diboll—Temple-White Manufacturing 


Co. has started the manufacture of broom and 
mop handles. Superintendent A. Weber said the 
plant will consume the pine square output of the 
Southern Pine Lumber Co. and the Angelina 
County Lumber Co. at Keltys. Officials of the new 
industry are H. B. White, president; H. G. Temple, 
vice president, and H. C. White, secretary and 
treasurer. The products will be marketed through 
the White Woods Produce Co. at Lufkin. 

CANADA. BRITISH COLUMBIA. Lulu Island 
—Keystone Shingles & Lumber (Ltd.), Duncan 
Street, will rebuild the eight dry kilns recently 
destroyed by fire, President G. W. Beach an- 
nounced. The mill and property are owned by 
Westminster Mills (Ltd.) and are leased by the 
Keystone Shingle concern. 

Nanaimo—Inkster & Thompson Lumber Co. has 
announced that a modern woodworking plant will 
be erected at Courtenay, which will turn out doors, 
windows, sash, casing and other wood products. 

Victoria—Moore & Whittington’s sash and door 
factory on Bridge Street is building additions to 
house additional door-making machinery. 


Business Changes 


ALABAMA. Leeds—O. M. Busby, Jr., succeeded 
by Leeds Lumber & Supply Co. 

ARKANSAS. Batesville—E. E. Bonsteel Lum- 
ber Co. succeeded by Bryant-Wade Lumber Co. 


CALIFORNIA. Fresno —Swastika Lumber Co. 
changed its name to J. C. Ferger Lumber Co. 

GEORGIA. Douglasville—Trout Lumber Co. 
(Inc.) succeeded by H. W. Trout. 


ILLINOIS. Chicago—Dealers Millwork Co. (Inc.) 
succeeded by Babbin Millwork Co., 2651 West 
Roosevelt Road. 

Chicago—Englewood Lumber Co. succeeded by 
Robert G. Heitschmidt, 6315 Wentworth Avenue. 


INDIANA, Bristol—Barnes & Ulery succeeded 
by Ulery Lumber & Coal Co. 

IOWA. Cambridge—C. A. Neel Lumber Co. suc- 
ceeded by Cambridge Lumber Co. 

Newhall—T. H. Dalbey lumber yard, owned by 
T. H. Dalbey of Des Moines, has been purchased 
by Spahn & Rose Lumber Co. of Dubuque. 

Union and Whitten—Lovell-Scholfield Lumber 
Co. sold its yards at Union and Whitten to Den- 
niston & Partridge Lumber Co. 

KENTUCKY. MHartford—Bean Lumber Co. suc- 
ceeded by Hartford Lumber Co., which will be in- 
corporated. 

Russellville—W. E. Wilson Co. has changed its 
name to W. E. Wilson Lumber Co. 

LOUISIANA. Logansport—Walter Peterson suc- 
ceeded by Logansport Lumber Co. 

Opelousas—Deville-Nicholson Lumber Co. suc- 
ceeded by C. B. Deville Lumber Co. 

MICHIGAN. Detroit—Wholesale Lumber & Mill- 
work Co. (Inc.) succeeded by Wholesale Lumber 
: Building Materials (Inc.), 17495 Van Dyke Ave- 
ue. 


MISSISSIPPI. Oakley—Oakley Lumber Co. suc- 
ceeded by Hinds Lumber Co. 


MISSOURI. Lowry City—Sayles & Harris suc- 
ceeded by M. H. Harris Lumber Yard. 

_NEW MEXICO. Magdalena—Becker-Mactavish 
Co. succeeded by Magdalena Trading Co. 
Roswell—F. I. Sullins lumber yard, at 107 West 
Alameda, purchased by Panhandle Lumber Co. 

NEW YORK. Gowanda, Hamburg and Lacka- 
wanna—Forbush Planing Mill Co. changed name 
to Forbush Lumber & Coal Co. 

NORTH CAROLINA. High Poitnt—Mahon & 
Froelick succeeded by Froelick & Wall. 


OHIO. Shelby—Gledhill & Kime Lumber Co. 
local branch has been sold to Wall Street Lum- 
ber Co., who will continue the operation. 

Peebles—Haas Lumber Co. succeeded by King 
Lumber Co. 

PENNSYLVANIA. Lewiston—Hoffman Co. suc- 
ceeded by Hoffman Supply Co. (Inc.). 

Montoursville—G. W. Bennett & Son (Inc.) suc- 
ceeded by G. W. Bennett Son. 


SOUTH DAKOTA. Clear Lake—W. S. Carstens 
Lumber Co. sold to Thompson Yards (Inc.). 

TEXAS. McAllen—The Independent Lumber Co. 
here has been sold by M. R. Nelson, owner and 
operator since the founding of the firm, to Aubrey 
Thomas. Mr. Nelson will retain a small interest 
in the company, it was stated. 

Midland—Anderson Lumber Co. 
Mid-West Lumber Co. 


WASHINGTON. Ferndale—Wert 
succeeded by C. H. Hoff. 

Medical Lake—J. M. Wilkes (Est) succeeded by 
H. W. Wilkes. 

Springdale—Allen & Racey succeeded by indi- 
vidual operations, Ralph Allen taking over the 
sawmill and R. F. Racey the planing mill. 


succeeded by 


Lumber Co. 


WISCONSIN. Mellen—Kiel Woodenware Co. 
succeeded by Mellen Veneer Co. 
- 
Casualties 
ALABAMA. Montgomery—Foshee Lumber Co. 


dry kiln and 50,000 feet of pine destroyed by fire. 
The loss, covered by insurance, was estimated at 
$20,000. 


GEORGIA. Sparta—Oldham Lumber Co. plan- 
ing mill destroyed by fire, along with a large 
amount of dressed lumber. The large stock of 
rough lumber was saved and also the office and 
other buildings. Loss reported partially covered 
by insurance and the plant will probably be re- 
built as soon as the necessary adjustments can 
be made. 

IOWA. Des Moines—Highland Park Lumber 
Co., 3717 Sixth Avenue, destroyed by fire which 
burned more than a half million feet of lumber 
and three trucks. Loss is estimated at $30,000, 
partially covered by insurance. 

Kalona—Eclipse Lumber Co. yard destroyed by 
fire, with loss estimated at $50,000. The main 
building and complete stock of lumber. were 
burned; only the office building was saved. 


MARYLAND. Upper Marlboro—W. Eugene Pyles 
Lumber Co. warehouse destroyed by fire. Loss 
estimated at $100,000, believed covered by insur- 
ance. 

MASSACHUSETTS. Pittsfield—Clifford M. Good- 
rich woodworking plant destroyed by fire, with 
loss estimated at $25,000. 

NEW MEXICO. Albuquerque—Breece Lumber 
& Supply Co. office and yard destroyed by fire. 
Approximately 400,000 feet of lumber was de- 
stroyed, together with a full line of paint supplies 
and several thousand dollars worth of hardware. 
The warehouse in the rear of the yard, containing 
large stocks of cement, plaster, roofing, asphalt, 
insulation board and metal lath was undamaged. 
Business is being continued. Loss fully covered 
by insurance. It is expected the yard will be, im- 
mediately rebuilt. 

NORTH CAROLINA. Thomasville—Thomasville 
Chair Co. plant damaged by fire. 

VIRGINIA. Guinea—Lewis Dill & Co. resaw mil] 
destroyed by fire. Stocks of lumber were saved. 
The loss had not yet been estimated. It is re- 
ported the mill will be rebuilt as soon as insur- 
ance adjustments are completed. 


CANADA. BRITISH COLUMBIA. Lulu Island 
—Ten million shingles and three large dry kilns 
were swept by fire at the plant of the Keystone 
Shingle & Lumber Co., with loss estimated at 
$75,000. The mill proper was saved. The loss is 
covered by insurance. 


Incorporations 


Mobile—The W. B. McDavid Co. 
(Inc.), 910 Merchants National Bank Building; 
$25,000. Will engage in the sawmilling and gen- 
eral lumber business, 

CALIFORNIA. Burney—The Scott Lumber Co. 
has filed an application to do business in Cali- 
fornia, with California headquarters in Burney. 


NEW JERSEY. Hoboken—John R. Blair Co.; 
$50,000. Lumber. 

Jersey City—Pavonia Lumber Co. 

Little Falls—Singac Coal, Ice & Lumber Co. 

Secaucus—Schmitt Builders Supply Co. 

OREGON. Glenwood—Oregon Douglas Lumber 
Co.; $20,000. Sawmill and logging. 

Marshfield—National Lumber Co.; $5,000. 
ging and sawmill. 


SOUTH CAROLINA. 


ALABAMA. 


Log- 


Easley—Bailey Lumber 


Co.; $5,000. 
VIRGINIA. Richmond—Southeastern Lumber 
Co. (Inc.). To buy, sell and handle lands, timber 


and timber rights. 


Waverly—Gray & Rose (Inc.); $25,000. To con- 
duct the business of sawmill proprietors. 
WASHINGTON. Tacoma—The Cascade Pole 


Co., which has been operating here for the last 
three years as an individual company, filed ar- 
ticles of incorporation. The company deals in 
eae timber products and is capitalized for 
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Further Refinements for 


SABINE SHORT LEAF 
YELLOW PINE 


All Sabine 
double-end trimmed smoothly 


lumber is now 
and square. Uniform lengths at 
least 14” full. No extra cost. 
Stacks better, looks better and 
sells better thon ordinary lum- 
ber. This additional refinement 
to Quality Lumber is creating 
repeat business for dealers. 


Mixed cars our specialty. Com- 
mon lumber with Finish, Trim, 
End-Matched Y. P. Flooring, 
Oak Flooring, etc. A trial order 
will convince. 


Sabine Lumber Co. 


SALES OFFICE: 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 

















CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 





Yard Stock Specialist 
SOUTHERN 


Rn HSS ME 
HARDWOODS 


BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 


y BUGHHNAN 


TEXARKANA, ARK.-TEX. 









PG 8 8 
CARS 
OR 
STRAIGHT 
CARS 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Feb. 6.—Interest in the trade 
circles of New England through January has 
been divided between a long list of association 
conventions; continued pressure by Forest 
Service officials and its field workers in an 
emergency campaign to clear the forests of 
hurricane-felled trees and bring the forest fire 
hazard under control before the dry season 
arrives in April and May; while the building 
material dealers are rounding out their yard 
stocks for an anticipated sharp increase in 
home building, and remodeling and repair of 
summer homes wrecked in the September hurri- 
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DOUGLAS Fir EXPORT 
COMPANY 


Head Office: 


SEATTLE, WASHINGTON, U.S. A. 
1125 Henry Building 


DFXCO 


( Shipping Mark ) 


EXPORT SHIPPERS 


Cargo and Parcel Shipments 
TO ALL FOREIGN MARKETS 











Douglas Fir 


Pacific Hemlock 
Sitka Spruce 


BRANCH OFFICES: 
Portiand, Oregon, U.S.A. 
San Francisco, California, U.S.A. 
Osaka, Japan 
Buenos Aires, Argentina 








Cable Address, all offices, FIREXCO 
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Announcing... . 


20th Annual Short Course in 


DRY KILN PRACTICE 


at New York State College of 
Forestry, Syracuse, New York 


March 29 to April 7, 1939 
Write for circular to PROF. HIRAM L. HENDERSON 











FROM THE BARN DOOR HANGER 
TO THE TINY CABINET HINGE 


Every item of Stanley Hardware is built and 
priced for the satisfaction of you and your 
customers, and advertised so it will sell easily 
and profitably. Catalog No. 61 describes the 





line. The Stanley Works, New Britain, Conn. 


HARDWARE FOR CAREFREE DOORS 





cane. It is noted that in excess of ten million 
feet of West Coast lumber was landed here 
from the boats in January, and that practically 
every parcel went direct to a dealer yard for 
restocking. This is more than double the 
amount landed here in January one year ago. 
This is significant in view of the active co- 
operation of many dealers in plans to develop 
a wider use for the native woods cut from 
salvaged logs, that are being offered in in- 
creasing quantities, and which must find a mar- 
ket during the next four to six years. As to 
the seriousness of the forest fire hazard, out- 
standing authorities class it as greater than 
the hurricane itself. There is four billion board 
feet of down logs and no adequate mill equip- 
ment for the work, salvagers using chiefly 
small portable mills. 


The New England Council’s index of gen- 
eral business activity in New England was 
less than 5 percent below normal in December, 
it was announced on Feb. 1. There was a 4.8 
percent increase over November, to 95.5 per- 
cent of normal. 


WEST COAST WOODS—There has been 
little activity in fir or hemlock dimension and 
boards, either in the form of small lots from 
spot wholesale stocks or in round-lot orders 
calling for delivery in early spring. The 
market is fairly steady, mills making few if 
any concessions. The nominal discount for 
American fir dimension under 20 feet in 
length remains at $9.50@10 from page 16 of 
West Coast list 32, with the hemlock differ- 
ential at $2@2.50. At the wholesale distribu- 
tion yards, small lots of fir dimension to 
dealers take the $7 discount and, as the sup- 
ply of hemlock is light, the price differen- 
tial seldom exceeds $1.50. Wholesale stocks 
have been drawn down well below normal, 
also unsold lots stored at the terminals, 
nearly all receipts having moved direct to 
dealer yards. Receipts in January—tallied ex- 
clusively for AMERICAN LUMBERMAN—totalled 
10,210,715 feet, and compare with the aver- 
age in January in the previous nine years of 
7,226,488 feet. Two British Columbia cargoes 
are due within the next ten days, to discharge 
approximately 3% million feet. The vessel 
rate from American ports remains at $14. 


EASTERN SPRUCE—Severe winter weather 
has combined with the usual mid-winter 
lethargy. in holding transactions in spruce to 
a low level, but as many mills are idle and 
operators are concentrating on woods work, 
production is at the lowest point of the year, 
and there is little sales pressure that might 
bring price changes. Small dimension deliv- 
ered at Boston rate points—2x3- and 4-inch, 
is usually priced at $30, and seldom goes 
above that price unless all long lengths are 
specified. Eight-inch should be quoted at 
$34; 10-inch at $38@39, and 12-inch at an 
even $40. The call for wide plank for re- 
pairing or rebuilding factory and mill roofs 
destroyed in the September hurricane con- 
tinues. Random timber and plank sizes are 
held at $1@1.50 below dimension prices. 
Stocks at the mills have not accumulated. 


LATH AND SHINGLES—Standard slab lath 
are in a steady position as to delivered prices, 
though demand is seasonally light at $3.50 
for the 1%-inch, and $3.75@4 for the wider 
size. Eastern white cedar shingles are steady 
in price, stocks at the mills are normal, and 
distributors anticipate a sharp increase in 
demand when repairing and rebuilding shore 
homes get under way in March and April. 
Delivered prices range from $4.25 per square 
for extras down to $3.25 for 2nd clears. The 
position of West Coast red cedars does not 
improve. Within a week there has been a 
further drop of 5 to 10 cents, all grades being 
affected. The larger British Columbia mills 
continue to hold their price lists at the point 
established late in December, and for New 
England delivery are quoting $5.10 for the 
18-inch Perfections, with the 16-inch 5X 
No. 1 at $4.47; No. 2, $3.47, and No. 3, $3.07. 
At local distribution yards, waterborne lots 
from Washington mills are available at $5.10 
for the Perfections; $4.70 for the 5X No. 1; 
$4.15 for No. 2, and $3.70 for No. 3. 
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EASTERN HARDWOODS—The outlook for 
hardwoods has become brighter as the ¢a}j 
for supplies at furniture plants expands. The 
big furniture convention in New York closeq 
its week on Saturday with both attendance 
and sales 30 percent above those of a year 
ago. Heaviest buying was from New Eng- 
land, due to needed replacement of home 
equipment destroyed in September hurricane, 
Order files at the sawmills have gaineg 
steadily through January, demand coming 
chiefly from the woodworkers for birch and 
maple, and for thick maple heel stock. Fag 
birch and maple, inch are quite active at a 
range of $70 to as high as $80 for the gir 
dried stock, and for 2-inch, $88@95. For 
2-inch short cross-cut maple to grade "99 
percent usable for heels” the heel shops are 
paying $72.50@75, delivered. The call for 9/4 
is increasing, and the supply is wholly inade- 
quate at $80@85 to meet the expanding de- 
mand for higher heels. 


Francis O. Dutton, of Chelmsford, Mass, 
has completed the installation of a new hard- 
wood flooring plant at Brandon, Vt., to produce 
chiefly maple flooring. It is modern in every 
respect, and is equipped with a Moore rever- 
sible fan and automatic control dry kiln. 


Horace A. Bailey, head of Bailey & Delano 
Lumber Co., Boston, returned February 2 from 
a two weeks’ sojourn at the Florida winter 
resorts. 


The new and modern plant of Simonds Steel 
& Saw Co. at Fitchburg, Mass., will be in 
action when the entire equipment and man 
power of its Chicago plant are transferred there 
during the next thirty days. 


R. E. Seeley, general manager of Puget 
Sound Associated Mills, with headquarters in 
Seattle, Wash., was a Boston visitor last week. 


NEW YORK, N. Y. 


Seasonally cold weather, heavy snow and icy 
roads coupled with three important trade con- 
ventions through the final week in January, 
combined to curtail the movement of lumber 
and booking of new business. The Industrial 
Bureau of the Merchants Association reports 
that in all boroughs in New York City, for the 
full year 1938 compared with 1937, the num- 
ber of contracts awarded increased 140 per- 
cent, while the estimated value remained static, 
to prove the trend toward lower cost homes. 
Large-scale home building promotions are 
figuring in the current upswing; they have 
been held up during the past two years by 
reason of advancing costs both for labor and 
building material, but investors are appar- 
ently convinced that costs have settled back 
to normal. 

Intercoastal offices have developed quite a 
volume of new business in fir and hemlock 
for direct mill shipment to reach here in 
March-April, and though the price position 
of the mills is a trifle stronger, delivered 
prices here have held strikingly steady at 
the discount for fir dimension established late 
in November of $9.50 off page 16 of the West 
Coast list, on dock here. Receipts in Janu- 
ary were about normal, and nearly every 
parcel went direct to a customer in filling old 
orders, or to the distribution yards to round 
up assortments of sizes for the spring trade. 
Unsold lots in storage underwent a further 
shrinkage as the smaller yards continue to 
draw their supplies from these spot stocks. 

Eastern spruce offices here have booked 
very little new business through January, 
and when buying starts later this month, 
mill prices will be steady at the present 
level or slightly above, for mill stocks are 
well in hand and most shippers are calling 
for advances as an offset to higher operating 
costs. The smaller dimension sizes, deliv- 
ered by rail at Harlem River points, are firm 
at $31.50@33.50, with the 2x8-, 10- and 12-inch 
priced at $36@43. The call for dry and 
dressed boards is slow, but will improve 
within the month. There is little selling 
pressure, as supplies at the mills are light. 
Most sales of 6- and 7-inch, are at $33@35, 
and of 8-inch at $35@37.50. 

The sudden death on Sunday, Jan. 22, 
at his home in Tuckahoe, N. Y., of Ralph 
McKee, for the past thirteen years manager 
of the New York office of Long-Bell Sales Co., 
is being sincerely mourned by a host of 
friends in the trade. No successor to Mr. 
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McKee has yet been named, but J. H. Lane, 
sales manager for the company, was at the 
local office in Grand Central Terminal last 
week from his headquarters in Kansas City, 
and will soon install a new local manager. 


Buffalo, N. Y. 


Lumber trade has been rather quiet, partly 
pecause of heavy snowfalls in the city and 
nearby territory. Prices in. various woods 
are holding steady, and in some cases ad- 
vancing. Southern pine prices are reported 
a little firmer. Shingles are also firm. A soft 
price situation prevails in fir uppers. 


HARDWOODS —Demand has been fair 
lately, though, because of stormy weather, 
salesmen have not been contacting their cus- 
tomers and many yards have been handi- 
capped by heavy snow. Prices in most woods 
are holding about steady. 


WESTERN PINES—Demand is fair for this 
time of year, though no large sales are re- 
ported. Dealers’ stocks in most cases are not 
heavy. Prices are generally steady. 


NORTHERN PINE—Demand is largely con- 
fined to small lots, The amount of lumber 
offering is smaller than in some winter sea- 


- Baltimore, Md. 


NORTH CAROLINA PINE—Heavy rains in- 
terfere with use of shortleaf, but local yards 
have plenty of orders on their books. Mill 
prices have not changed to any extent. Stocks 
suffice to take care of needs. 


LONGLEAF PINE—Demand is gradually 
increasing, and quotations either hold up 
well or show further small gains. 


CYPRESS—After a rise of from $2@6, quo- 
tations seem to have steadied, and sellers 
are adhering to lists in the face of resistance 
by buyers. Stocks are fairly well adjusted 
to demand. 


WEST COAST WOODS—The movement in 
fir, spruce and ponderosa pine is perhaps a 
little more active. Shippers encounter fewer 
handicaps in caring for current needs. Prices 
are little changed. 


HARDWOODS—Buyers adhere quite closely 
to immediate requirements. Large quantities 
of Appalachian woods were taken by High 
Point furniture plants following their shows. 
Foreign business is dull. 


Norfolk, Va. 


NORTH CAROLINA PINE—Because of 
rather bad January weather throughout this 
section, and the North and East, business 
generally slowed up, but during the past 
week there has been a noticeable improve- 
ment. Prices generally have held firm, and 
certain low grade items, which weakened 
when demand was very light, have strength- 
ened. The general rise in building activity, 
and the stimulating effect of Federal ex 
penditures, are encouraging optimism. The 
railroads are also in the market for a lot of 
lumber. There is a good demand for 12-inch 
lumber, whether boards, framing or large 
sizes, and it is very scarce; 10-inch is also 
in brisk demand, because of a change in 
FHA specifications, The box market is not 
very good. Prices are holding very firm on 
rough stock box, air dried and kiln dried, 
because supply is very limited. The surplus 
of lumber now at mills, in good shipping 
condition, is very small and far below nor- 
mal, Air dried roofer prices weakened dur- 
ing January, but recently have been holding 
frm at $10 for 4-inch, $16 for 6- and 10- 
inch, and $16.50 for 8- and 12-inch, f. o. b. 
cars, Georgia Main Line rate; the 8-inch 
seem to be very scarce in Virginia and the 
Carolinas. The price situation is very en- 
couraging to the mills, in that lists have 
held firm during January. However, today’s 
prices do not give them a sufficient margin, 
therefore, they are inclined to go slow in 
production. 


Seek Reason for Idle Mills 


ABERDEEN, WaAsSH., Feb. 4.—Grays Harbor 
lumber mill operators and union employees, 
concerned over the extended idleness of mills 
and logging camps in this region, have named 
a fact-finding committee to study conditions in 
eight western Washington, Oregon and British 
Columbia areas, with a view to doing something 
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to encourage greater activity in this district. 
The committee includes E. W. Morley, of the 
Saginaw Logging Co.; E. C. Kaune, manager 
of the Eureka mill, Hoquiam; Joseph Clark, 
IWA millworkers business agent, and Richard 
Law, logging union business agent. 





Fire Does Not Stop Retailers 


Service to Trade 


ALBUQUERQUE, N. M., Feb. 6.—Despite a fire 
which on Feb. 4 destroyed part of the yard 
and stock of the Breece Lumber & Supply Co., 
here, K. C, Childers, manager of the company, 
stated today that business would continue, in 
the face of these handicaps. In fact, he said, 
orders were coming in over the telephone as 
rapidly as the office force could handle them. 
Several neighboring yards are lending whatever 
assistance is required. The loss is fully covered 
by insurance, and it is expected that the yard 
will be rebuilt immediately. From the wreck- 
age of the office a full record of the accounts 
receivable was recovered. 





Wants "Wooden Riches" for 
Arkansas 


LittLe Rock, Ark., Feb. 6—Declaration that, 
on the basis of the facts, forest fires cover 58 
times the area and do 14 times the damage on 
unprotected forest land that they do on pro- 
tected land, presents the obvious conclusion 
that every acre of forest land in Arkansas must 
be protected against fires—is made in a bulle- 
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tin of the Arkansas Forestry Commission. The 
bulletin, illustrated, tells in an attractive man- 
ner how regrowth of forest land is essential, 
and will bring wealth to the State. Says 
“Wooden Riches”: “Despite the fact that the 
future of the lumber industry in the State de- 
pends entirely upon the new timber which can 
be grown on our cut-over timberlands, the pub- 
lic has done little to assist the timberland own- 
ers towards this worthwhile objective.” 





Hymeneal 


ROBERTSON - HAYNES. Edward Robert- 
son, of Marianna, Ark., manager of the Rob- 
ertson Lumber Co., was married to Miss 
Marnell Haynes, of Monticello, Ark., recently, 
the ceremony having been performed in the 
First Baptist Church, Marianna, by the Rev. 
C. C. Craxton. The bride is a graduate of 
Monticello A. & M. College. Mr. Robertson 
attended Arkansas College at Batesville and 
is a graduate of Hampden-Sydney College in 
Virginia. After a wedding trip through the 
Rio Grande Valley, Mr. and Mrs. Robertson 
will be at home in Marianna. 


Announcement of the forthcoming marriage 
of a member of one of the most prominent 
lumber families of the Pacific Northwest was 
made at an engagement tea given for the bride 
elect by Miss Melba Griswold in Seattle, 
Wash., last week. The bride to be is the 
daughter of Mr. and Mrs. Harold E. Baggott, 
of Seattle, and her finance is Richard Horace 
Cutler, son of Mr. and Mrs. Carl H. Cutler, 
New Westminster, B. C. Mr. Cutler is asso- 
ciated with his father in the lumber indus- 
try. The senior Cutler is prominent in lum- 
ber and shingle manufacturing circles on 
both sides of the International border. He is 
president of the Hammond Cedar Co. (Ltd.), 
Hammond, B. C., and identified also with a 
number of other lumber and shingle produc- 
ing concerns. 
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San Francisco, Calif. 


LUMBER CHARTERS—tThe Pacific Coast 
freight and charter market has shown 
slight softening in keeping with the world- 
wide trend, according to General Steamship 
Corp. During January, 20 vessels were fixed 
for lumber cargo, compared with 18 in De- 
cember, 1938, and 12 in January, 1938. 
Eighteen of the fixtures were from British 
Columbia ports, one from the North Pacific, 
and one from Puget Sound/Columbia River. 
Of the January fixtures, 12 were completed 
with wheat and/or general cargo. Confer- 
ence rates to Japan remain at $12 on squares, 
$14 on bolts, and $16 on logs. The Japanese 
Government was reported as having author- 
ized the importation of some 6,000,000 feet of 
logs and lumber during February, and to 
have established letters of credit. Rates to 
China remain about $9.50 on lumber, and 
$13.50 on logs. Differentials for North China 
ports run about 50 cents to $1 more. Parcel 
rates remain at 55 shillings to United King- 
dom ports, and 60 shillings to Continental 
ports. Several vessels have been fixed for 
Australia. Liner rates still remain in the 
neighborhood of $9 to $12, depending upon 
ports of call. Inquiry was heard in the South 
Africa direction, and one vessel has been re- 
ported fixed from U. S. North Pacific. The 
intercoastal market continues fairly good, 
with liners securing their requirements at 
the Conference rate of $14. Two or three 
tramp vessels were reported as fixed from 
British Columbia to U. S. N. H. 


LUMBER RECEIPTS at San Francisco from 
interior points totaled 6,930,000 feet in Jan- 
uary, 1939, compared with 6,420,000 feet in 
December, 1938, and 7,245,000 feet in January, 


1938. 
Portland, Ore. 


WEST COAST WOODS—Mill 
are none too heavy, 
steady. 


INTERCOASTAL—Orders are around 15 
percent lower than they were a fortnight ago, 
but well above those for the corresponding 
period of 1938. Some buyers are making 
offers, it is reported, in the hope of filling 
early spring needs before higher prices de- 
velop. 


CALIFORNIA—This market is fairly ac- 
tive, but buyers appear in no special hurry 
to make commitments. 


~ 


inventories 
and prices are about 


EXPORT—Foreign markets are all very 
slow. 


NEARBY, LOCAL—Demand is draggy. Pay- 
ment of premiums on export wheat through- 
out the Northwest is expected to aid farm 
building. 


Tacoma, Wash. 


WEST COAST WOODS—Rail and domestic 
waterborne business stand at about the same 
level as during mid-January, with a, slight 
gain evident in the export market. Local 
business is perking up a bit, the gain being 
evident chiefly in small building. The North- 
ern Pacific Railway shops here announce that 
they have started on an extensive 1939 freight 
car repair program, expecting to handle 300 
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Market News from Amler 


to 400 during the year. Some adjacent log- 
ging operators, whose camps are in the higher 
foothills, have been forced to suspend tem- 
porarily by heavy snows. Advices from 
Grays Harbor indicate that shingle mills 
there are running fairly steadily, despite a 
heavy influx of Canadian shingles, that the 
spruce market is fair, but that the fir market 


aa Seattle, Wash. 


WEST COAST WOODS —RAIL—A fair 
amount of railroad and industrial buying is 
reported, but retail yard business is very 
quiet, possibly because of bad weather in 
consuming territory. Mills have fair order 
files. Uppers tend to accumulate, however, 
and are mostly quoted $1 below levels of a 
fortnight ago. Common dimension and tim- 
bers also are weaker, but No. 1 dimension is 
strong because of its scarcity. 


INTERCOASTAI-Cargo mills have orders 
for about three weeks operation, but lack 
big-cutting business. British Columbia, an 
active competitor, is exerting a bearish influ- 
ence. Because of lack of export demand, 
tidewater plants are turning out surfaced 
lumber. 


CALIFORNIA—Considering that this is tax 
assessment month, demand is fair. 


SHINGLES—Demand is fair. Prices are 
virtually unchanged. The schedule is firmer. 
No. 1 royals, however, have declined a few 
cents, and Nos. 2 and 3 Perfections are about 
5 cents lower. No. 1 royals and all 16-inch 
are in somewhat low supply. Production is 
up 3 percent, but stocks are not excessive 
nor increasing. 


LOGS—Prices are unchanged and steady. 
An unusually open winter has facilitated 
logging, so supply is adequate. 


Minneapolis, Minn. 


RETAIL—At 478 retail yards in the ninth 
Federal Reserve district, total sales of lum- 
ber during last November and December 
totaled 17,280,000 board feet, as compared 
with 15,763,000 feet during the corresponding 
months a year previously. At the same yards 
total sales of all materials amounted to 
$2,801,470 during last November and Decem- 
ger, and $2,618,200 during the same month 
in 1937. At 456 yards, stocks Dec. 31 totaled 
62,948,000 board feet, as compared with 
68,098,000 feet at the end of 1937, the per- 
centage being 92. 


NORTHERN PINE—Sales are about on a 
par with those for a corresponding period in 
1938, while shipments show a gain. Retail- 
ers are the chief purchasers, buying just 
enough to keep stocks fairly well rounded 
out. Manufacturers’ stocks are smaller than 
they were a year ago, and many items are 
in short supply. There is a slight surplus 
of No. 4 boards, dimension, box material and 
select grades. The items in short supply 


include Nos. 1, 2, 3 and 5 boards and shop 
material. Since production is at a stand- 
still, other items are certain to be in short 
supply long before new material is avail- 
able after the mills reopen in the spring. 
Under these conditions, prices are holding 
firm. 


NORTHERN WHITE CEDAR—lInquiries by 
some of the larger buyers are harbingers of 
revived buying. Indications are that there 
will be a good market for all sizes of posts 
and for medium sized poles. Woods work ig 
not being pushed as much as in former years, 
owing to the amount of stock already on 
hand, and the comparative dullness of the tie 
market. 


MILLWORK—Because mild weather favors 
building, sash and door factories are being 
kept satisfactorily busy. Much estimating 
on spring work already is being done. Prices 
are unchanged, with increases all along the 
line not improbable. 


Shreveport, La. 


SOUTHERN PINE—Snow and ice in the 
North, and heavy rains in the South, have 
slowed down sales. Demand shows a notice- 
able trend toward uppers, such as base, case, 
finish, mouldings etc. Demand for lower 
grades has created a shortage of 1x4-, 6- and 
8-inch, and other items of No. 2 common, and 
some mills have had to limit quantities of 
such items to about 5,000 feet to the car. 
Shed stock is in good supply. The mills 
have been handicapped somewhat in logging 
the last two months, and prevented from 
making a seasonal accumulation of stock. 


SOUTHERN HARDWOODS —The flooring 
trade is taking its usual quota, and export 
demand has been picking up slightly, but 
mills are not getting the hoped-for demand 
from furniture factories. The slowest item 
now seems to be gum. Oak is moving right 
along to both export and domestic markets. 
Stocks have been decreasing during the past 
six months. Prices are unchanged. 


Memphis, Tenn. 


SOUTHERN HARDWOODS —The market 
continues to strengthen, with demand and 
inquiries on the increase. Furniture fac- 
tories are dominant among the buying indus- 
tries. Retail yards are active. Overseas de- 
mand continues good. Orders for two suc- 
cessive weeks have held at 53 percent of 
normal production, with production at 39 per- 
cent for the latter week, and 36 percent for 
the week immediately preceding. Prices 
have failed to stiffen as expected, although 
some items, notably in sap gum, are up 
around $2. Two cars of 4/4 plain red oak 
was sold today by one manufacturer at $52, 
delivered on a 35-cent rate. Manufacturers 
are quoting the following prices for 4/4 
stock: Plain white oak—FAS, $60; No. 1, $31; 
No. 2, $25; plain red oak—FAS, $43, No. 1, 
$30; No. 2, $25; quartered white oak—FAS, 
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Damudo Products 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 
Straight or Mixed Carload Shipments 
PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


KANSAS CITY, Kansas 
CHICAGO, Illinois 


BROOKLYN, New York 
NEWARK, New Jersey 


NATIONAL DISTRIBUTION 
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For Orderly Distribu- 
tion to the Trade 


PACIFIC MUTUAL DOOR CO., Tacoma, Washington 
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$100; No. 1, $60; No. 2, $30; plain red gum— 
FAS, $75; No. 1, $33; No. 2, $23; quartered red 
gum—about $2 higher than plain sawed; sap 
gum—FAS, $28; No. 1, $28; No. 2, $15. With 
high water in sight for the lower Mississippi 
River and its tributaries, logging in the low- 
lands is certain to be reduced, with a conse- 
quent reduction in lumber production. 


HARDWOOD FLOORING—There has been 
a slight decline in sales volume. Units with 
a weekly production average of about 16,500,- 
000 feet report sales of around 9,000,000 feet 
for the last week, and 10,000,000 feet for the 
preceding week. Shipments of the units re- 
ferred to above are around 7,500,000 feet 
weekly. Production is equivalent to only 
about 60 or 65 percent of sales. Prices are 
generally unsatisfactory, in view of the 
higher cost of raw materials and of labor. 


Birmingham, Ala. 


SOUTHERN PINE—Alabama has had a two 
weeks deluge of rain, which stopped logging 
and delayed shipments. Demand is slow, or- 
ders for badly mixed cars dribbling through, 
many being offered at low prices. Most mills 
are sticking to lists for lower grades. No. 1 
and better has softened; but rift flooring has 
steadily advanced, though flat grain uppers 
are sluggish. Boards are strong, 2-inch di- 
mension is holding January prices, and small 
timbers are in demand at advances. Railroads 
have bought some decking and small timbers. 
Demand for longleaf timbers has improved. 
Schools and other public works are placing 
orders for large quantities of dry stocks. 


Houston, Tex. 


SOUTHERN PINE—The number of in- 
quiries and orders from the North and East 
signifies that a heavy volume of business is 
being placed east of the river, and that an 
early advance in the market may be expected. 
Prices have held firm. No. 2 shiplap, 1x8- 
inch, and many other items are scarce. There 
has, however, been a noticeable decline in 
orders for No. 1 and B&better boards; for 
some time, No. 1 in particular was scarce, 
but today most mills have good stocks. Rail- 
road inquiries have increased very noticeably, 
and many orders have already been placed 
for such items as 1x4-inch 10-foot No. 1 and 
B&better car siding. Shortleaf mills have 
been enjoying a very good demand from 
creosoting plants for timbers, and this to 
some extent accounts for the scarcity of 1x8- 
inch No. 2 shiplap. Export demand has in- 
creased, and there are a large number of in- 
quiries, with prices unchanged. 


HARDWOODS—Orders have shown a very 
heavy increase, with FAS red gum in all 
widths scarce, as well as 4/4 magnolia and 
all thicknesses of FAS cypress. Quartered 
oak is becoming hard to buy. There has 
been an advance of from $2 to $5 on practi- 
cally all hardwood items, except flooring, 
which shows declines $1 to $4 in latest lists. 


SHINGLES AND LATH—The shingle mar- 
ket has been steady; most yards are low on 
allgrades. Pine lath remain firm at $3.25 @3.50 
for No. 2, and $4@4.25 for No. 1; stocks are 


normal. 
Warren, Ark. 


ARKANSAS SOFT PINE—Volume of orders 
continues fairly satisfactory. Prices are gen- 
erally firm, and recent new lists show ad- 
vances of $1 or more on several items of 
common. Most new lists show 1x8-inch No. 2 
at $23 or more, mill, with 6-inch No. 3 up 
to $17, mill, and sales have been made of 
these items at prices named, and of a few 
badly mixed orders at slightly more. Practi- 
cally all large mills report being sold up 
close on 4-, 6- and 8-inch No. 2, with a fair 
Supply of 10- and 12-inch available, largely 
in 14- and 16-foot lengths; in 12-inch espe- 
Cially, 10- and 20-foot are rather scarce. As- 
sortments of both Nos. 1 and 2 dimension are 
broken, No. 1 and better boards continue in 
fair supply, but some mills are limiting quan- 
tity per order of each width, especially in 
B&better finish, casing and base. Stocks of 
4-inch end-matched flooring, 20 to 96-inch, 
B&better, are in good supply. Heavy rain- 
fall has slowed up small-mill operations; 


more sunshine is needed to permit yard 
stocks to dry out before shipments can be 
resumed in volume. 


SOUTHERN HARDWOODS—Continued im- 
provement in demand, plus favorable re- 
ports from the furniture shows indicating 
heavy bookings this month, have increased 
the strength of the market in view of. prob- 
able curtailment of mill output by rising 
rivers. Shipments are running well ahead 
of output. Most mills have advanced by $1 
the price of 4/4 No. 1 common sap gum, 
heavily bought by furniture plants. Stocks 
of 4/4 No. 2 common dry sap have been ma- 
terially reduced. A fair volume of orders 
has been booked for hardwood flooring, but 
some mills continue to hold their rough floor- 
ing stock rather than accept present prices. 


Spokane, Wash. 


INLAND EMPIRE PINES—Storms in the 
East are blamed by most lumbermen for a 
slackening of inquiries and orders during 
the last two weeks. The mills were able to 
catch up somewhat on the orders which piled 
up in the files before the first of the year. 
The inherent strength of the market is indi- 
cated by the fact that, in the face of the 
present falling off in inquiries and orders, 
there is a stronger tendency to advance 
prices on items in Nos. 2 and 3 Ponderosa. 
Unusually mild weather has been a boost to 
local building. 


Vancouver, B. C. 


BRITISH COLUMBIA—The lumber market 
continues dull. Domestic trade is quiet. 
There is an abundance of offers from the 
United Kingdom, but volume of business 
done is small. Australia has been buying 
chiefly in small parcels for prompt ship- 
ment. Prospects are encouraging in South 
Africa, where several large orders for lum- 
ber were placed recently. A little log busi- 
ness continues to be done with North China 
ports. Although there has been no appre- 
ciable change in ocean freight rates, the 
charter market has been stronger recently 
at Vancouver, owing to European tension. 
Several vessels going off charter in Japan 
have been sent to Australia instead of across 
the Pacific, as anticipated. But British Co- 
lumbia’s space requirements are being well 
taken care of, and no pressure which might 
increase rates is being exerted. A heavy fall 
of snow that blanketed a wide section of the 
timber country on Vancouver Island recently, 
may result in the present shutdown of major 
logging camps being prolonged after Feb. 15, 
the date originally set for re-opening; 4,500 
loggers are unemployed. 





Liverpool Accepts Fir Flagpole 


Vancouver, B. C., Feb. 4.—British Colum- 
bia’s gift to Liverpool, an 85-foot Douglas fir 
flagpole, was recently presented to that city by 
W. A. McAdam, acting agent-general, and ac- 
cepted by the lord mayor, Alderman Sir Sydney 
Jones. Mr. McAdam said the gift was the 
happy thought of the Canadian Government 
trade commissioner, H. R. Poussette. At the 
dinner of the Liverpool Timber Trade Associa- 
tion held later, Mr. McAdam gave some in- 
teresting information on it. R. Douglas Roe, 
British Columbia timber commissioner, who in- 
terested the Provincial Government and the 
British Columbia lumber industry in providing 
the gift, was prevented by illness from attend- 
ing. 


British Plan Another B. C. Tour 


Vancouver, B. C,. Feb. 6.— So impressed 
were they with the tour made last summer, 
members of the British Timber Trades delega- 
tion have intimated to Hon. W. J. Asselstine, 
British Columbia minister of trade and indus- 
try, that they intend to repeat their visit to 
British Columbia next year, the minister an- 
nounced recently. The delegation numbered 40 
prominent British and continental timber mer- 
chants, but next year the delegation will be 
much larger. 








THEY COME BACK 
FOR MORE 


Ra 


WILDWARE 


For 29 years builders have bought, used 
and liked FRANTZ BUILDWARE.... 
and come back for more. The Frantz line 
makes friends ...and keeps them. That’s 
why Frantz dealers boast of steady profit- 
able trade. Get particulars on the Frantz 





proposition today. Write. 
BARN AND GENERAL 
GARAGE DOOR LINE 
HARDWARE Hardware in sets for 
cupboard doors, 


cabinets, cellar win- 
dows, screen doors, 
screen sash, etc. 
Plated butts, hinges, 
locks. Hooks, 
staples, braces, door 
stops, etc., etc. 


Door Hangers, 
Tracks, Gable Door 
Sets, “Over-the-Top”’ 
Equipment, Around- 
the-Corner Sets, Slid- 
ing Folding Sets, 
Hinges, Hasps, etc. 


FRANTZ 














MANUFACTURING COMPANY 
Sterling, tll. 














Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 
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Skennox 


9th and WASHINGTON 


SO% OF ALL ROOMS $3.50 OR LESS, SINGLE 
$5.00 OR LESS, DOUBLE 
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USED and PROVED 


from Coast to Coast 





Any style Fire- 
place can be 
built around 
the Heatilator 


The HEATILATOR FIREPLACE gives 

you new, forceful talking points to interest 
and convince prospects—points such as 
greater comfort, economy, reliability. It 
offers prospects really important reasons 
for buying. And it is a proved success— 
used and indorsed in thousands of homes 
and camps all over America. 

People everywhere know that it circulates heat 
and that it warms even adjoining rooms. They 
know that it cuts heating costs .. . that it WILL 
NOT SMOKE .... that it is easier to build. 

These features have been advertised 
s for years—advertising that will help 
complete dealer information. 
HEATILATOR COMPANY 
882 E. Brighton Ave. Syracuse, N. Y. 


HEATILATOR Fireplace 


WRITE TODAY for prices and 
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John H. Hauberg was re-elected president of 
the Rock Island (Ill.) Lumber Co., Jan. 30, by 
the directors. 


W. H. Walton of the Crane Lumber Co., 
Thessalon, Ont., was a recent visitor to the 
lumber trade in Buffalo. 


A. A. Henry, president of the Metropolitan 
Lumber Co., Chicago, and Mrs. Henry left 
_ 3 for a two-months’ vacation at Orlando, 
“la. 

J. J. Farley of The Pacific Lumber Co., San 
Francisco, attended the annual convention of 
the Mountain States Lumber Dealers Associa- 
tion held in Denver, Jan. 23-25. 


Lee P. Hill, prominent pioneer Tacoma, 
Wash., lumberman, has been elected potentate 
of Afifi Shrine temple in Tacoma and was in- 
stalled at impressive ceremonies in the Tacoma 
Masonic temple, Feb. 2. 


A. W. Dorbert has been re-elected president 
of the Grandview Lumber Co., Columbus, Ohio. 
J. C. McNally, vice president and manager, and 
P. B. Kemmerer, secretary-treasurer, were also 
re-named by the directors. 


C. E. Devlin, publicity director of the Doug- 
las Fir Plywood Association, Tacoma, recently 
visited San Francisco on business connected 
with the association’s exhibit at the 1939 Golden 
Gate International Exposition. 


Milton McGoldrick of the McGoldrick Lum- 
ber Co., Spokane, Wash., and his wife returned 
from San Francisco last week where they had 
been visiting their son-in-law and daughter, 
Mr. and Mrs. Paul Pendarvis. 


The West Oregon Lumber Co., Linnton, 
Ore., manufacturers of Douglas fir lumber, has 
opened a San Francisco sales office at No. 1 
Drumm Street, Room 908. Lyle S. Vincent 
is district manager in charge. 


F, W. Kelley became a special representative 
for the Bradley Lumber Company of Arkansas, 
Jan. 15, after being with Southern Hardwood 
Producers Inc., Memphis, for three years. Mr. 
a works from the mill. office in Warren, 

rk. 


Harry E. Christiansen, president General 
Lumber Co., Milwaukee, Wis., has been ap- 
pointed a Colonel on the staff of Gov. Julius 
P. Heil, new executive of the State. Mr. Chris- 
tiansen was active throughout the new gov- 
ernor’s campaign. 


Melvin I. Bradner has been appointed a di- 
rector of the Northern Rocky Mountain Forest 
& Range experiment station with headquarters 
in Missoula, Mont. He succeeds Stephen N. 
Wyckoff, who recently became director of the 
Pacific Northwest station at Portland. 


R. J. Butler, district sales manager for the 
Long-Bell Lumber Co. at Houston, Tex., and 
Horace Woods, representing the Vaughan 
Lumber Co. of Houston, arrived in Longview, 
Wash., Jan. 31, to spend several days inspect- 
ing lumber and logging operations in that lo- 
cality. 

A Chicago visitor last week was F. G. Han- 
son, president West Coast Screen Co., Los 
Angeles, which manufactures the Hollywood 
combination door. Mr. Hanson left Chicago 
for New York, and planned to visit Florida, 
New Orleans and sales connections in Arizona 
and New Mexico. 


J. W. Lewis, general manager of the Willapa 
Harbor Lumber Mills of Raymond, Wash., 
has been elected a member of the board of di- 
rectors of the Willapa Harbor Golf and Coun- 
try Club. A similar honor, also, was conferred 
upon A. E. Case, Raymond Shingleman and 
T. D. Lewis, South Bend lumbermen. 


Earl Palmer, manager of the Citizens Lum. 
ber Co., Sturgis, Mich., and Mrs. Palmer wilj 
leave their home, Feb. 15, for a month’s trip 
to the West Coast. They will motor by way 
of Dallas, El Paso, and return through Boulder 
City and the Grand Canyon. About two weeks 
will be spent seeing the interesting points on 
the coast. 





Manager on Vacation 


SPOKANE, WASH., Feb. 4.—W. J. Johnson, 
manager of the Spokane Pine Products Co. ac- 
companied by Mrs. Johnson is spending a 
month in southern California. “Bill,” as he is 
familiarly known, is taking a well earned vaca- 
tion. 

Spokane Pine Products Co. is the millwork 
and frame manufacturing division of the Long 





W. J. JOHNSON, 
Spokane, Wasnh.; 
On Vacation 


J. H. KNAGGS, 
Cleveland, Ohio; 
Pinch Hitting 


Lake Lumber Co. of Spokane. The factory 
products of this company include “Precision 
Weathertite Frames” and Paper-Wrapped trim 
(Unitrim) and Carton-Packed trim (Pactrim). 
This company logs and saws its own timber, 
supplying the factory with its raw material. 
Its products are made in both Idaho White Pine 
and in Ponderosa Pine. Because of its com- 
plete manufacturing facilities and dual species 
of soft pine, the company is in an especially 
good position to ship mixed cars of any variety 
of frames, package trim, lineal trim mouldings 
and other lumber products. 

During Mr. Johnson’s absence on his vaca- 
tion, J. H. “Jack” Knaggs, sales representative 
of the company, with headquarters in Cleve- 
land, Ohio, has come to Spokane to look after 
factory sales for the company. Mr. Knaggs 
will be at the home office until about the first 
of March after which he will return to his 
territory. 





Among western New York lumbermen who 
have been vacationing in Florida are: H. Mor- 
ton Jones, vice president R. T. Jones Lumber 
Co., Inc., North Tonawanda; Lawrence H. 
Whissel, president L. N. Whissel Lumber Co., 
Inc., Buffalo; W. J. Pfeil, retailer of Alden. 
Edward F. DeVille, Lancaster retailer, plans 
to go to Florida soon. 


George Hunt Wilbur, son of Mr. and Mrs. 
Hawley Wilbur, Waukesha, Wis., was one of 
the foreign volunteers serving with the Spanish 
Loyalists who on Jan. 25 succeeded in running 
the gauntlet of Rebel aerial bombardment in 
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escaping Barcelona to reach France. The sol- 
dier’s father is secretary-treasurer of the Wilbur 
Lumber Co. 


Robert Hauter has been appointed represent- 
ative in Cleveland by the Metropolitan Lumber 
Co., Chicago. Mr. Hauter received his lumber 
training at Mt. Emily Lumber Co., La Grande, 
Ore., and two years ago returned to the Mid- 
west where he has been selling for Metropoli- 
tan. His Cleveland address is Box 544, Edge- 
water Branch. 


Philip Garland, vice president and general 
manager of the Oregon-Washington Plywood 
Co. of Tacoma, Wash., and widely known in 
ihe Pacific Northwest as an amateur contract 
bridge player, has been named a member of 
the committee in charge of the 1939 Pierce 
County Contract Bridge tournament to be held 
during February in Tacoma. 


Harold G. Laws, son of the late founder of 
the Feather River Lumber Co., has been ap- 
pointed manager of that company in Delleker, 
Calif., according to S. G. Pierson, Denver, 
Colo., president. Mr. Laws replaces ‘be K. 
Oliver who is leaving March 1 for Susanville, 
where he will become manager of the Fruit 
Growers Supply Co. 


The following employees of the Weyer- 
haeuser Timber Co. conducted the program, 
Jan. 31, for the Elks Lodge of Longview, 
Wash., ‘of which they are members: F. N. 
Siegmund, Clark Lewis, William Murphy, Lee 
Philbrook, Arthur Wilder, Fred Bain, Archie 
Bain, Jack Tracy, Ernest Dowty, Elmer Wal- 
berg, and Arthur Harris. 


Returning to San Francisco from Hawaii 
recently, Herbert N. Wheeler, U. S. Forest 
Service expert, told of seeing a single sandal- 
wood tree growing wild in a Hawaiian forest 
which he estimates is worth $20,000. He said 
he is interested in revival of Hawaii's sandal- 
wood forests denuded a century ago by traders 
from all parts of the world. 


Ray Chenoweth, who has been stationed at 
Longview, Wash., since 1927 and who, for the 
past 15 years, has been a member of the staff 





Ten Woodworkers with Company 
558 Years 


The ten men below have been employed a 
total of 558 years in the plant of Curtis Com- 
panies, Inc., Clinton, Iowa. They are, left to 
right, front row: Frank Bronenkant, John M. 
Banker, and August R. Johnson; back, Ernest 
L. Smith, Alex Pierce, Chris Luth, Oscar Ny- 
quist, Louis: Bentrup, Otto Smith and Chris 
Loehndorf. 

It is believed that these men may hold a record 
for continuous employment in a woodworking 
industry. Although they average 55 years of 
work, none of them is thinking of retirement! 
Mr. Banker has the longest service period, 
having started with Curtis April 3, 1879. The 
men refuse to grow old, and the Curtis Com- 
panies will not discharge them due to advanced 
age. 
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of the Pacific Lumber Inspection Bureau, has 
been permanently appointed to the Armv and 
Navy Supply Division of the United States 
engineers with headquarters in Seattle. The 
appointment became effective Feb. 1. 


Appointment of E. A. Woodward as sales 
promotion manager of Building Products, Ltd., 
Montreal, was announced Jan. 30 at the com- 
pany’s annual sales convention. Mr. Wood- 
ward has been with the company for more than 
ten years, recently as sales manager of the 
flooring division. In his new position he will 
be in charge of all sales promotion, including 
— displays, advertising and other selling 
aids. 

As a result of increased traffic and proposed 
development of the Pacific Coast-Europe trade, 
the East Asiatic Co., Inc., has announced that 
it will establish its own offices in Los Angeles, 
March 1. Heretofore, the Danish Line has 
been represented in that city by Balfour, Guth- 
rie & Co., Ltd. Carl Busch, who has been with 
the company at the Seattle office for the last 
ten years, will be in charge of the Los Angeles 
offices. 


Wilbur Young, a member of the Longview, 
Wash., sales staff of the Weyerhaeuser Tim- 
ber Co., has been transferred to the company’s 
Chicago office. Before reporting for duty in 
Chicago, he will spend intervals at the com- 
pany’s offices in Lewiston, Ida., and St. Paul. 
Mr. Young has been with the company’s Long- 
view office for the past four years. Mrs. 
Young and their two daughters will leave 
Longview for Chicago in a short time. 


Mills and home offices of the California red- 
wood industry were recently hosts to the an- 
nual western migration of their eastern dis- 
trict sales managers. Among those visiting 
their West Coast connections were: Gene 
Rutledge, Chicago, and George Knab, New 
York, of the Hammond Lumber Co.; Sherman 
Bishop, Chicago, and Bill Morris, New York, 
of the Union Lumber Co., and Frank Adams, 
Chicago, Pacific Lumber Company of Illinois. 


W. H. Turner, superintendent of the Willapa 
Harbor Lumber Mills, was presented a gift by 
fellow members when he recently retired after 
serving two successive terms as president of 
the Raymond (Wash.) Chamber of Commerce. 
The presentation was made at a banquet at 
which Roderic Olzendam, of Tacoma, Wash., 
public relations director for the Weyerhaeuser 
Timber Co., was the principal speaker, discuss- 
ing effects of State and Federal legislation on 
both labor and industry. 


W. B. McDavid, representative at Buenos 
Aires for the American Pitch Pine Export 
Co., Inc., sailed from New Orleans, Feb. 4, 
after a vacation and business trip to this coun- 
try. Mr. McDavid expressed the belief that 
improvement in business will follow quieting 
conditions in Europe. No trouble is being 
experienced in obtaining exchange to pay for 
shipments of lumber, he said. Mr. McDavid 
has lived in Buenos Aires for 30 years and 
has represented APPECO since its formation. 


Mrs. Zetta B. Averill of Aberdeen, Wash., 
widow of a prominent pioneer Grays Harbor 
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ATTENTION: LUMBER DEALERS! 





Hereis a Real Opportunity to 
Add More to Your Profits! 


If you are one of those alert lumber dealers 
who already owns a Lincoln-Schlueter SPEED- 
O-LITE Sander that rents out to home-owners, 


months on SPEED-O-LITE Sander rentals 
alone. Imagine—$1978.40 PLUS _-* sale of 
an equal amount of paint, varnish, wax, sand- 
eo and other supplies that could. otherwise 
ave gone wt the board! Ask for a gi of that 

ealer’s letter and PROVE to your- 
salt how you can do likewise, if you 
have not already start 


NOW! Lincein - ee 


* Still Another 
BIG MONEY MAKING 


OPPORTUNITY 
with the New Portable Dustless 
DISC SANDER... 


A perfect running-mate for 
SPEED-O-LITE or any other 
Lincoln Sanding machine. Sands 
edges, stair treads, sills, trim, 
closets and all close work. Rents 
up to $3 per day. Add this to 
your SPEED-O- “LITE rentals tt 
up to $5 per day and you can 
see how a total rental income 
up to $8 pe : - quake 
retire your laves vestment and show 
BIG ALL-PROFIT ITEMS on 
your day-book for weeks, months 
and years to come! 








Equipped 
wit 
Floodlight 


Weighs 
16 Ibs. 


(G] Write Today for Free Trial Offer and Proof of Earnings. 
Oe cs a a 
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TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Beard Rules 














To Employees of 


LUMBER DEALERS 


Lesson, “How 4 





LEARN IN SPARE TIME AT HOME 
Men with this 5 Sis oe needed now to 
handle expanding business 4 lumber yards. 
Lumber yard officials urge employees to +. x. 
this training. For Free Trial Lesson a 
CHICAGO TECHNICAL us 
B-423 Tech Bidg., 118 E. 26th St., CHICAGO, ILL. 





GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 











RANDY BOOKS For LUMBERMEN 
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lumberman, has been named Pacific Northwest 
member of the Aviation Exhibits committee of 
the Golden Gate International Exposition at 
San Francisco. Mrs. Averill has been inter- 
ested in aviation for many years. She has made 
many air trips and was on the first passenger 
flight of the Pan-American Clipper from San 
Francisco to Manila. She, also, flew on the 
first passenger flight from New York to Ber- 
muda and return. 


Ray Smith has been appointed resident man- 
ager of the newly organized Lake County 
Lumber and Box Co., with office at Upper Lake, 
California. Smith has been manager of the mill 
of the Associated Lumber and Box Co. at 
Nubieber for several years. The new firm will 
operate a sawmill seventeen miles north of 
Upper Lake and a box factory in Lakeport. It 
is said to have 200,000,000 feet of timber con- 
tracted for on Elk Mountain. Earl Oliver, 
logging superintendent for the Nubierber mill, 
succeeds Mr. Smith. 


The honor of being named a Fellow of the 
Society: of American Foresters was recently 
conferred on Prof. Walter Mulford, head of 
the division of Forestry of the College of Agri- 
culture, University of California. Of the so- 
ciety’s membership of 4,500 professional for- 
esters, only eighteen have distinction of being 
Fellows. One other westerner, a graduate of 
the University of California, holds the same 
honor. He is Col. William B. Greeley, of the 
West Coast Lumbermeri’s Association, Seattle, 
former chief forester of the United States. 


L. T. Murray, president of the West Fork 
Logging Co. and the West Fork Timber Co., 
has been elected president of the Federation of 
Social Agencies of Tacoma, Wash. He, also, 
serves with Fred Karlen, president of the 
Karlen-Davis Lumber Co., as a representative 
of the Tacoma Chamber of Commerce on the 
association’s board of trustees. William C. 
Deering, president of the John Dower Lumber 
Co., was re-elected to the board of trustees and 
Joseph Gilpin, president-manager of the North- 
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west Chair Co., was chosen as a new mem- 
ber of the board. 


George F. Jewett returned to Spokane Feb. 4 
after an absence of three weeks due to the ill- 
ness and death of his mother, Mrs. Margaret 
Weyerhaeuser Jewett, of Cambridge, Mass. Mr. 
Jewett in the last three months has had a most 
harrowing time. First his wife was taken to 
the hospital for an operation and had just re- 
turned home when he was called East by the 
serious illness of his father which necessitated 
an operation. He had just returned home at 
Christmas when he was called back again by 
the illness of his mother. 


The Hampton Lumber Co., Tacoma, Wash., 
retail lumber concern, has just moved into new 
quarters at 504 East 11th Street. The firm re- 
cently purchased property formerly occupied by 
the Sound Wood Products Co., which has been 
remodeled into a new home for its building ma- 
terial business. In addition to handling all 
types of finished lumber, hardware, paints, etc., 
the company also has a cabinet work depart- 
ment, according to President Lester Hampton. 


At the recent election of 1939 officers and 
committees of the Construction Industries Sec- 
tion of the San Francisco Chamber of Com- 
merce, Phil T. Farnsworth, advertising execu- 
tive of the California Redwood Association, 
was named chairman of the section’s advertising 
and publicity committee, and J. E. Mackie, 
western manager of the National Lumber 
Manufacturers Association, was appointed chair- 
man of the legislative committee. 


J. W. C. Buckley, well known commission 
lumberman, has returned to his headquarters 
in Houston, Tex., after visiting relatives in 
Fort Wayne, Ind., and spending a short time 
with officials of the Wood Mosaic Co. at Louis- 
ville, Ky. While there, he made arrangements 
to handle Wood Mosaic Co. products in Texas. 
His son, John, who is associated with Mr. 
Buckley in business, remained in Louisville 
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Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


Send us a paper pattern with dimensions and kind of 
wood to be worked. We will quote you at once and 
give you earliest date of delivery. 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 





TAYLOR, STILES & COMPANY --riecetsvitte, N. 3. 


WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Mo. 








ALABAMA RIVER 


LUMBER COMPANY, 
Montgomery, Ala. 





Long Leaf and Short Leaf. 





Members, Southern Pine Ass‘n. 




















Let us show you Quality and Service that will merit your 
repeat orders for kiln dried or air dried Dowicide-treated 


Dipped, Eased Edge Dimension, No. 1 and No. 2 Common, | 
Flooring, Ceiling, Siding, Finish, Boards, Railroad and Car 
Material—mixed or straight cars. 


Address all Correspondence to Montgomery, Ala. | 


COOSA RIVER 


LUMBER CORP. 
Wetumpka, Ala. 
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and will spend some time working in various 
departments and thoroughly familiarizing him- 
self with the goods and how they are manu- 
factured. Mr. Buckley refers to Wood Mosaic 
Co. products as “the Tiffany products of the 
hardwood industry” and is delighted that ix 
will be able to sell them to Texas trade. 





Judy Makes Her Debut 


SHREVEPORT, LA., Feb. 6.—Carl Bell, sales 
manager of the Cunningham Machinery Corp.,, 
became the father of an 8-pound baby girl, Jan. 
23. She has been named Judith Ann. Her 
grandfather, H. C. Bell, the company’s star 
salesman in east Texas, felt so good that he 
sold half of its volume recently. 

The new father wrote the AMERICAN Lum- 
BERMAN that, after he had gone to bed at home 
following the baby’s birth, the telephone rang, 
He grabbed the instrument fearing something 
was wrong at the hospital, but the caller said: 
“Hello, this is a radio survey; are you listening 
to your radio.” Mr. Bell yelled back: “H——, 
NO, I just had a baby!” 





Large Firm Has New Manager 


WarreEN, ARK., Feb. 6.—At the annual meet- 
ing of the board of directors of the Southern 
Lumber Co., held in Davenport, Iowa, Feb. 2, 
O. F. Wyman was elected general manager, 
succeeding Z. K. Thomas who tendered his 
resignation because of ill health. All other 
officers were re-elected and Edwin B. Lindsay 
was named executive vice president. 

Mr. Wyman has had many years of experi- 
ence in southern pine, originally having been 
with the Freeman Smith Lumber Co. at Mill- 
ville, Ark., for a number of years, later going 
with the Buchanan interests, serving as assist- 
ant manager at the Trout plant ten years prior 
to joining the Southern here in February, 1930. 
He has been acting manager since July 1, 1938, 
at which time Mr. Thomas was granted a 
leave of absence because of ill health. ; 

Mr. Thomas’ resignation severs 21 years of 
active service with the Southern Lumber Co., 
having served ten years as sales manager prior 
to November, 1929, when he was named man- 
ager. He continues as a member of the board 
of directors. He is withdrawing from work 
with Arkansas Soft Pine Bureau and Southern 
Pine Association. 





Committees Named in Hardwood 
Wholesale Association 


Following the weekly luncheon Feb. 7 in 
Chicago of the National Association of Hard- 
wood Wholesalers, the directors met in a short 
business session during which President John 
I. Shafer named standing committees for the 
year. The executive committee is: Russell H. 
Downey and Paul B. Berry, South Bend; J. C. 
Walsh, M. D. Reeder and George Kerns, Chi- 
cago, and Adrian Van Keulen, Grand Rapids. 
Membership: A. H. Ruth, J. C. Walsh, E. L. 
Koester and William Wilcox, Chicago; W. D. 
Wheeler, Marshfield, Wis., and Russell H. 
Downey, South Bend. Those appointed to the 
trade relations committee were: Fred Hoff- 
man, Ft. Wayne; Harry Christiansen, Mil- 
waukee; Adrian Van Keulen, Grand Rapids; 
A. H. Ruth and A. R. Copeland, Chicago. 

During the discussion period, unearned com- 
missions came up for attention, and the mat- 
ter is being investigated. 





Maritime Input Increasing 


MONTREAL, QuE., Feb. 6.—Improved condi- 
tions in woods operations are expected in 
New Brunswick, and will likely result in a 
larger cut of long lumber than had been antici- 
pated. Operations up to date are slightly below 
those a year ago, but there are signs of a 
pick-up. 
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OBITUARY RECORD 








NORMAN JAMES, whose death at the age 
of 70 was briefly noted in the issue of Jan. 
98, was for long an outstanding figure in the 
southern Pine trade of Baltimore, Md., and 
had a widespread acquaintance among lum- 
permen. He had been seriously ill for some 
time and latterly death had been expected 
daily. The end came on Tuesday, Jan. 24, 
notice of this reaching the AMERICAN LUMBER- 
MAN just before going to press, too late for 
preparation of a suitable obituary, as many 
of the facts about his career were not avail- 
able. Everyone associated with the Balti- 
more trade knows something of the history 
of the James family, which has been engaged 
in the lumber business there for so many 
years. Norman James was the last surviving 
son of the late Henry James, lumberman, 
capitalist and man of affairs, who founded 
the James Lumber Co., of Baltimore, 96 years 
ago. He graduated from Yale University, 
class of 1890, and entered the lumber business 
which his father had built to a place of high 
importance in the city’s commercial life. At 
the death of his elder brother, Nathaniel W. 
James, he became head of the James Lumber 
Co. and at the time of his death was chair- 
man of the company, of which L. Alan Dill 
is now president. A third generation has 
also entered the business and now C. Macgill 
James, son of Norman, is secretary-treasurer 
of the concern established by his grandfather. 
Norman James throughout his business life 
devoted most of his energies to the lumber 
business, and held membership in the Balti- 
more Lumber Exchange, serving as an offi- 
cial of that body. He also held directorates 
in such leading institutions as the Savings 
Bank of Baltimore, the Safe Deposit & Trust 
Co., the Consolidated Gas, Electric Light & 
Power Co., the Atlantic Coast Line, Northern 
Central Railway and the Louisville & Nash- 
ville. He supported meritorious civic en- 
deavors and stood for the best in private and 
public life. In his leisure moments he cul- 
tivated the arts, acquired a fine library and 
indulged in other elevating endeavors. He 
lived for a long time on a fine estate in 
Catonsville, a beautiful suburb, and gave evi- 
dence of his social inclinations by affiliation 
with the Maryland Club, the Merchants’ Club 
and other organizations. Mr. James was mar- 
ried twice, the second wife, who survives him, 
having been Miss Isabella L. Hagner, social 
secretary of Presidents Theodore Roosevelt 
and Woodrow Wilson. C. Macgill James, son 
by the first marriage, has followed his 
father’s leanings towards hobbies of a cul- 
tural nature. He is particularly interested 
in historical matters and is curator of the 
+e owas a historical municipal art in- 
stitution. 


RALPH CLEMENT BRYANT, 62, professor 
of forestry and lumbering, Yale School of 
Forestry, New Haven, Conn., for over 32 
years, and a former president of the Society 
of American Foresters, died of pneumonia 
Feb. 1 at the New Haven hospital, after an 
illness of ten days. A native of Princeton, 
Ill. and a grand-nephew of the poet William 
Cullent Bryant, Prof. Bryant was the first 
graduate of the College of Forestry at Cornell 
University in 1900. In 1907 the lumber manu- 
facturers of the country joined in giving an 
endowment fund to the Yale School of For- 
estry for educational work in applied forestry 
and lumbering and Prof. Bryant was chosen 
to fill that chair. When he went to Yale he 
had already a fine background of experience 
in the Bureau of Forestry in the Philippines, 
of which he was assistant chief, and had had 
considerable practical lumbering experience 
before that. He served as president of the 
Society of American Foresters for two terms, 
had been a member of its executive council 
and chairman of various committees con- 
cerned with wood utilization problems. He 
Was author of the two most useful and ad- 
vanced textbooks on the industry, “Logging” 
and “Lumbering.” Lumbermen throughout 
the country knew Prof. Bryant well and liked 
him. Every year he headed a party of for- 
estry students in field work on one of the 
big operations and was keenly interested and 
helpful in an advisory way in the selective 
logging programs under way in many of the 
big southern pine holdings. He was a man of 
cultivation, wide interests and personal 
charm and his loss will be deeply felt in the 
field of forestry. In a tribute to him Dean 
Henry S. Graves of the Yale School of For- 
estry called him “a pioneer educator and 
leader in his special field of lumbering in all 
its economic and technological aspects. His 
constructive work during his long service at 
Yale is widely recognized both in educational 
circles and throughout the country. His 
books and numerous other publications have 
had wide influence in forest schools and 
among practicing foresters and lumbermen. 
His loss will be deeply felt by the University 
and especially by his immediate colleagues 


who were attached to him by unusual bonds 
of admiration and affection.” Prof. Bryant is 
survived by a widow, one daughter and one 
son, 


MARGARET WEYERHAEUSER JEWETT, 
76, wife of James Richard Jewett, emeritus 
professor of Arabic, Harvard University, died 
at her home in Cambridge, Mass., Jan. 14, 
after a brief illness. At her bedside were 
her husband and son, George F. Jewett, of 
Spokane, Wash., who arrived two days be- 
fore the end. Interment was in the Weyer- 
haeuser family plot at Rock Island, IIl., with 
final services from the old family home 
there. Mrs. Jewett was born at Coal Valley, 
Ill., one of the seven children of the world 
famous pioneer lumberman, Frederick Wey- 
erhaueser, She was married at St. Paul, 
Minn., in 1894 to James Richard Jewett, then 
an instructor at the University of Minnesota, 
and their son was born in St. Paul. Mrs. 
Jewett inherited much of her father’s finan- 
cial acumen and his rugged, sterling worth. 
She was particulaly noted for her kindliness 
and generosity in a family characterized by 
these qualities. The son was practically 
brought up in the lumber business and upon 
graduation from college entered the family 
business, Mrs. Jewett offering him her inter- 
est. He is now one of the leading lumber- 
men of the Northwest and is manager of 
Potlatch Forest Products (Inc.) at Cceur 
d’Alene, Idaho, and president of the Western 
Forestry and Conservation Association. Mrs. 
Jewett always retained a lively interest in 
the lumber world and kept in close touch 
with it all her life. As well as appearing 
to inherit much of her father’s business 
judgment, she also had his keen interest in 
religious and philanthropic activities. She 
was an active member of the First Congrega- 
tional Church in Cambridge. In addition to 
her husband and son, she is survived by two 
brothers, Rudolph Weyerhaeuser, of Cloquet 
and St. Paul, Minn., and F. E. Weyerhaeuser, 
of St. Paul, and two sisters, Mrs. 8S. S. Davis, 
of Rock Island, Ill. and Mrs. W. B. Hill, 
Vassar College, Poughkeepsie, N. Y. There 
was a large family attendance at the 
funeral services in Rock Island. 


RALPH G. FLANDERS, 64, general mana- 
ger of the Oconto Lumber Co. and prominent 
Oconto, Wis., businessman, died at his home 
in that city Feb. 2 following an extended ill- 
ness. He had been a lifelong resident of 
Oconto and followed his father, the late Gil- 
bert Flanders into the lumber industry. He 
was sales manager for the Holt Lumber Co., 
later general manager for the Holt Timber 
Co. of Canada, and since then general mana- 
ger for the Oconto company. Mr. Flanders 
was also active in State Masonic circles, hav- 
ing been deputy grand master of the Wis- 
consin Masons, a past commander of the 
Oconto Commandary, K. T., grand scribe of 
the grand chapter of the Wisconsin Consis- 
tory, Scottish Rite, and 32nd degree Masé6n. 
Funeral services held under Masonic auspices 
in Oconto were attended by delegations from 
Milwaukee and elsewhere. Surviving are his 
= three children, two grandchildren and a 
sister. 


CHARLES R. PALMER, 80, formerly asso- 
ciated with the late Nelson H. Walcott in the 
production and distribution of hardwood lum- 
ber, which included the operations of the 
Crittenden Lumber Co., Earle, Ark., and the 
Bonita Lumber Co., at Bonita, La., also the 
wholesale business of the L. H. Gage Lumber 
Co. and the retail yard of C. C. Gardiner 
Lumber Co., both of Providence, R. I., died 
on Jan, 24 at his home in Providence follow- 
ing an illness of three years. He had been 
manager of the retail yard until his illness. 
Mr. Palmer was born in St. Paul, Minn., the 
family moving to Burlington, Vt., in his 
childhood. He attended the University of 
Vermont and entered the lumber business in 
1900 when he became associated with Mr. 
Walcott in West Virginia operations. A son 
and daughter survive. 


ROBERT E. NEVIN, 79, well known figure 
in the sawmill and pulp and paper industries 
in British Columbia, died recently at his 
home in Vancouver. He was a native of 
England, coming to the United States when 
18. In the early '90’s he was a master me- 
chanic for the Bellingham Bay Improvement 
Co.’s mills at Bellingham, Wash., now the 
Bloedel Donovan Lumber Co. He joined the 
Lester V. David Co. in 1904 and rebuilt the 
old Fraser River mill at New Westminster, 
B. C., which was later taken over by the 
Canadian Western Lumber Co. (Ltd.). In 
1910 he was in charge of construction of the 
old Ocean Falls Co.’s pulp and paper plant 
at Ocean Falls, B. C., and in 1916 was en- 
gaged by the Crown Willamette interests as 
local manager in charge of construction of 
their large paper plant. 
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Cc. E. (CLYDE) LEARNED, formerly of 
Minneapolis, Minn., and of late a resident of 
North Hollywood, Calif., passed away at his 
home Jan. 25 after an illness of about three 
weeks. Mr. Learned began his lumber career 
with the old Bruce Edgerton Lumber Co. and 
worked up to the position of manager of the 
Sioux Falls, S. D., yard. He then started a 
wholesale lumber business under his own 
name at Minneapolis with western offices in 
Seattle and Spokane, continuing for about 
twenty years. In 1937 he moved to Los 
Angeles to become associated first with the 
Tri-city Lumber Co., with which his brother 
George V. is associated, and then with the 
Wrightson-Davidson Lumber Co., North Hol- 
lind en He leaves a widow, 2 sisters and his 

rother. 


_ALFRED HEBARD CHAPPELL, 46, asso- 
ciated with his brother Frank Valentine 
Chappell, in the retail lumber and coal busi- 
ness of F. H. & A. H. Chappell, New London, 
Conn., was fatally injured in an accident 
aboard the steamer Lapaz off the coast of 
Chile on Jan. 21, and was buried at sea, ac- 
cording to advices received by his brother. 
Details of the accident are lacking. Mr. 
Chappell was born in New London and was 
educated at Yale, where he was for a time 
teacher of English before entering the lum- 
ber business. Besides his brother he leaves 
a widow, who was the daughter of the late 
Governor Samuel W. McCall, of Massachu- 
setts, and a son and daughter. 


MARY LEONE SAVAGE STICH, 44, wife 
of William A. Stich, sales manager for the 
E. L. Bruce Co., died at her home in Mem- 
phis, Tenn., on Jan. 28 following a heart 
attack. She was a native of Hamburg, Ark., 
and was married to Mr. Stich in 1916 at that 
place. Besides her husband she leaves two 
daughters and three sons. Mrs. Stich was 
well known and highly regarded among 
lumbermen of the Memphis and Arkansas 
area and many of them attended funeral 
services at the Idlewild Presbyterian Church 
in Memphis. Pallbearers, all lumbermen ex- 
cept one, were: H. E. Craig, J. H. Griffith, 
A. L. DeMontcourt, L. T. Whitten, W. B. 
Ward and E. L. Bruce, Jr. 


JOHN A. WADDILL, 65, manager of the 
Adair Lumber Co., which operates a number 
of retail yards in Missouri, died at his home 
in Kirksville, Mo., Jan. 18, after a short ill- 
ness. Mr. Waddill was a native of Adair 
County and had lived there all his life. He 
went to work for the Adair Lumber Co. in 
1900 and rose to position of head of that or- 
ganization. He was active in association 
work and at the Golden Anniversary session 
of the Southwestern Lumbermen’s Associa- 
tion last year he was presented with one of 
the honor awards for having been thirty 
years or more the head of a lumber business. 
His widow, one son and one daughter, with 
several brothers and sisters, survive. 


CARL A. ROSSER, 63, lumber dealer of 
Arcanum, Ohio, died at his home there on 
Jan. 17 following an operation. Mr. Rosser 
was born in Arcanum and attended Ohio 
Wesleyan University upon graduation from 
which he entered the lumber business estab- 
lished in Arcanum by his father, William F. 
Rosser. He was active in this business until 
his death, over forty years. He was a mem- 
ber and former trustee of the Ohio Retail 
Lumber Dealers’ Association and had inter- 
ests in a number of retail yards in surround- 
ing towns. Survivors are his widow, four 
sons, one daughter, a sister, a brother and 
his mother, besides several grandchildren. 








PHILIP LIGHT REESE, 81, pioneer western 
Washington lumberman, died at his home in 
Tacoma, Jan. 25, following a brief illness. He 
had been a Tacoma resident 55 years. In 1902 
he and the late Welles Wheeler founded the 
Wheeler-Reese Lumber Co. in Tacoma, and in 
1923 he formed the Harbor Lumber Co., also 
of Tacoma, of which he was president at the 
time of his death. At one time he was county 
auditor of Cowlitz County. He was born in 
Illinois and went to Washington when 25, 
going to work in a logging camp near Ka- 
lama. He is survived by a daughter, two 
sons, a sister and a brother. 


JOHN H. BROOKMAN, 60, for more than 
20 years a lumber dealer in Cedar Rapids 
Iowa, died at his home in that city Jan. 26, 
after an illness of five years. He was born 
in Andalusia, Ill. and formed the Hatch & 
Brookman Lumber Co. in Central City, Iowa, 
32 years ago in partnership with L. O. Hatch. 
In 1919 the business was moved to Cedar 
Rapids as headquarters, operating eight other 
yards in surrounding towns. Mr. Brookman 
was secretary-treasurer of the Hatch & 
Brookman Lumber Co. for many years. He 
leaves two children, one grandchild, two 
brothers and a sister. 


GEORGE W. SCHMIDT, 79, veteran yellow 
pine wholesaler and commission man, who 
retired five years ago on account of bad 
health. died Feb. 2, at his home in Louisville, 
Ky. He formerly represented among others 
the Chicago Lumber & Coal Co., the Ameri- 
can Lumber & Export Co., and Buchanon & 
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8 to 18 foot, f.o.b. mills are: 


Beveled Siding, %2-inch 


Series 8000— 


























cedar siding in mixed cars, new bundling, 


Clear a ops “a 
ee. , et Or $26.00 $23.00 $20.00 
DOE. atncneewameda 30.00 25.00 23.00 
Ge éasesetsdiowad 33.00 30.00 27.00 

Clear Bungalow Siding, %-inch 
I ats al ai hie ae Sony OOo ws ke i ee rite $52.00 
EE ci beh eeSwadd veoh eet ewerbawenn 58.00 
DP Le vas sa nidoear na ede keene nnaeueel 68.00 
Finish, B&better, $2 or 48, 6-16’ 
$2S or S48 
or Rough 
BT ela: Gomis Ards we Acar. a er hl@iacarWks alae ee $ 72.00 
SE he Sncayle pip te eicighc ley ahah lar wre ena ea 77.00 
EE hala abiaCrke na wicd Wala tediule cued eae 85.00 
ET nee ved besa edabad eealinueowsene 95.00 
CT Absa VeKe ee bh LanRwhereendea ta vena 100.00 
BE oie ak into Vb waren iG) 0a. 8 ale eared oe 105.00 
EE cE an hin ine ae ew eda wae oe eae 115.00 
DE. dedwe chesdkeee on euesnnceeawen 120.00 
Ceiling or Flooring, B&better, 4-16’ 
De” snivevendednieedwe eabandbenhewesaee $33.00 
Nab dlakthvedhheaennistawheweseaews 38.00 


Discount on Mouldings 6-20’, Odd Lengths 


EE ae err er 55% 

Oo ee 50% 
Clear Lattice, 5/16”, 4 to 16’ 

100 lin. ft. 

Dts ‘ska kei obehevshenwaccs et ceeearent $0.82 

DT Sides maT banca eoekeeune Cunbradele .37 

PE AO CUM eee hae coed Ha Wee metaedale oon 50 


West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Surfaced Finish, No, 1 Shiplap and No. 2 Shortleaf 
Lengths 10-20’ Boards, 10-20’ Dimension 
1x3 rift— B&better NE ee 42.51 40.35) 2%4 
B&btr Sht. 57.47 59.00|Inch thick— 1x5&10 .. 44.64 48.88/12 & 14 .. 22.61 19.28 
No. 1, Sht. 47.00 S| Bees 51.00 47.751)1%12 ..... Ge.08 GLSEEEO ccwcces 23.10 20.08 
No, 2 .... 36.50 *39.42 6 sgmgrrtene 50.60 49.82 2x6 
———_— CO ea cee 9.27 48.58] No. 2 Fencing & OM |12 & 14 ..18.29 17.88 
A. 1x16 3222! 55.25 56.57| Standard Lengths |16 ....... 18.85 18.27 
B&better.. 43.03 40.86 a séchaoe i seas oo 1x4 10.00 *11.96 a. 4 20.45 19.06 
ee pees YR es ‘ Wena «Cores ‘ eaet 14 .. 20.45 Y 
No. 2 26°90 28°85|5&6/4 thick— 1x6 ...... 13.80 *13.47) 16 “ooo! 21.46 19.50 
1x4 rift— 4, 6, 8.... 62.83 65.00 x10 
" 5&10 68.87 74.75] No. 2 Shiplap and /i2 ¢ 14 .. 23.15 20.76 
nave =. ze “eee Oe weteons 87.50 80.50 Boards, Std, Lgth. aie 22.39 20.75 
No. 2 ....*43.50 *39.20|C— Shortleaf— 12 
1x4 flat Inch thick— DEE ssseee 2.81 20.94/12 & 14... 22.50 22.17 
ce ° Dee ‘cenen _ 2: ae * | Ser 3.54 23.00 
grain eee 46.38 438.50 1x12... 25.99 21.75 
Bé&better.. 42.12 9.96 : ie wal aeate 1.33 ne —* : ‘ — , 
No. ue a BOTS seececes . ses No. Dimension 
, 1x5&10 51.71 *49. No. 3 Fencing 1 
No. 2 .... 19.76 19.91 + nh aneti gisatined tanaiie Random Length 
ee 10.14 11.17]2x4 Short- 
Ceiling, Standard Rough Finish 1xe oh’ 15.97 16.14 leaf .... 15.74 15.29 
x e e e 
a ectas 10-207 Shortl't & Long!’f— 
B&better.. 36.75 .| B&better— No. 3 Shiplap and |2x6 ...... 13.43 15.45 
% x4— Inch thick— Boards, Standard Ne ikeigare 15.25 14.75 
B&better.. 35.70 3404/4 «*°*** 48.10 ... Lengths EEO iv cce 15.10 | 15.75 
oe e « e 4 * 
No. 1 .... 84.63 82.89]5 ‘""°°"** i iy ee 17.49 17.36|2*12 ----- 16.61 °15.04 
1x5&10 |" *52°75 #4308 eer 17.27 17.18 
re Le #7019 *70.00 (+ i Ao 16.31 17.03 Timbers, 20 & Under, 
Partition. No. 1 
— —— 5&6/4 No. 1 Shortleaf = 
thick— Dimension Longleaf— 
% x4&6— iil 4-8 nc ceee *67.64 66.25) 2x4 4x6—8x8. 30.00 
B&better.. 50.50 _ sind pe oy ras 12 & 14 .. 24.58 21.68}3@4x10 36.00 
2 eee eeee . 78.00116 ....... 24.74 22.82 
2x6 Shortleaf— 
Drop Siding, Standard 12 & 14 .. 21.26 19.72]}3&4&4x4.. 28.63 22.69 
Lengths, 1x6” a SO Sree... 21.87 19.81]4x6—8x8.. 26.61 22.56 
No. 117— Setetten.. 2x8 3&4x10 .. 30.05 *29.00 
3&better.. 38.33 1x4 58.95 58.93)l2 © 14 -- 22.64 21.23]5x10-10x10 31.86 28.00 
No. 1. 35°39 *36.44l1x6@8 °°. 58169 56.68 16 See: 21.09 21.82 S&4x12 38.75 $1.00 
No. 116— 1x5&10 .. 63.50 63.75 12 — 30.77 30.50 . a — 
Bé&better.. .... 943.235) j= j. j= ___— FES secveee 1.76 29.7 
No. 1 .... 43.17 40.50|No. 1 Fencing, 10-20' [16 ,------ $2.65 29.63 ma. _— 
Assorted patterns— ee Ue 41.07 41.41]12 & 14 35.60 30.50]No. 1. 4.03 4.60 
3&better.. 40.52 40.00]1x6 ...... 41.20 40.43/16 ....... 35.83 32.75] No. 2 3.56 *2.81 
Seattle, Wash., Feb. 4.— Prices for red Following f. o. b. mill prices on actual 


sales were reported to the Western Pine As- 
sociation by members during the period from 
Jan. 23-Jan. 28, inclusive. Averages include 


both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
5/4x8 6/4x8 
Seiecrs, 82 or 4S— 1x8 & war. & war. 
Saher 61.07 $64.10 $63.58 
PE aewkwne wemate 41.98 50.25 46.18 
SnHop, 828S— No. 1 No, 2 
eT reer $34.58 $21.65 
__o RAPES Sree Saas Sie seem arann 34.70 21.72 
Commons, S2 or 4S— No. 2 No. 8 
Aa $24.4 $18.49 
ere 28.79 18.90 
PO Ore BU oe eet Gatdeeesndveeaes $12.73 
Idaho White Pine 

5-6/4x8 

Sgiects, S82 or 4S— 1x8 wdr 
ESS ee $71.81 $85.25 
oo e : ee 41.42 send 


Commons, S2 or 4S— 
Colonial Sterling Standard 
No. 2 No. 3 





1 No. 
ee err ere $34.54 $29.95 $23.04 
Co ree 69.84 39.04 24.72 
Weneser ClO. 4) CFO Teer Woke c cccccccctes $16.03 
Sugar Pine 
1x8 5/4x8 6/4x8 
Szuects, 82 or 4S— &wdr. war. wdr. 
tS BEG covreegemoms maine na 
_ “Aare $69.00 $68.17 $67.00 
I esa a qucer'er ole 51.69 54.0 53.00 
Suop, 82S— No. 1 No.2 No. 3 
. eee $40.29 $28.12 $23.50 
eee 40.83 26.03 19.42 
BPO wsteeesseguaden 49.99 $0.23 19.28 
Larch-Douglas Fir 
Pe Ee ere $20.81 
Breanne, Bee. FT, TS bcc cccecvedescs 18.71 
aT Oe US SS OG eee 18.35 
Flooring vert. gr., C&Btr., 4 RL........ i 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. 0. b. mill sales prices 
on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., 
made in the period Jan. 26-31, but, where prices for this period were not available, 
prices for the month to date have been inserted and starred (*): 


WISCONSIN HEMLOCK 


Following are prices f.-0. b. delivery points 
in Wisconsin: 


No. 1 Hemlock Boards, 81S or S1S1E: 
8 10, 12&14’ 16’ 


eee $30.50 $31.50 33.50 
PE vs vernsees a5 ae 32.00 ty 
gga iplapeabease 32.00 33.00 34.50 
ee 33.50 34.50 36.00 
SE icc caeeaie Me 35.50 37.00 

For D&M, plain shiplap, or S4S add 25 


cents; for drop siding, ceiling, rg shiplap 
grooved roofing or partition, add $2.75. 


No. 1 Hemlock Dimension, S1S1E or S848; 
8 10, 12&14’ 16’ 


> & parrereeer eee $32.50 $32.50 $33.50 
(SS "er 31.50 31.50 32.50 
BED” ccccccovccvece 32.50 32.50 33.50 
MC -. 33.50 34.50 35.50 
BE1Z” 2. .cccccccccee 34.50 35.50 36.50 





RED CEDAR SHINGLES 


Seattle, Wash., Feb. 4.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 


Royals: 
RE eevee ere errr $4.35-4.45 
Sg FR rr ert meres 3.10-3.20 
Weta awkacs Maewaceboneasede suse 2.10-2.20 
Perfections: 
Ie IE, sank ib d:0. a qereewagieeieaes aaa $3.50-3.60 
I IL, cia ne eiaccoaialareiaialate weenie: 2.45-2.55 
EEE ciao a asi eatin eine erie pam ciao! 1.90-2.00 
AAA: 
er ae $3.05-3.15 
te eres 2.10-2.20 
ee EE i winaiacene se sierese sib eemieen ae 1.65-1.75 





DOUGLAS FIR 


Seattle, Wash., Feb. 4—Current quotations 
f. o. b. mill on Douglas fir items in mixed 
cars for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 


B&Btr. Cc D 
SOE s<ésissapeceeene $36.00 $32.00 $23.00 
Flat Grain Flooring 
See ee $25.00 $23.00 $19.00 
NED <a aia aie matte wien 30.00 28.00 23.00 


Drop Siding 


1x6 Pat. No. 106....$29.00 $28.00 $21.50 
1x6 Pat. No. 116.... 29.00 28.00 22.00 
Ceiling 
ere $24.00 $22.00 $16.00 
ee ee 25.00 23.00 16.00 
Common Boards and Shiplap 
1x 1x8 1x10 1x12 
ae $18.00 $18.00 $18.00 $22.00 
ee cewan 15.00 15.00 15.00 15.00 
eee 10.00 10.00 10.00 10.00 
No. 1 Common Dimension 
12 14 16 18 20 
ee Lssoeees $19.00 $19.00 $20.50 $21.50 $20.50 
me Vesevens 18.00 18.00 18.50 19.50 19.50 
 } Fee 18.00 18.50 19.00 20.00 19.50 
De scacteus 20.00 20.00 20.50 21.00 21.00 
Dee aweweens 21.50 21.50 22.50 22.50 22.50 
No 1 Common Rough and/or Surfaced 
Timbers 

4x10 planks 20 feet and shorter and 
TE cc ¢eduia tae de ew bens aceware $17.00 
SREES BO Te. GIG BROTUOT. coc cc cc ccccsves 16.50 
oy Se 8 ere ree es eee 17.50 





WEST COAST LOGS 


Seattle, Wash., Feb. 4.—Average prices of 
logs are as follows: 

Fir: No. 1, $22-23; No. 2, $16-17; No. 3, 
$10-11. Peelers, No. 1, $30; No. 2, $24. 
; Cedar Shingle logs $16-18; lumber logs, 


28-30. 
Hemlock: No. 2&3, $10-10.50. 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. o. b. 
flooring mill basis, during the week ended 


Feb. 4 
First Third 
ipeietasensen $69.33 $41.91 


Second 
$59.72 








ery 


or 


aywoomywc 


esaenwooQulnt —_ 7 


Ee 


1, 1939 


S 


| listed 
hingles 


tations 
mixed 
| trade 


ces of 


No. 3, 
logs, 


ls re- 

7 * 
ended 
Third 
$41.91 
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OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin. x21%” 38x14” %x2” %x1%” 
Clr. atd. wht.. 4h $71.00 $67.00 $61.00 
Clr. qtd. red..... 70.00 60.00 57.00 57.00 
Sel. qtd. wht.... 61.00 48.00 52.00 48.00 
Sel. qtd. red..... 57.00 49.00 50.00 48.00 
Clr. pln. wht.... 61.00 52.00 56.00 48.00 
Clr. pln. red..... 58.00 54.00 47.00 48.00 
Sel. pln. wht.... 57.00 47.00 46.00 39.00 
Sel. pln. red..... 57.00 52.00 40.00 42.00 
No. 1 com. wht.. 50.00 44.00 38.00 33.00 
No. 1 com. red... 50.00 46.00 36.00 34.00 
No. 2 common... 37.00 30.00 25.00 19.00 
x2” ex ” $5x2” 
Cir, Gtd. Wht... .cccceess $75.00 73. ear 
Cir, Qtd. TOd..cccccccecce 72.00 71.00 wan 
Gal, GIG. Webs ec scecsecs 64.00 63.00 Pee 
Sel, Gtd. FOG... cccccceve 64.00 63.00 ar 
Cle, PIR. POGe sss cccscces 63.00 61.00 $63.00 
ag a re 63.00 61.00 58.00 
SS eee 55.00 53.00 55.00 
ek Be Men 60-9:4-9-6 eee 55.00 53.00 53.00 
Mo, i CGM. WRG. .... 0506 47.00 45.00 44.00 
Wo, 1 COM. POG... .sccewes 46.00 44.00 42.00 
We, S COMO ss 60 <<:0s0s 31.00 30.00 ° 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
ii-inch stock, $8; for %-inch, $4; for % and 
f;-inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For 
}i-inch stock, $6; for %-inch, $3; for %- and 
ts-inch, $3.50. 


F, O. B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Feb. 6: 








Qrtd. Red Gum Plain Poplar 
No. 1 & Sel.— FAS— 

Oe ccsces 32.00 @32.50 ig Oe 70.25 
| ae 32.50@34.00 | 5/4 ...... 76.75 
ae 36.00 @39.00 Saps & Sel.— 

Plain Red Gum §é =| 4/4 ...... 45.25 
FAS— Sere 48.75 
7, Sea 63.25 No. 1 Com.— 

No.1 & Sel— | 4/4...... 26.00 
eee 29.00 @30.00 No. 2A Com.— 

No. 2 Com— ‘| SF@ cccces 18.50 
WF cies 19.00 @20.75 Ash 

Qrtd. Sap Gum FAS— 

FAS— . Sa 55.50 
. See 41.50 ee 55.25 @57.50 
ee 48.00 i - 79.00 
No. 1 & Sel.— No. 1 & Sel.— 
eee 23.00@28.50 | 6/4 ...... 36.00 
5/4 ......25.00@27.00 No. 2 Com.— 
Oe cckcas eee f C/E ccccas 22.00 
Sees 29.00 Beech 

Plain Sap Gum FAS— 

FAS— eee 36.00 
| Sarre 26.75 No. 1 & Sel.— 

ae Bete Fb Be éweres 26.00 
5, eee 31.00 @31.50 No. 2 Com.— 

|; eee 32.00@34.50 | 5/4 ...... 16.00 
eee 32.00 @33.50 Log Run— 

No. 1 Sei— —«—sdi—“—i‘“(i(j#y$C ONC BFS cvcceres 23.00 
, oe 20.00 @ 22.75 CPS 6 sssamna 21.50 @22.00 
J, eee 23.00 Hickory 

No, 2 Com.— No. 2 Com.— 

| eee 15.25 BFE secese 18.00 
ere 15.25 

17.00 FAS— 

Qrtd. Black Gum Pe me eaews 26.00 

—— & & & & =——— ee beacuse 31.00 
seca 32.75 | No. 1 & Sel.— 

No.1 &Sel— i | 4/4...... 18.00 
sai hie .75 aiaeniaee 21.00 

Plain Black Gum No. 2 Com.— 

— Ore «canes 9.00 
eee 3 ene 13.00 
Plain Tupelo Cottonwood 

FAS— FAS— 

1) ee 25.00 Oe 35.00 
ae 32.50 No. 2 Com.— 

No.1 &Sel— i | 4/4 .....-. 19.00 
, eee 17.00 Qrtd. Sycamore 
ene 21.50 Log Run— 

No. 2 Com.— 5/8 ...00. 24.50 
i eee Plain Sycamore 

Qrtd. White Oak No. 1 & Sel.— 

No. — _... | BFW ceees< 19.00 

', oe : No. 2 Com.— 

Plain White Oak ree 9.00 
FA Willow 
ae 44.00 FAS— 

78.00 , ee 37.50 @ 41.00 
, oe 88.00  Saaeee 45.00 
No. 1 & Sel.— on 45.00 
/ ere 23.00 No. 1. & Sel.— 

| ae 28.75 4 ee 30.00 @31.00 

Plain Red Oak . Magnolia 
FAS— FA 
ee 32.75 oo, Ee 55.25 
5, eee 43.25 PN 55.00 
No. 1 & Sel.— No. 1 & Sel.— 
Seer ke |. See 27.00 
eee 24.50 @28.00 No, 2 Com.— 
a SU.00 FT SP6: vecves 18.00 
No. 2 Com a eee 20.00 

eaue ae 12.75 We venees 18.50 
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Current Market Review 


Softwood demand from the North and 
East in recent weeks has shown the ef- 
fects of prevalent bad weather there, but 
producers are much encouraged by an 
increasing volume of inquiry for spring 
stocking of retail yards, and also for in- 
dustrial, chiefly railroad, use. Although 
distributors’ and consumers’ stocks every- 
where are reported to be low, and mill 
assortments are becoming depleted and 
broken with more item shortages showing 
up, actual bookings have not been heavy 
enough to bring much strength to the 
market. There is little competition from 
small southern mills, which are having 
difficulty in producing and shipping. In 
the South, yard commons retain their po- 
sition better than uppers, but call for the 
latter is improving; while West Coast 
mills report a continued slightly down- 
ward tendency in both. Many producers, 
however, feel certain that they will soon 
begin to benefit from increasing residen- 
tial and heavy construction, and expect a 
considerable strengthening in the market. 
In the North, consumption is seasonally 
slow, but yards are preparing to make 
additions. Dealers in the East have taken 


up a good deal of the increasing receipts 
from both the Northwest and British Co- 
lumbia, and the market remains steady. 
California is doing little buying, desiring 
to keep stocks at minimum for tax assess- 
ment. In many parts of the South, busi- 
ness has been under the handicap of 
heavy rains, but prospects are highly en- 
couraging. West Coast export trade con- 
tinues very dull, but southern pine re- 
ports slight improvement. 

Hardwoods are in more active demand 
by furniture plants, and prices of the 
gums especially are stiffening. Flooring 
is seasonally slow, but the flooring plants 
are overcoming the reluctance of hard- 
wood mills to sell rough stocks at recent 
prices by somewhat better offers. There 
is a fair demand from overseas markets. 
Shipments from the mills have been in- 
creasing and have been depleting stocks, 
while many parts of southern producing 
territory report that high water is mak- 
ing logging impossible. With their costs 
greatly increased and prices at about bot- 
tom of a long decline, the mills are in 
urgent need of the mark-ups that are be- 
ginning to be made in lists. 





NORTHERN 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 


Brown Ash— FAS _ Sel. Com. Com. Com. 


es $57.00 $47.00 $38.00 $26.00 $18.00 
__, SAE 62.0 52.00 41.00 28.00 19.00 
Sees 67.00 57.00 48.00 32.00 19.00 
_,, re 72.00 62.00 51.00 384.00 20.00 
No.1 No.2 No.3 
Basswood— FAS Sel Com. Com. Com. 
eee $78.00 $68.00 $52.00 $28.00 $21.00 
, aa 83. 73.00 56.00 31.00 23.00 
|. ere 86.00 76.00 56.00 31.00 23.00 
ee 93.00 838.00 66.00 338.00 23.00 
ae 103.00 98.00 78.00 45.00... 
a 108.00 98.00 78.00 50.00 % 
ee 70.00 60.00 41.00 24.00 


Key stock, 4/4, No. 1 and better, $78; or on 
grades, FAS, $88; No. 1, $68; 5/4, No. 1 and 
betters, $83, or on grades, FAS, $93; No. 1, $73. 


No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com. 
ee $70.00 $55.00 $45.00 $30.00 $15.00 
ee 75.00 60.00 50.00 382.00 17.00 
eee 80.00 65.00 58.00 34.00 17.00 
. ee 85.00 70.00 58.00 84.00 18.00 
eee 85.00 70.00 58.00 35.00 18.00 
| ees 98.00 83.00 66.00 40.00 anes 
ee 98.00 83.00 69.00 40.00 
of, ae 118.00 108.00 81.00 48.00 
ee 118.00 103.00 81.00 43.00 
ae 158.00 143.00 121.00 ee 


HARDWOOD 


No.1Com. No. 2 No. 3 
Soft Elm— FAS & Sel. Com. Com 
Re $47.00 $37.00 $26.00 $18.00 
ee 52. 42.00 28.00 19.00 
oo ES 52.00 42.00 28.00 19.00 
eee 55.00 45.00 31.00 19.00 
, 58.00 48.00 33.00 esa 
gE 63.00 53.00 38.00 aie 
No. 1 No. 2 No. 3 
Rock Elm— FAS Com Com Com 
op Me $50.0 $32.00 $20.00 $17.00 
eae 55.00 37.00 22.00 19.00 
_ ae 65.00 45.00 24.00 19.00 
aro 70.00 55.00 29.00 22.00 
are 80.00 65.00 41.00 ets 
Sree 90.00 75.00 46.00 27.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com 
ee $76.00 $64.00 $47.00 $28.00 $17.00 
ME. “eCsasuten 81.00 69.00 652.00 34.00 17.00 
SEE 86.00 74.00 57.00 39.00 18.00 
re 91.00 81.00 65.00 42.00 19.00 
rr 96.00 86.00 74.00 45.00 .... 
i, errr 101.00 91.00 79.00 50.00 ‘ 
oo ea 156.00 146.00 122.00 .... 
| eee 68.00 58.00 41.00 25.00 
BE Siciapokee 70.00 60.00 44.00 26.00 
No.1 No.2 No.2 
Soft Maple— FAS &Sel. Com. Com 
EON Rr $61.00 $45.00 $28.00 $17.00 
SEE rere 66.00 49.00 29.00 18.00 
a, ER 76.00 54.00 34.00 18.00 
__ DEA ae ee etarens.S 81.00 59.00 34.00 19.00 





TIDEWATER RED CYPRESS 


Jacksonville, Fla., Feb. 6.—Following is a list of wholesale prices on tidewater red cypress, 


f.o.b. Jacksonville: 








Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
Tank, RW&L, rough..... paar. ; $104.50 $115.75 $137.00 $137.00 $144.00 
FAS, RW&L, rough...... $69.50 $81.50 90.50 104.75 118.00 118.00 124.50 
Select, RW&L, rough.... 62.56 74.50 74.50 79.75 91.50 91.50 100.50 
No. 1 Shop, RW&L, rough 47.50 58.50 66.50 71.25 79.50 79.50 87.50 
Box, RW&L, rough...... 26.75 28.75 28.75 27.75 
Peck, RWL, rough...... . 26.00 28.00 28.00 29.25 ee ee 
“A” Finish, RW&L, S4S.. 78.25 90.25 93.25 108.25 Bests, 18°,.... $6.55 $7.80 
“B” Finish, RW&L, S4S.. 71.75 83.75 83.75 91.75 Primes 18”.... 4.80 5.6 
“Cc” Finish, RW&L, S4S.. 68.75 80.75 80.75 88.75 Economy, 18”. 4.05 4.95 
“p” Finish, RW&L, S4S.. 65.75 17.75 77.75 80.75 CYPRESS ye , 
No. 1 Com. RW&L, S48.. 56.50 61.50 61.50 62.50 4x1 se ...ee Ge 
No. 2 Com. RW&L, S4S.. 38.00 40.00 40.00 39.00 x1%x32” -:: 3.00... 











OBITUARY 


(Continued from page 85) 


Sons. A son, Charles C., has been inspector 
at Louisville for the National Hardwood 
Lumber Association since 1931. Another son, 
George Jr., two daughters and the mother 
also survive. 


MARSH UNDERWOOD, 62, one of the 
veteran loggers of the Pacific Northwest, 
died Jan. 15, in Kelso, Wash. He had served 
as foreman and superintendent of various 
southwestern Washington logging operations 
and was widely known in the logging indus- 
try of the region. His last woods work was 
for the Long-Bell Lumber Co. at Ryderwood 
and for the Weyerhaeuser Timber Co. He 
was author of a book “The Log of a Logger” 
which was autobiographical. A widow and 
two sons survive him. 


CHARLES BREMER, 75, one of the pioneer 
lumber dealers of Toledo, Ohio, and a life- 
long resident of that city, died at his home 
there on Jan. 29 after an illness of a year. 
Founder of the Bremer Lumber Co. in 1905 
Mr. Bremer served as that company’s presi- 
dent until his retirement in 1932 when the 
name of the firm was changed to Pritchett- 
Bremer Lumber Co. His wife, son, George H., 
a daughter, a stepson and a brother and 
sister survive. 

WALTER E. R. NYE, 85, died suddenly on 
Feb. 1 at his home in Sagamore, Mass. He 
was father of three lumbermen with whom 
he was associated in various retail yards: 
Alfred, president, Stone Lumber Co., Boston; 
Nathan, manager of Sagamore Lumber & Coal 
Co., and Roswell, manager of Harwich Lum- 
ber Co. and Higgins Lumber Co., Province- 
town, all on Cape Cod. Another son and one 
daugher with their mother also survive. 


ANDREW KOLB, 70, president A. Kolb 
Lumber Co., Melrose, Minn., died recently at 
a St. Paul hospital. He had lived in Melrose 
since 1876 and for many years was salesman 
for the Borgerding Lumber Co. At the time 
of his death he was serving his eighth term 
as mayor of Melrose and stores there were 
closed for his funeral. He is survived by 
four sons, a daughter and nine grandchil- 
dren. 


WILLARD EUGENE DeMILLE, 56, owner 
of the DeMille Logging Co., Miner‘s Bay, 
B. C., died at a Rock Bay hospital recently. 
He was born in New Brunswick and had re- 
sided in British Columbia 25 years. 


WALTER F. FRALICK, 66, former secre- 
tary of Palburn (Inc.), wholesale lumber 
concern of Buffalo, N. Y., died at his home in 
that city after an illness of several months. 
He was a native Buffalonian and educated in 
Buffalo schools. He had been with Palburn 
(Inc.) 30 years at the time of his retirement 
three years ago. 


EDWARD R. DYE, 76, treasurer of the 
Monon Lumber Co., Monon, Ind., died at his 
home in Monticello, Ind., Feb. 2 following a 
stroke. He had not been active in the busi- 
ness for several years but retained his inter- 
est in several of the yards operated by the 
company. 


PETER A. ROMSON, 60, founder and head 
of the Medina (Wis.) Lumber & Fuel Co., 
died Jan. 26 in Appleton, Wis., after a four- 
weeks’ illness. He had been a resident “of 
Medina for 17 years, and was a native of 
Little Chute, Wis. He leaves a widow, two 
sons, four sisters and three grandchildren. 





WILLIAM O. AUSTIN, 84, western Wash- 
ington lumberman, died Jan. 25 at a hospital 
in Gig Harbor following a brief illness. He 
was born in Massachusetts and for the last 
ten years had operated a lumber mill at 
Vaughn, Wash. He is survived by two sons 
and a daughter. 


BUGENE C. AKERS, 70, president Timber 
Lake Corp., and formerly president Akers 
Lumber Co., died suddenly at his office in 
Lynchburg, Va., Feb. 3. He was a native of 
Virginia and had been engaged in the whole- 
sale lumber business for many years. A 
widow and several children survive. 


Truck vs. Railroad in B. C. 


Vancouver, B. C., Feb. 4.—Inroads of mo- 
tor trucks into the field of industrial railways, 
and transfer of major lumber operations from 
the mainland of British Columbia to Vancou- 
ver Island, are both indicated in the recent 
report of the Provincial Government. Whereas 
fifteen years ago, the mainland had more in- 
dustrial railway mileage than the Island, to- 
day 80 percent is on Vancouver Island, and it 
is mainly used by logging companies. Since 
1930, total mileage has dropped from 1,008 to 
900 for the Province as a whole, largely be- 
cause of the increasing use of motor trucks. 
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ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


























ED, sccctensduvensaenences ...38 cents a line 
Two consecutive issues...... ..».55 cents a line 
Three consecutive issues...... ....75 cents a line 


Four consecutive issues..........90 cents a line 
Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Heading 











BUYERS AND SELLERS 
ARE BROUGHT TOGETHER 


By using the classified section of the 
American Lumberman. The classified ads 
are read by both the buyers and sellers. 
A quick way to dispose of anything you 
want to sell. 

Get what you want by advertising in the 
best medium. You can profit by using the 
classified sections. 


AMERICAN 
431 S. Dearborn S8t., 


LUMBERMAN, 
Chicago, Il. 





Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THD MINNESOTA SPECIALTY CoO., Inc., 
Minneapolis, Minn. 








HAVE YOU A SICK LUMBER YARD? 


Is it within possibilities of rehabilitation? If so, 

it will pay you to give me a hearing. Record 

and references will be submitted in interview. 
Address “W. 55,” care American Lumberman. 





Salesmen 


WANTED EXPERIENCED SALESMAN 


Thoroughly familiar with eastern and Canadian 
white pine. Prefer man with following in New 
England, possibly New York State. GARDNER W. 
TAYLOR LUMBER CO. (INC.), Grand Central 
Terminal Bldg., New York City. 


OPPORTUNITY FOR SALESMAN 


Old Est. Wholesale Lbr. concern offers liberal 
split profit to salesman who has confidence in 
his own ability to make good. 

Address “T. 79," care American Lumberman. 


WANTED SALESMEN TO SELL SOUTHERN 


Pine Roofers and Framing on commission basis 
covering States of Penna., New York, New Jersey, 
Conn., Mass., and Rhode Island. Address reply: 
P. O. Box 2195, Raleigh, N. C 














ADVERTISE FOR WHAT YOU WANT 
A CLASSIFIED AD WILL MOVE SLOW STOCK 











Employees 


WTD.: 1ST CLASS DETAILER, BILLER 


Estimator, age 30-40, for special millwork, also 

capable of drawing plans and listing material for 

small homes. References and wages desired. 
Address “T. 60,"" care American Lumberman. 


WTD.: WORKING CABINET SHOP FOREMAN 


Who is not afraid of work, can do his own de- 
tailing, knows how to operate every machine in 
a small shop doing approximately $5,000.00 month- 
ly business, consisting of frames, sash, doors, stair- 
ways, interior trim, etc. Should furnish names 
and addresses of former employers with applica- 


tion. 
GRAYSON LUMBER COMPANY, 
Birmingham, Ala. 


WTD.: EXP’D COMMISSION LUMBER BUYER 


To handle Yellow Pine, especially air dried Com- 
mon Boards and Dimension. One thoroughly fa- 
miliar with mills in Alabama. 

Address “W. 35,’’ care American Lumberman. 














WANTED: EXPER. MILLWORK ESTIMATOR 


With knowledge of selling and erection supervi- 
sion. Must be able to detail into mill. 
Address “W. 40,” care American Lumberman. 





WANTED: AN EFFICIENT SECRETARY 


For a modest lumber and builders’ supply associ- 
ation. Must be a hard worker, have ideas and be 
able to express them, and withal a pleasing per- 
sonality. Must have some experience tn a lumber 
and building business. Give full particulars—age, 
nationality and compensation required. 

Address “W. 53,” care American Lumberman. 





Employment 





WANTED—POSITION AS YARD MANAGER 


10 years’ experience; age 28; married; good refer- 
ences; Central or Northern Illinois preferred. 
Address ‘‘T. 94," care American Lumberman. 


SAW FILER & PLANING MILL MAN 


18 yrs.’ exp. with northern Wis. mills. Age 35 
yrs.; good references. 
Address “T. 95," care American Lumberman. 


EXP’D LOGGING LOCOMOTIVE ENGINEER 


General shop man, mechanic, log train foreman 
desires connection with company operating own 
equipment. 

Address “T. 96,” care American Lumberman. 











EXCEPTIONAL EXPERIENCE FOR SALE 


Who has a position where ability to get more 
product thru a woodworking plant at much lower 
cost is needed? Familiar with all woods and 
woodworking machines. Can design a complete 
plant or a machine for a special use. Can handle 
crews of men, a first class draftsman, steady, 
and a money maker for some Company. Highest 
references. 98 

— ne 


Address care American Lumberman. 





ESTIMATOR—SALESMAN—DETAILER 


University Graduate Architecture. CBA Estimator. 
Age 34. 14 years’ experience. Now employed. 
Hard worker, neat, executive timber. Desire con- 
nection with firm free from family ties or politics. 
Address “‘T. 99," care American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Also hardware, building supplies, managing and 
sales, now employed, wants change; good refer- 
ences and reason for change. 

Address “T. 100,” care American Lumberman. 








WANTED POSITION AS MANAGER 
Of profitable yard or planing mill with owner who 
wishes to relinquish responsibility, with aim of 
buying interest later. Thoroughly experienced, com- 


petent, reliable. 15 years successful record with 
present firm. 
Address “W. 47,” care American Lumberman. 





ESTIMATOR—DETAILER—BILLER 


Young man with 15 years experience in special 
and stock millwork; construction and shop experi- 
ence. Al references. Go anywhere. 

Address ‘‘W. 49,” care American Lumberman. 


EXPERIENCED SASH & DOOR, STOCK 
And special estimator, salesman and office execu- 
tive desires permanent connection at once. 

Address “W. 50,” care American Lumberman. 
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